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‘WHOLESALE SELLING’ BLAMED ON ‘EXTRA’ DEALERS IN SOUTHWEST 


~> 
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Crosley Makes 
Absorption Unit 
Using Kerosene 


New Refrigerator Is 
Complete In Itself, 
Easy To Operate 


CINCINNATI—A new absorption- 
type, kerosene-operated refrigerator 
of 6-cu. ft. capacity, carrying the 
Shelvador feature and known as the 
“Flame-Freeze,” has just been an- 
nounced by Crosley Corp. 

Designed particularly for use in 
homes, restaurants, and camps away 
from power lines, the unit is said to 
operate at a cost of between 3 and 
7 cents a day for kerosene. 

Food compartment of the Flame- 
Freeze is porcelain lined, and has 
an acid resisting bottom. Cabinet is 
of Bonderized steel, finished in Dulux. 

Interior shelf area is 10% sq. ft., 
Nema rating, and the unit has one 
deep and one shallow ice tray, with 
a freezing capacity of 63 cubes or 
5 Ibs. of ice at a time. Shelves are 
removable, and one is hinged for 
easier storage of tall bottles. Shelva- 
dor is standard equipment. 

Refrigerating unit has no moving 
parts. The unit is complete in itself, 
and can be used anywhere, no out- 
side connections being necessary. 

With the application of heat to 
the generator, the refrigerant is 
driven off as a gas to the large con- 
denser tank, where the gas is liquefied 
and trickles by gravity to the evapo- 
rator receiver. After the fuel supply 
is exhausted, the generator cools 
rapidly, allowing the absorption solu- 
tion to absorb the ammonia vapor 
which vaporizes in the evaporator at 
low temperatures, thus freezing ice 
cubes and producing refrigeration in 
the food compartment. 

Special fuel level indicator is fur- 
nished to indicate the quantity of 
(Concluded on Page 20, Column 3) 


New Plan Offered To 
Reorganize Grunow Co. 


CHICAGO—A suggested plan for 
reorganization of the financial affairs 
of General Household Utilities Co., 
including a provision that it will 
engage in the electric refrigeration 
business exclusively, has been re- 
ported to creditors of the company 
by their creditors’ committee. 

The reorganization plan, the com- 
mittee reports, will provide that all 
unsecured creditors shall receive prior 
preferred stock, with a par or stated 
value in an aggregate amount equal 
to the full amount of their claims. 
The stock is to be issued either by 
the present organization or by a new 
corporation which may be organized 
to take over the assets of the present 
(Concluded on Page 20, Column 2) 


Fred Cross Appointed 
Alemite Sales Head 


CHICAGO—Fred R. Cross has 
been appointed sales manager for the 
Alemite retail sales division of Stew- 
art-Warner Corp., effective May 15. 

Mr. Cross has been connected with 
Stewart-Warner for the past 15 
years. Appointed in 1924 as adver- 
lising manager for the Alemite 
division, he held that position until 
1933, when he was placed in charge 
of all advertising for Stewart-Warner 
and its subsidiaries, a post he held 
until his present promotion. 

C. A. Fine, former head of the 
Alemite retail sales division, will 


a new duties to be announced 
ater. 


Illinois Utilities To 
Act on Charges 
Of Unfair Selling 


CHICAGO—Development of a pro- 
gram of cooperation with dealers 
throughout the state, including action 
on dealers’ complaints of unfair 
competition for appliance sales, is 
the goal of a committee just named 
by Illinois public utility companies. 

Appointment of the committee 
follows a suggestion made a year ago 
by the Illinois Federation of Retail 
Associations, voicing the need for an 
investigation of alleged “unfair com- 
petitive practices.” At the time it 
made the suggestion, the association 
also expressed the hope that dealers 
would move to “clean their own 
houses.” 

Utility interests in the state have 
been giving the matter thorough 
investigation, and are said to have 
done a number of things looking to 
better utility-dealer relationships. 
Executives named on the committee 
are: 

Chairman, G. A. Freeman, assist- 
ant to vice president in charge of 
sales, Commonwealth Edison Co., 


(Concluded on Page 19, Column 3) 


Sees Distributor’s End 
Unless Poor Dealers 
Are Eliminated 


MILWAUKEE — Unless __ distribu- 
tors adopt a long-range program 
aimed at quality rather than quantity 
of outlets, the entire distribution 
set-up of major appliances, particu- 
larly refrigerators, may fold up, in 
the opinion of Herman Burbank, 
business representative of the House- 
hold Furniture & Appliance Sales 
and Service Men’s Union here. 

While his remarks were aimed 
primarily at the local situation, the 
union official implied that they might 
be extended to the country as a 
whole. 

Distributors want to place .their 
merchandise into every possible out- 
let, but at the same time they want 
the sort of dealers who will stay in 
business and pay their bills. The 
union is seeking the same goal, but 
from another angle, in that its aim 
is to see that every dealer and 
salesman makes a fair living. 


(Concluded on Page 19, Column 1) 


3-Day Spring 
ASRE Meeting 
Opens May 21 


HERSHEY, Pa.—Opportunity for 
first-hand inspection of some interest- 
ing installations of refrigeration and 
air-conditioning equipment will be 
afforded industry men who attend the 
twenty-sixth meeting of American 
Society of Refrigerating Engineers 
here May 21 to 23. 

A tour of Hershey is scheduled for 
the afternoon of May 22, at which 
convention-goers will inspect the 
cooling equipment used in the manu- 


(Concluded on Page 19, Column 2) 


Dealers Cooperating on 


Used Box Problem 


The Quaker City Plan 

PHILADELPHIA Distributors 
and dealers here may have their 
squabbles over competitive problems, 
but there’s one thing they’re pretty 
well agreed on—the “Philadelphia 
plan” on refrigerator trade-ins works. 

After six months’ operation, the 
reconditioning plant set up in con- 
nection with the city’s “blue book” 


(Concluded on Page 8, Column 4) 


‘Schedules’ In Franchises? 


CHICAGO—Schedules of “reason- 
able” trade-in allowances should be 
a definite part of every dealer fran- 
chise, in the opinion of J. G. Strader, 
executive secretary of the Illinois 
Radio & Electrical Dealers Associa- 
tion. 

Failure of distributors to include 
such schedules in their dealer agree- 
ments, Mr. Strader believes, is 
perhaps the greatest hindrance to 
vigorous enforcements of the trade- 


(Concluded on Page 8, Column 3) 


Rent ’Em In Milwaukee? 


MILWAUKEE—How to handle 
the trade-in problem is already be- 
coming a matter of concern with 
Milwaukee refrigerator dealers, not- 
withstanding the fact the best esti- 
mates place the saturation point in 
this area at somewhere between 30 
and 35%. 

It is generally conceded that the 
trade-in problem does not become 

(Concluded on Page 8, Column 3) 


Bard Heads Norge 
Air Conditioning, 
Commercial Sales 


DETROIT—-Malcolm T. Bard has 
been appointed sales manager of the 
Norge commercial refrigeration and 
air-conditioning department, and C. 
L. Toonder has been named commer- 
cial sales engineer. 

These appointments fill positions 
vacated when Walter E. Landmesser 
and Dean Seitz left Norge to join 
York’s commercial refrigeration and 
air-conditioning department. 

Mr. Bard has been assistant sales 
manager of the department since 
1937. 

(Concluded on Page 20, Column 5) 


Universal Cooler Unit 
Made For Use In 
Hot Air Systems 


DETROIT—A new self-contained 
air-cooling package unit, designed 
for use in connection with residential 
warm air furnaces and winter air- 
conditioning systems, has been an- 
nounced by Universal Cooler Corp. 

Built in 2 and 3-hp. condensing 
unit sizes, the unit contains direct- 
expansion cooling coils and a refrig- 
erating machine enclosed in a cabinet 
ready for connection to the furnace 
duct system. A pancake type double- 
tube water-cooled condenser is em- 
ployed. 

By connecting the air-conditioning 
cabinet to the return air supply 
system, the furnace fan is used for 
air circulation. The cabinet, which 
sits on the basement floor, will be 
(Concluded on Page 18, Column 3) 


Carrier Places Big Jobs 
In 11 States Under Gay 


LOS ANGELES—Gay Engineering 
Corp. has been appointed representa- 
tive of Carrier Corp. in the 11 west- 
ern states to handle air-conditioning 
and refrigeration installations larger 
than those for which local dealers 
may be franchised. 

In Los Angeles county, Gay Engi- 
neering has been given exclusive 
sales and installation rights for all 
Carrier air conditioning, refrigera- 

(Concluded on Page 19, Column 1) 


Harold Hulett (second from right), manager of General 
joined the exhibition committee of the Refrigeration Equipment Manufacturers Association (Rema). 


G-E Man Joins All-Industry Exhibition Committee 


Electric’s commercial 


refrigeration department, has 
Hulett 


is the first representative of the Nema group of complete equipment manufacturers to become a member of 
the committee which is planning the Second All-industry Refrigeration and Air Conditioning Exhibition. 
Members of the committee pictured above are (left to right) A. Schellenberg of Alco Valve, K. B. Thorndike 


of Detroit Lubricator, M. W. Knight of Peerless, Hulett, and F. J. Hood of Ansul. 


Mr. Knight, chairman of the 


committee, announces that both Kelvinator and General Electric have signed for double spaces in the Exposition 
in Chicago next January, and that other manufacturers of complete units are expected to exhibit. 


Too Many Cooks 
Spoil the Broth, 


Distributors Find 
“Wholesale To All’ Prices 


Follow Overcrowding 


Of Dealer Field 


By Phil B. Redeker and Robert Price 


OKLAHOMA CITY, Okla.—Blame 
for tail-spinning refrigerator prices, 
prevalence of ‘wholesale prices to 
all,” sky-high trade-in allowances, 
and all the accompanying evils of 
unethical selling practices said to be 
so prevalent in the Southwest, is 
placed right at the door of the dealer 
by many appliance men,’ who charge 
that there are far too many dealers 
in the territory. 

As the number of appliance retail- 
ers increased, there was staged a 
competitive war that saw prices 
being pushed far below the danger 
line in the wild effort to make deals 
—and profit be hanged. Out of this 
over-crowded situation grew a will- 
ingness to meet any and all demands 
for special discounts, according to 
the report, with little or no attempt 
by most of the dealers to control 
the trend toward ‘wholesale’ prices 
which proved so disastrous to profits. 

Distributors and manufacturers 
come in for their share of the blame. 
It is claimed that distributors heed- 
ing the cry of “more volume” issued 
by the manufacturers forced them- 
selves and their retail outlets further 
into deep water by taking on more 
dealers in the attempt to maintain 
volume. 

Now, as the unbalancing effect of 
heated trading has forced prices 
down and dealers and distributors to 
the wall of red ink, nearly everyone 
engaged in the electrical appliance 
industry in this section is apparently 
willing to say “uncle” and accept the 
stabilizing relief that, they say, must 
come from a weeding out of weak 
dealers and a strict policing of the 
remaining outlets by distributors and 
manufacturers alike. 

Saturation of refrigerators in the 
Oklahoma City area has been high, 
standing now at about 70%, accord- 
ing to the report. During January 
and February, however, the sale of 
refrigerators was said to be only 
.4 of 1% off the first two months of 
1938. Other appliances are off more 
than electric refrigerators. Washers 
are down 13%, ironers down 15%, 
while on the other side of the ledger, 
electric roasters are up 28%. 

Most at fault for the purchaser 
being able to buy at a large discount 
is the dealer, believes Paul Hoheisel, 
executive of the Oklahoma Gas & 
Electric Co. Having little or no 
ethics in selling and often in need of 
money to keep going “a little longer 
to tide me over’ the dealer has so 
educated the buyer to expecting a 
repeated lowering of price that by 
this time the buyer dictates and the 
dealer obeys. 


Mr. Hoheisel thinks that the dis- 
tributor is not the one to step in and 
regulate the dealer. He pointed out 
that the whole merchandising struc- 
ture—from the manufacturer on 
down—is imbued with the idea of 
volume. As the manufacturer dumps 
refrigerators onto the _ distributor, 
this volume must be pushed out 
through dealer outlets. 


Distributors are very often forced 
to accept dealers that are soon 
sucked under by the force of com- 
petition. The tiny leak of the first 
wholesale sale to a purchaser of a 
refrigerator widened to include a 
great number of sales, Mr. Hoheisel 
explained. But as one dealer failed 
in the press, instead of looking for 
the reason, the distributor, at the 


(Continued on Page 6, Column 1) 
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Crosley now presents a Refrigerator 
for the replacement market that gives women a 
good excuse to discard their old models 


Crosley provides two-temperature and air conditions in two com- 
partments of the newly developed FREEZORCOLD Shelvador. 
In one compartment a uniform below-freezing temperature is main- 
tained—a dry sharp cold that keeps fresh meats or game as long 
as family needs demand—enables women to buy frozen foods at 
‘Special’ sales and store until wanted—keeps ice cream firm and 
solid—permits them to make and store ice cubes against the big- 
gest kind of a party—makes possible a full larder AT ALL TIMES 
for unexpected guests. 


This is not a Refrigerator with a Partition in it 


Fast-frozen foods are rapidly becoming a definite part of the Amer- 
ican diet—primarily because of convenience, for they are now in 
nearly every grocery store. There is no waste in their use. 


Game and fish are two foods hard to keep in the home because of 
limitations of available refrigeration—but NOW in the sub-freez- 
ing compartment of FREEZORCOLD a temperature is provided 
that’s low enough to retard physical change in these delicacies 
for many days. 


Pie dough is a delicate material—prepared best when utensils and 


SHELVADOR 


Modern Refrigeration for 
Homes without Electricity 


Farm and country homes be- 
yond the power lines can now 
enjoy economical food protec- 
tion with the matchless con- , 
venience and beauty of Crosley 
Flame-Freeze Shelvadors. 
Produces refrigeration from in- 
expensive kerosene heat at a 
cost of only a few cents a day. 


No Flame when owner’s 
away appeals to remote homes 
There is plenty of room for 


food. Enjoy ice cubes and 
desserts even on hottest days. 


There are absolutely no mov- 
ing parts—nothing to get out 
of order, and you can depend 
upon its unfailing service for 
many years to come. 


MODEL LO-60 © cusic FEET 


Guaran TEED FOR OME YEAR 


HOME REFRIGERATION REVOLUTIONIZED! 


TWO TEMPERATURE 
_ FREEZORCOLD 
SHELVADOR 


ingredients are very cold. The FREEZORCOLD SHELVADOR 
enables the delighted cook to prepare materials at temperatures 


heretofore unavailable in the 
kitchen. Once made, her 
shortened dough can be kept 


over a long period of time—in 
any quantity in the FREEZ- 
ORCOLD freeze compartment. 


Ice cream is not only easily 
made in this freeze compart- 
ment, but can be kept indefi- 
nitely. No more running 
down to the store just before 
meal time to get the ice cream 
home in right condition. 
Also, you can make and store 
many pounds of ice cubes. 


THE CROSLEY 
SHELVADORS 


are a perfect “‘step up” line of 
refrigerators. 


Beginning with the 3 ft. 
“SPECIAL” at $99.50 you can 
lead the prospect through the 
lowest priced quality refriger- 
ators on the market to the 
“REGULAR” fully equipped 
line which matches competi- 
tion’s ‘Stripped’? models in 
rice on up through the 
“DELUXE” Shelvadors of 
which there is nothing finer at 
any price, and into the NEW 
and UNMATCHABLE FREEZ- 
ORCOLDS in 4 models. 


New Low Temperature with high humidity 
provides improved food preservation 
heretofore unknown in the home 


The second compartment is moist, air con- 


perfection. 


ditioned cold storage to hold cooked foods, 
vegetables, fruits, etc., at the peak of their 
‘So you retard the drying out 
of food in electric refrigerators?’ exclaim 
excited housewives. Yes, because the dry- @ This 
ing out of the natural juices in the food is @ accor 
retarded. Thus vegetables remain prime movi 
for days, chilled delightfully crisp in the @ Thes 
cold humid air, retaining their original J caref; 
vitamins—keeping moist and garden fresh J facto, 
with no discoloration for days longer than 
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ever before. Leafy vegetables are preserved 
without wilting or shrinkage in the drawer- 
type super-moist crisper. 


Cooked foods are held at their appetizing 
peak for an incredibly long time. The 
moist cold is the secret. The air in the 
humid cold chamber circulates constantly 
over the WET coils, providing the kind of 
air conditioning food preservation must 
have to produce maximum results. 


This high humidity is accomplished by the 
use of a special radiator-like chilling unit 
which does not frost like the conventional 
type evaporator. 


This new development 
accomplished without adding 
one moving part 


This outstanding advancement has been 
accomplished without adding one single 
moving part to the Shelvador refrigerator. 
These new refrigerators are efficiently and 
carefully manufactured in the new Crosley 
factory—probably the finest plant of its 
kind in the world. A background of long 
xperience, unsurpassable engineering 


al 
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FREEZORCOLD 
FEATURE 


ONLY 
[9 


.»» 10 $20.00 MORE 

THAN COMPARABLE 

REGULAR w DELUXE 
SHELVADORS 


talent and skilled craftsmanship produce 
quality in every part that goes to make 
each guaranteed Crosley refrigerator. 


THE CROSLEY CORPORATION 


KEEPS FOODS 


cT 0 LD : 


ee 
DS FROM DRYING OUT, 
ULL FLAVORED, FRESH a 


US 


This new FREEZORCOLD 
PLUS the SHELVADOR 
is refrigeration’s greatest sales 
possibility today 


You may think the Shelvador an old story 
—but if you stand in the Crosley exhibit 
at the New York World’s Fair and see the 
thousands of women examine, study and 
enthuse over the Shelvador which to them 
is new, your enthusiasm will be revitalized 
and you will realize that the Shelvador still 
has a great and fertile market. 


FREEZORCOLD SHELYADORS 
4 MODELS 
714 ft. Regular 
714 ft. Deluxe 


6 ft. Regular 
6 ft. Deluxe 


P OWEL CROSLEY, J Pe President Home of WLW—“‘the Nation’s Station’’—70 on your dial CINCINNATI 
J See the Crosley Building at the New York World’s Fair 
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| Specialty Gelling Beas 


Organized Personal Contact System Nets 
Sales Even While Manager Vacations 


By Robert Price 


SAN ANTONIO, Tex.—How would 
you like to take a month’s vacation 
every year, and still have $2,000 in 
appliance sales to your credit while 
you’re taking it easy? That is the 
unusual record of Fred Brinkley, 
appliance sales manager of San An- 
tonio Music Co., Stewart-Warner 
dealer here. 


Through a series of subtle remind- | 


ers, Mr. Brinkley kept in constant 
touch with his prospects, so that 
when they thought of refrigerators, 
they thought of him. So well did he 
sell himself that every one of his 
“appliance friends”’ insisted on giving 
him credit for the sale, whether or 
not he took the actual order. 

Naturally, this “absentee _ sales- 
man” has a definite plan of attack, 
and his method centers around his 
own prospect file, which he makes 
up from the store’s paid-up accounts 
and his own list, collected through 
users and friends. 

Each week he goes through the 
store’s paid-up accounts, and selects 
the names he intends to use. This 
selection is made from customers 
who are known to have old refrig- 
erators, or no refrigerator. If the 


customers are known to have major 
appliances of fairly recent purchase, 
they are marked as possibilities for 
small appliances. 

Each of these accounts receives a 
personal letter from Mr. Brinkley. 
He uses no set form for these letters, 
but endeavors to make the text of 
the letter read as though it was a 
purely friendly gesture. He thanks 
the customer for the past business, 
and expresses his desire to serve 
them in the near future when they 
need anything’ in his line. He then 
assures them that their credit is 
good for any household needs. The 
letter is closed with the statement 
that it would be a privilege to serve 
the customer personally. 

The letters are never stenciled, 
for Mr. Brinkley believes that the 
average person is quick to recognize 
“those cut and dried affairs,’’ quicker 
to appreciate an individual letter. 

Another point in his personal con- 
tact system is frequent use of the 
telephone. He cautions, however, that 
many salesmen have won friends— 
for other dealers—and alienated good 
customers, by this same method. 

The secret of telephone contacting, 


he believes, is to make the prospect 
feel as though it is a personal favor 
to keep them in touch with any 
‘Special .items that the store has to 
offer, or to inquire as to the possi- 
bility of an item that the woman has 
discussed previously. 

These friendly calls have resulted 
in three out of five persons coming 
into the store, and here they are 
given the same special attention. If 
a sale does not result from the initial 
contact, full information on the pros- 
péct is carded for future use. 


Every prospect that Mr. Brinkley 
collects is put on a personal plane, 
and kept there through a constant 
“vigil of personal calls at the home, 
literature, or the telephone method. 

“You don’t have to be a nuisance, 
either,” he says. “It’s the way you 
see it, not how often. Many times 
I have contacted a woman just when 
she was in the market, and was re- 
warded by a quick sale. Had I 
waited, I would have lost a sale—and 
another ‘appliance friend.’ 

“If a woman tells me that she be- 
lieves she will be interested ‘about 
the first of August,’ I drop in on her 
a few weeks earlier to talk over her 
intended purchase. Very often she 
will buy then, while at the later date 
her interest might be cooled.” 

Mr. Brinkley does not neglect his 
outside calls on carded prospects 
either, but he has a system that 
saves him time and money. He files 
his prospects according to the sec- 
tion of the city in which they live. 
He then picks out a certain number 
in the same section, and works that 
section exclusively. This system, he 
says, has saved more than 50% on 
car expenses, and adds to the total 


amount he receives on his sales. 


No. 679 
Thermostatic 
Expansion 
Valve 


Tue majority of refrigeration installations are within the 
capacity of the No. 679—* ton on Freon or 1 ton on methy! 
chloride. The No. 679 has been satisfying every require- 
ment on these installations for over three years. There is 
no need for a larger or more expensive valve. 


Like the larger Detroit Expansion Valves, the No. 679 
is gas charged for maximum sensitivity and positive 
motor overload protection. It is an all metal valve for 
strength and endurance, and it provides consistent super- 
heat over a wide pressure range. It may be used on 
both high and low pressure jobs without readjustment. 
Write for Bulletin 170. 
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Refrigerator Prospects ‘Read’ Economy Story 


One look at the economy-proving dial on the “Convincer” display used 
by the Des Moines Electric Co. gives prospects proof of current 


consumption. 
ok 


The recording kilowatt dial is attached to a sealed meter. 


‘Price Buyers’ Convinced of Refrigerator’s Low 
Operating Cost By Utility’s Big Meter Dial 


DES MOINES, Iowa—“TIf it’s econ- 
omy they want, hit them right in the 
eye with a dramatic proof display.” 

That is the refrigerator sales idea 
of the Des Moines Electric Co., 
General Electric utility dealer. 

Through use of a large visual 
electric meter on the company’s 
“Convincer” display, prospects are 
shown the actual operating costs of a 
refrigerator. 

The purse appealing story is told 
through the use of a giant meter dial, 
attached to a sealed meter measuring 
the current consumption of the unit. 
Center of the display is the refrig- 
erator itself, which is set in a 
chromium-trimmed frame, topped by 
a decorated arch with the provocative 
word “Convincer” inscribed in large 
letters. 

Holding a prominent place on the 
large sales floor of the utility, the 
display catches a great many people 
on its novelty alone. Salesmen are 
stationed near the refrigerator to 
explain the economy test. 

Little explanation is needed, how- 


met with 


ever, for the clever setup tells the 
story in actual, indisputable figures. 
Large dial has a numbered face that 
records the kilowatt hours used, up 
to 100. Contained in the large dial 
is a small one, recording the total 
kilowatt hours used from the begin- 
ning of the test. A printed placard, 
suitably attested to, shows the day 
that the test was begun, the time, 
and the freezing position at which 
the motor is running. 

The many openings and closings of 
the door in demonstrations runs more 
than in average household use. 
Although this runs the current con- 
sumption up slightly, it adds to the 
effectiveness of the economy story, 
when this fact is brought home to 
the prospect. 

According to J. S. Schilling, com- 
mercial manager of the utility, the 
increase in “price buyers’ must be 
“a savings story that 


carries a punch.” The unique dis- 


play grew from that need, and was 
-constructed from plans drawn up by 
the appliance sales manager. 


Parents Buy More Appliances After Dealer 
Sponsors Theater Party For Children 


WICHITA, Kan. — Entertaining 
children of the community at theater 
parties boosts electrical appliance 
sales, it is reported by the Thor Sales 
& Service Co., electrical appliance 
store. In conjunction with several 
other business firms of this city, the 
Thor Sales & Service Co. sponsors a 
theater party for youngsters of the 
city each Saturday afternoon. 

In order to attend the shows, 
which are presented in a suburban 
theater, and to compete for the 
awards offered, the youngsters must 
be able to present sales tickets or 
newspaper coupons from the sponsor- 
ing firms. Each child pays a nickel 
plus the sales ticket for admission, 
and the sponsor pays the additional 


The program 
singing led by the master of cere- 


admission charge to the management. 


A five-cent gift, candy or ice 
cream, is given to each youngster. 
includes community 


monies, a stage show, and a movie. 
Every effort is made to make the 


children conscious of which firm is 
sponsoring the entertainment. A 
question and answer period is con- 
ducted by the master of ceremonies, 
and the youngsters respond in unison 
to questions regarding the sponsor- 
ing firm and its business. 
bearing signs for each of the spon- 
sors parade across the stage, and 
each child makes a short speech for 
the sponsor whose advertising banner 
he carries. 


Children 


MEET DOC ICE-x 
Specialist! 


He's a 


It lea 


to use, free 


ANSUL CHE 


MARINETTE 


vent any ‘“‘ice illness” 
call on DOC ICE-x now! 


no alkali, acid 02 or, ethyl alcohol, 


with acrolein methyl chloride. 


E-X is machine 
-tested, easy 
of any hazard to life or health. 


MICAL COMPANY 


WISCONSIN CA-3-9 
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Chit Conditioning 


Philco Kit Simplifies 
Window Installation 
Of Air Conditioner 


PHILADELPHIA—To facilitate in- 
stallation in practically every type of 
casement window of the model 60CW 
“Coo!-Wave” air conditioner, Philco’s 
parts and service division has de- 
veloped a new and inexpensive acces- 
sory kit said to eliminate the neces- 
sity of building wooden ducts or, in 
the case of odd window. sizes, of 
actually sawing the bottom of the 
metai window itself. 

The kit consists of a complete 
window grille adaptor board ready 
for mounting against casement win- 
dows and for connection to the stand- 
ard 60CW duct. 

A service bulletin describing this 
kit and giving complete instructions 
for its use has been mailed to all 
Philco air-conditioning distributors. 

A further aid in installation of the 
60CW unit is a set of extension feet 
for raising the unit so that installa- 
tions can be made on windows up to 
34% inches in height. Extension 
window ducts for use where the 
window-sill is wider than normal or 
where there is a radiator in front of 
the window also are available. These 
ducts are supplied in both 4-inch and 
8-inch sizes. 


Fair Exhibit Creates 
Florida Weather 


NEW YORK WORLD'S FAIR — | 


One of the most unusual air-condi- 
tioning ventures ever undertaken is 
the attempt made to duplicate actual 
Florida weather conditions in the 
Florida National Exhibit at the New 
York Fair. Not only will the air be 
held at the mean temperature and 
humidity found in Florida, but the 
fragrant odor of Florida orange 
blossoms will be added. 

Two separate Westinghouse air- 
conditioning systems will be em- 
ployed. One provides air condition- 
ing for the main exhibit hall, where 
beach scenes, orchards, and other 
Florida attractions are placed before 
the visitor. 

A second system will care for the 
second floor offices, which include the 
Governor’s room, private office of the 
manager, and a broadcasting studio. 
The two systems, using central ducts 
for distribution, have 85 tons capac- 
ity, and were installed by Buensod- 
Stacey Air Conditioning, Inc. 

Control of air temperature, with 
particular emphasis on the control of 
humidity, makes péssible the manu- 
facture of cigarettes in the American 
Tobacco Co. exhibit. Atmospheric 
conditions of the company’s southern 
factories are duplicated in the exhibit. 


One hundred and eighty-five tons of 

Westinghouse air-conditioning equip- 
ment is used to cool the Electric 
Utilities exhibit, which contrasts a 
utility office of 1892 with a present- 
day utility business office. 
_ The Westinghouse exhibit, featur- 
Ing the Microvivarium Room, where 
life and death of micro-organisms are 
Projected on huge screens, has its 
°wn air-conditioning system. The 
auditorium and club rooms are cooled 
by two 60-ton compressors operating 
parallel, while offices and the 
television studio will be cooled by 
Self-contained units. 

The British, Roumanian, and 
Czechoslovakian exhibits are also air 
‘onditioned with Westinghouse units. 


New Jersey Hospital Adds 
Air-Conditioning System 


WOODBURY, N. J.— Underwood 
Hospital has been added to the grow- 
48 list of institutions using air con- 

tioning to provide comfort for 
Patients and physicians. 

York equipment is being installed 

Serve the two operating rooms, 
and delivery rooms of the hospital’s 
maternity department. 

Structural changes will be made in 

© windows of private rooms to 

Gem odate portable summer con- 

Sning unit for patients when 
‘Pecified by their’ physicians. 
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Correct Zoning Called 
Mark of Quality 


PHILADELPHIA — Correct zoning 
of air-conditioning systems to provide 
utmost flexibility in operation was 
described by Walter A. Grant, district 
chief engineer for Carrier, in an 
address before the Philadelphia chap- 
ter of A.S.H. & V.E., as “one of those 
intangibles in design which distin- 
guish the quality system from the 
mediocre.” 


He explained that zoning divides an 
air-conditioning system into sections, 
to provide the desired air conditions 
to meet the varying requirements. 


“Since zoning may well be the con- 
trolling factor in ultimate buyer sat- 
isfaction, engineers are today realiz- 
ing more and more that good zoning 
is becoming an essential factor in 
insuring the success of modern air- 
conditioning projects,” he said. 


“The ultimate test of the economic 
worth of air conditioning is measured 
by the physical comfort of the occu- 
pants. Since individual preferences 
vary rather widely, the successful 
air-conditioning system must be con- 
ceived to satisfy the greatest possible 
percentage of people.” 


Cooling System Helps 


Turn “Roof Garden’ 
Into Supper Club 


MEMPHIS, Tenn.—dAir condition- 
ing has made possible the transfor- 
mation of Hotel Peabody’s “open-air” 
roof garden into a glassed-in supper 
club, which is now known as the 
“Skyway.” 

Steel truss construction was used 
in remodeling the Skyway, making a 
circular dance floor 70 feet in 
diameter without obstruction. 

A suspended ceiling, 9 feet above 
the floor, has a dark blue finish to 
simulate the sky, and lights which 
are built in the ceiling give the 
illusion of stars. 

Air is introduced to the room 
through three Anemostats, each han- 
dling 5,000 c.f.m. Frigidaire condi- 
tioning equipment located in a nearby 
penthouse supplies 55 tons of refrig- 
eration. 

Return air is taken from the room 
at points under the windows around 
the outer edge. Excess air is ex- 
hausted through space provided in 
the lighting coves. 

The attic above the ceiling serves 
as a plenum for the operation of a 
6,500 c.f.m. American Blower ex- 
hust fan. 

When the Skyway was opened on 
Jan. 26 of this year it was necessary 
to operate the cooling system to 
maintain comfort conditions in the 
room, which has a seating capacity 
of 750 people. 


Waldorf’s Guest Rooms 
To Be Conditioned 


NEW YORK CITY—Several hun- 
dred guest rooms in the Waldorf- 
Astoria hotel are now in process of 
being equipped with summer air 
conditioning. Frigidaire equipment 
is being used. 


In addition to the guest rooms 
involved, approximately 350 tons of 
refrigeration will be installed to 
supply the cooling for several of the 
hotel’s smaller ballrooms, private 
dining rooms, as well as a group of 
miscellaneous offices. 

In the case of the guest rooms, 
conditioned air will be supplied to 
the room by means of a suspended 
air-conditioning unit located next to 
the ceiling of the room foyer, be- 
tween the bathroom and _ clothes 
closet. - A small grille outlet admits 
the cool air to the room proper. 


A sub-ceiling under the unit com- 
pletely conceals it, and restores the 
original appearance and decoration. 
Other than the small circulating fan 
built as an integral part of the sus- 
pended air-conditioning unit, no 
mechanism will be located in the 
guest room, as all other equipment 
that is used is located below the 
ground level. 

Cold water is the refrigerating 
medium, and is circulated to the 
suspended room units through a sys- 
tem of risers installed in a corner 
section of the clothes closets located 
only a few inches from the unit 
locations. In a few cases, the ceiling 


of the closet itself is used as an 
installation point for the conditioning 
unit, with a grille opening into the 
room from that point. 


Although the units used have been 
designed for quiet operation even at 
full capacity, a two-speed switch 
located at a convenient point on the 
wall provides a low speed that is said 
to be especially suited to all-night 
operation. 

A thermostat, which is mounted 
on the wall with the two-speed 
switch, keeps the room temperature 
at whatever point is most desirable 
to the guest, and can be changed by 
him at will. © 


Conditioning Aids Dairy 
In Sanitation Problem 


DENVER — Prevention of ceiling 
steam condensation, a recognized 
sanitation hazard in the dairy in- 
dustry, has been accomplished by the 
installation of air-conditioning equip- 
ment in the City Park Co. here. 


The year-around air-conditioning 
system serving the plant is equipped 
with heating and cooling coils; the 
latter of a type which permit the use 
of either cold water or brine as a 
refrigerant. 


Water at 52° temperature is avail- 
able from the well on the property, 
and brine may be obtained from the 
regular commercial refrigeration sys- 
tem used in the plant. 

Forced convection cooling, supplied 
by the same plant, is used to cool the 
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Every Brunner Unit is tested for Underwriters’ Laboratories Approval and Carries the U. L. Seal 


Silence—that perhaps is the most noticeable feature of the 


Brunner eccentric drive. For here is a design which takes the 


noise out of commercial refrigeration, reduces it to a gentle purr. 


But along with this smoothness of operation comes another 


important advantage, improved lubrication. The eccentric drive 


efficiently moves the lubricating oil to the bearings, because 


the straps are always submerged in crankcase oil. There is no 


excessive agitation of the oil, and the oil does not leave the 


company’s milk refrigerator. 


case. Naturally, there is less oil traveling around the system— 


it's in the crankcase where it belongs... Why not take advan- 


tage of design superiorities like these—superiorities which 


extend throughout the Brunner construction and spell long-term 


dependability? A technically trained factory representative will 


explain the Brunner equipment best suited to your requirements. 


Refrigerating and air conditioning units, air and water cooled, 


from %4 to 15 H.P. Brunner Manufacturing Co., Utica, N.Y., U.S.A; 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 17, 1939 


Oversupply of Dealers Seen as Cause of ‘Discount’ Price Situation In Southwest 


Old-Line Dealers Offer Various Remedies 


For Appliance Retailing Problems 


(Continued from Page 1, Column 5) 
manufacturer’s insistence, sought 
volume through more dealer outlets. 
With dealer underselling dealer and 
prices and profits reduced, the 
mortality of dealers and distributors 
was said to be high. 

As concerns the general situation 
of business, Mr. Hoheisel expressed 
the opinion that the unrest was due 
to the threat of war in Europe and 
the tightening of buying power here 
due to the individual’s fear that “his 
job is not secure so he doesn’t feel 
that he can go out and buy refriger- 
ators or anything else.” Mr. Hoheisel 
further believe that in trying to help 
the “little fellow’ the government 
has really hindered him, for he main- 
tains that the manufacturer has 
taken a stand to fight both the 
government and the business-man 
retailer. 


Attempts To Hold Prices, 
Unit Volume Drops 20% 


An example of the position of the 
dealer mirroring this situation is the 
Oklahoma Electric Supply Co., Kel- 
vinator dealer. The manager revealed 
that an attempt at control of refrig- 
erator sales was made through a 


dealer organization but as soon as 
one violation was made the whole 
agreement fell apart and since that 
time “anything goes.” Trying to hold 
his deals close to the fair profit line 
has caused this dealer’s sales to drop 
20% from last year, according to the 
report. 


Hotpoint Dealer Claims 


Distributor Competes 


Another firm, Cardwell Electric 
Co., Hotpoint dealer, has tried to 
meet the competition of other dealers, 
yet sales are down for the winter 
months over the same period in 1938. 
Going as low as 10% markup for 
a cash sale before a prospect is 
allowed to leave the store is the 
reported practice. ° 

“Why we even get competition 
from our distributor,” he reported. 
He then cited the case of giving a 
sales talk to a prospect, getting the 
prospect pretty well sold, and the 
distributor stepping in and taking 
the sale by offering a price below 
the dealer’s best quotation. 

Some success has been found in 
the equipping of all-unit kitchens, it 
was reported. Given splendid co- 
operation by the utility, it is believed 


—_ 


ail 


that a very good item can be made 
out of the sale of the kitchens. The 
store is equipped for giving a com- 
plete planning service and “if the 
distributor doesn’t step in and cut 
under us” it was thought that due 
to the large number of new homes 
being erected in the city that many 
sales would materialize. 


Thinks Trained Salesmen 
Would Beat Price-Cutting 


Although experiencing some poor 
months at the first of the year, unit 
sales at Pettie’s, department store 
dealer handling Frigidaire, are up 
over 1938 figures so far this year. 
The manager, Mr. Haverfield, said 
that he had given up trying to 
combat the deplorable condition 
existing between dealers and- the 
open selling of units at wholesale 
prices. 

“Rather,” he said, “I believe that 
a great deal of the trouble comes 
from poor salesmen and so I am 
going to concentrate on building a 
sales force that will give me a real 
job. If they are topnotch salesmen, 
I still think they can beat any set 
of conditions. Too often they leave 
a prospect with the feeling that ‘this 
is not the best I can do on the price’ 
where if they forgot price and sold 
their merchandise, we could really 
sell a great many more refriger- 
ators.” 

Mr. Haverfield has had the experi- 
ence of a long succession of poor 
salesmen and he stated that the 


NEW UNIT INCREASES 
BEER SALES 90 + 69% 


New Col-Temp Dispenser Now Sells 
Bottled Beer or Ale by the Glass! 


Dealer 


With Direct Selling 
Organizations: 


Here’s A Rich New Market For You! 
WRITE or WIRE TODAY | ©. 


for full information on dealer proposition 


faucets 


bottles, 


(Above) Col- 
Temp Dispenser 
Closed. Sanitary 


Pharlite top will 
not burn or 
stain. A_shigh- 
baked Dulux fin- 
ish on the front 


of the cabinet 
makes it easy 
to elean. Re- 


movable  stainless- 
steel drain is 


sanitary, and 
el.minates beer 
odors. 
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Col-Temp Dispenser Open. 
The self-locking doors when open, plus 
handy clamps, make it possible to 
change the bottles on one side in 
20 seconds. 
give continuous 
Pre-Cooling capacity is 18 half-gallon 
plus 4 on the doors—ample 
even for the heaviest days. 


(Below) 
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The greatest profit-maker the beer industry 
has ever seen! 
penser retails a case of beer (% gal. bottles) 
normally costing about $1.95 for $5.40, giving 
the tavern owner 275% profit. Tavern owners 
report beer sale increases from 50 to 65%! 
Serves BETTER beer because: (1) Bottled 
beer is pasteurized (2) Uniform carbonation 
is maintained at constant pressure, preventing 
excess 
(3) Temperature scientifically controlled 24 
hours a day (4) Col-Temp Economy Faucets 
draw a perfect glass of beer EVERY TIME. 


With Col-Temp Beer Dispenser, there are no 
coils to clean, no heavy barrels to handle. 


The Col-Temp Beer Dis- 


carbonation and flat beer 


Saves time, handling costs. 


Two sets of doors and 
operation. 


No wonder Col-Temp Beer Dispensers sell 
wherever they are shown! 


WHAT TAVERN OWNERS SAY: 


“—-T sold 46 cases of beer the first two weeks after 
I purchased my Col-Temp Dispenser with a gross 
net profit of $161.—’” 


“-T have noticed since installing my Dispenser 
that my customers usually buy two glasses of beer 
instead of one bottle with their meals.—” 


—“I have been selling an 8-ounce glass for 5 cents. 
Since installing your equipment, my volume has 
gone up about 40%.—” 


“I’m convinced the | gee likes a fresh glass of 
beer for 10 cents, an 
have seen to give it to them.—” 


COL-TEMP 


this is the best method I 


Trade Mark Reg. U. S. Pat. Office 


BEER DISPENSER 


Manufactured by COLVIN-TEMPLETON, Inc. 
871 Mission St., San Francisco, California 


MAIL COUPON NOW! 


r COLVIN-TEMPLETON, INC. 
. 871 Mission St., San Francisco, Calif. 


Gentlemen: 


ft Please send me complete information on Dispenser 
1 and franchises available. 
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training done by distributors and 
manufacturers was not adequate even 
when supplemented by dealer train- 
ing. He advocated a regularly con- 
stituted school for salesmen—for he 
considers that selling refrigerators, 
or any specialty item, is a profession 
that calls for careful selection and 
training of men. 

He also said that the manager of 
an appliance department must show 
a profit in his department. To do 
this he must have a carefully or- 
ganized force working under direc- 
tion. 

“Especially in a town like this is 
that important,” he went on, “but I 
believe that the situation of price 
being put before the selling of mer- 
chandise is pretty general. Aside 
from the existing conditions of price 
cutting and attendant evils, poor 
salesmen are the real dealer prob- 
lem today.” 


Department Store Adds 


‘Price Line’ In Defense 


By putting in a price line to com- 
pete with the chain stores on refrig- 
erator sales, John A. Brown Co., 
department store dealer, reports 
that sales are on the increase. The 
manager here said that he took on 
the Gibson line to compete for the 
low-price buyer, whom, he thinks, 
buys early in the season. Also to 
catch the early buyer, the store 
offered 1938 and 1937 merchandise 
in January and counted many sales 
on this move. It is expected that 
the April business of last year will 
be doubled in 1939. 


Dallas, Texas 


After an unusually large volume 
of appliance business in February 
this year, sales took a sudden dip 
in Dallas during the first half of 
March. This decrease was attributed 
to rather unsettled conditions locally 
and the increasing effect of the na- 
tional and international political and 
economic tangle. 

As the warmer weather later in 
the month began to increase the 
prospect interest in refrigeration, 
earlier losses were somewhat re- 
couped and total sales for the first 
quarter this year were said to be 
slightly over those of last year. 

Building of many new homes, an 


average of 75 a week, provides an 
excellent market for refrigerator and 
complete kitchen sales. Also, there 
are many new families migrating 
into the southwest, in and around 
Dallas. Out of tne 75,000 wired 
homes in the city, 45,000 were re- 
ported to already have electric 
refrigerators in use. This year’s 
market was expected to be found 
among new families and in replace- 
ment installations. A concentrated 
drive, sponsored by Dallas Power & 
Light Co., is being aimed at the 
remaining 30,000 non-users in the 
city. 

As in many cities of the southwest, 
attic fans are beginning to increase 
in importance for many dealers. 
Electric roasters have been sold in 
big volume, last year the total sales 
reaching 1,048. Taking advantage of 
the national campaign on roaster 
sales, there has been fixed a quota 
of 2,000 this year. Electric range 
sales in the area are not large, be- 
cause of low gas rates. 

The sales field is left open to 
dealers, as the utility does not retail 
major appliances. Cooperation is 
offered by allowing dealers to dis- 
play their merchandise on the floor 
of the utility. Campaign planning 
and general advertising help also is 
offered. 


Considered an important aid to 
customer satisfaction in the use of 


appliances is the Dallas Adequate 
Wiring Committee, which draws up 
plans for efficient wiring and gives 
other special services to promote the 
better application of electric power 
to appliances. 

Although refrigerator sales have 
made a comeback for many dealers 
in the city, the same old problems 
of chiseling dealers, “no money jn 
refrigerators any more,” lost money 
on trade-ins, lack of cooperation from 
the distributors in controlling cecaler 
operations and limiting the number 
of dealers, greater discounts from 
manufacturer and distributor— DYrob- 
lems that confront dealers in every 
area to a greater or lesser degree 
were heard on all sides. 

Another less familiar compiaint, 
heard only in Tulsa and Oklahoma 
City before this, was the accusation 
that many prospects were taken 
from dealers by their ability to get 
“wholesale prices” from distributor 
outlets. Dallas, being a great buying 
center for a huge area, was said to 
be besieged by outlander buyers who 
came seeking “a cut price’’—anq 
getting it. 


Dabbs May Import 


‘Northern’ Salesmen 


“Sales in refrigerators are down 
this year and will continue to go 
down,” said H. B. Dabbs, appliance 
manager of Titche-Goettinger Co, 
Frigidaire department store outlet, 
He based his opinion on the observa- 
tion that the replacement business 
had not caught on as it was pre- 
dicted to do this year. 

“People with old refrigerators,” he 
said, ‘seem satisfied as long as the 
refrigerator they have is running. It 
will be some years before replace- 
ments will pump new life into the 
market.” 


Mr. Dabbs believes that the electric 
refrigerator will soon be an over-the- 
counter item sold in the main by 
large department and _§ furniture 
stores. He cited the fact that already 
this trend is increasing, as_ these 
department stores with large and 
varied accounts offer good terms on 
refrigerators to add customers to 
their store accounts. 

In this merchandising move, Mr. 
Dabbs believes that the small dealer 
is through. He likens the progress 
of the refrigeration industry to that 
followed by the radio business. He 
described this as a rapid rise in sales 
for a certain period, with dealers and 
manufacturers on the sharp increase, 
and then a leveling out after a swift 
decline, forcing many dealers and 
manufacturers out of business. 

Mr. Dabbs thinks that the decrease 
in the number of dealers would be an 
aid to those remaining, as this would 
do away with much of the wildcat 
selling carried on by the little fellows 
who disturbed the market by selling 
far below a _ profitable mark-up. 
Another problem, he finds, is the 
dearth of good salesmen in the area. 
He was thinking of importing sales- 
men from Northern cities to round 
out his own sales force. As all his 
salesmen work on a salary, he felt 
sure that the migrating salesman 
who could produce would be well 
repaid for coming to Dallas. 


Staehle an Example of © 
Good ‘Specialty Dealer’ 


“Get out of the high rent area and 
have a big store with all selling and 
service operations under one roof,” }s 
the advice of Mr. Staehle, manager of 
Electric, Household Appliances, Inc. 
General Electric household and com 
mercial dealer, to the specialty appl 
ance operator. He refuses to believe 
that the death knell of the independ: 
ent specialty dealer has been sounde 


(Concluded on Page 7, Column 1) 


Build Both PROFITS and PRESTIGE 
we Copeland fo. 


Commercial Refrigeration 


There’s a double satisfaction in selling et 
° 
course, is the extra PROFIT offered a A this 

isfac- 


land Commercial Refrigeration. First, 


quality-line. And second, there’s the sa 


tion of knowing that every Copeland you sell 


adds to your reputation and prestige. 


peland’s profit opportunity. 
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est Dallas Dealers Expect More Sales This 
Year; Selling At Profit Is Problem 
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(concluded from Page 6, Column 5) 
py the large downtown department 
stores. 

Employing a sales force of 22, all 
on & commission basis, the store 
carries on a widespread selling cam- 
paign that has as its working nucleus 
10,000 General Electric users in the 
Dallas area. Keymen of this force 
are cight old-timers, who pace the 
rest of the salesmen. In addition, the 
store has at work two girls doing 
nothing but phone canvassing. Keep- 
ing on top of the prospect and ahead 
of the competition by constant can- 
yassing is this dealer’s formula for 
added sales. : 

Salesmen must be given an all- 
year line to keep them active and 
satisfied, in his opinion. All salesmen 
are allowed to sell commercial and 
household equipment, as v-ell as attic 
fans and the full-line uf electrical 
appliances offered for sale. 

Profit is realized from used electric 
refrigerators through a four-man 
service department that reconditions 
the boxes for sale to low-income 
buyers. These boxes are prominently 
displayed on the floor. Service on 
user’s boxes is rapid and has proved 
a good selling point. 

Although Mr. Staehle just returned 
to the selling of household refrig- 
erators in Dallas in August, 1938, he 
has made an outstanding record in 
other Texas cities in past years. In 
San Antonio he doubled his previous 
year’s business in 1935, in 1936 sold 
1,200 refrigerators, and in 1937 sold 
800. For this year he expressed con- 
fidence that his volume would be 
“quite satisfactory.” 

The distributor came in for some 
condemnation in regard to picking 
real dealers instead of ‘‘some hole in 
the wall.” He recommended that the 
distributor defranchise any dealer 
who insisted on conducting his busi- 
ness in such a way as to disrupt the 
entire market. “If necessary,” said 
Mr. Staehle, “the good dealer, those 
doing a large volume of business, 
should be subsidized by the manufac- 
turer to the extent of giving them 
longer discounts. This has been done, 
and successfully I think, in the radio 
business. 

Lack of promotion of items such as 
all-electric kitchens and dishwashers 
was cited as being the big drawback 
to more sales in this field. Declaring 
that this is “an electrical age,’ Mr. 
Staehle believes that appliance sales 
will have their big volume in the 
future, providing the manufacturer, 
the distributor, and the power com- 
panies unite to sell the idea to the 
public. He said that the individual 
dealer had not enough margin to con- 
duct this promotion alone. 


Even 1938 Models Fail 
To Help Sanger’s Sales 


To meet the demand for a low-price 
refrigerator and to combat the price 
Slashing of other dealers, Sanger 
Bros. Department Store, Norge 
dealer, has stocked 1938 boxes this 
year. Even with this counter-move, 
sales were reported to be off from 
last year. 

Manager of the department, Mr. 
Gamble, stated that small dealers had 
4 different setup than the large store 
and felt that their smaller overhead 


allowed them to gamble on discounts _ 


and trades. 
ruinous, he said, was demonstrated 


That this policy was | 


by the number of small dealers who | 


ad gone out of business. 


For all dealers, big and small, Mr. | 
Gamble expressed the opinion that | 


too little profit is offered, no matter 
how careful a dealer is concerning 
business operation. In this store, he 


Continued, the manager must show a | 


Profit on all deals, 
obviated any “shyster dealing.” 
Reconditioned trade-ins are sold by 
this store in a separate used furni- 
lure store operated by the store. 


and that this | 


This method of disposing of used © 


boxes was said to be increasing 
among large department stores, as it 
allowed buyers of this class of mer- 
chandise a definite place to buy and 
Mereased the profitable market of 


type of refrigerator. 


Independent Dealer 
Still Has Chance—Law 


Who would rather deal with the 


“There are still plenty of people 


Mdependent merchant than with the | 


ee 


f Mtte . a 


department or chain store,” says 
Warren Law, Westinghouse dealer. 
“Despite the fact that the independ- 
ent operator cannot compete on 
terms with the department stores in 
the standard brand refrigerators nor 
offer the low prices of the chain 
stores, I offset these advantages by 
offering longer trades, but I am care- 
ful to make my deals show a profit 
by resale and watching other ex- 
penses. 


Sales for this store are running 
ahead of last year, volume running 
about three weeks ahead of last 
year’s business. The replacement 
business, says Mr. Law, will keep the 
refrigerator business stable, for he 
believes that the saturation point will 
never reach a level that will seriously 
affect future sales. As to the grow- 
ing. importance of the low-income 
market, he said that the smart dealer 
will not plunge in without making 


sure of the ability of these customers 
to pay. The large number of reposses- 
sions due to depressions or working 
conditions were mostly among low- 
income groups, he believed, because 
they are on the “financial border- 
line.” 


Lack of ‘Loyalty’ on 
Salesmen’s Part Decried 


Lack of “loyalty” to their dealer 
on the part of salesmen is one of the 
major ills of the retail appliance 
business today, asserts a_ district 
manager in Dallas for one of the 
leading refrigerator manufacturers, 
who would not be quoted. 

“By ‘lack of loyalty’ I mean the 
salesman no longer makes a real 
effort to sell the line which the 
dealer is representing, but will work 
with the customer to get him any 
make for which the customer may 
seem to share a strong preference— 
and for a split commission,” says 
this district manager. 

“I don’t know how this can be 
remedied—except for dealers to get 
more conscious of this trend and to 


demand—and get—loyalty from their 
salesmen.” 

On sales promotional methods, the 
district manager is rather puzzled. 
About the only things that seem to 
bring tangible results, he said, are 
advertisements of “specials’—at a 
price. 


Home Furniture Makes 


All Sales Show Profit 


The effect of European conditions 
on the American business-man is 
undeniable, says Mr. Law. 


Claiming that they are not trying 
to “set the woods on fire” on refrig- 
erator sales, Home Furniture Co., 
Crosley, Hotpoint, and  Stewart- 
Warner dealer, is content to watch 
their accounts and make all sales 
count for profit. The store is some- 
what off the business route, and 
much of the traffic for the appliance 
department comes from furniture 
customers drawn in by extensive 
advertising. Recognizing the appeal 
of low-price boxes, the store has a 
stock of cheaper refrigerators. 


‘gets 3%. 


Anderson Predicting 
Sales Double 1938 


“We will double our refrigerator 
business this year, because we have a 
better equipped sales force and we 
are going right out after sales,” 
stated the manager of Anderson 
Furniture Co.’s appliance depart- 
ment. 


Both furniture salesmen and appli- 
ance salesmen unite to push the sale 
of appliances in this store. If an out- 
side refrigerator salesman “cards” a 
prospect, and the prospect is sold in 
the store by a furniture salesman, the 
outside man receives 7% of the 
commission and the inside “closer” 
These inside commissions 
are “pyramided,” that is for three 
boxes sold a month a 3% commission 
is awarded, for four a 4% commis- 
sion is given, and so on up to 7 boxes 
and 7%. 


Special offers of merchandise and 
cooking demonstrations to bring 
forte of this dealer. To attract pros- 
pects for range sales, a special offer 
of aluminum wear and groceries was 
featured during April. 


Seeger’s new Air Conditioned Display 
Case is an entirely new development in 
refrigeration. 


Before announcing these cases to the 
trade, they were given a grueling test 
in actual operation in stores in five 
cities—and when we say test, we mean 
just that. The storekeepers were in- 
structed to give them the ‘“works’’, 
and in every instance, the results were 
amazing and beyond any reasonable 


expectation. 
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which automatically circulates washed, 
humidified and refrigerated air to every 
corner of the case. 


Send for complete specification folder. 


SEEGER rerricerator COMPANY 


SAINT PAUL, 
CHICAGO 


MINNESOTA 
LOS ANGELES 


Of SS Re Nee I A, 


Series 25 Air Conditioned Cases come 
equipped with an air conditioning unit, 


This air conditioning unit will main- 
tain a relative humidity at approxi- 
mately 90% at any room temperature. 
The losses from discoloration and de- 
hydration are cut 50% and more. 


display case 


SAN FRANCISCO 
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April Room Cooler Sales 
Increase In Chicago 


CHICAGO — Despite unseasonable 
weather, room cooler sales here in 
April increased more than two to one 
over that month last year, Common- 
wealth Edison statistics show. Sales 
last month were 46 units, compared 
with 21 in April, 1938. 

Central-station type air-condition- 
ing systems contracted for last 
month totaled 42, against 51 in the 
same month a year ago. Aggregate 
horsepower of this year’s installa- 
tions was 672. 

Last month’s central-plant instal- 
lations were divided as follows: 


ee PPT ECT CCE TCR TE eer 13 
ee eee ree 9 
RR eres errr oe 5 
PMT IRE DIONE iss ss cc csnssics 4 
(|. SN Cree ere reer coe 3 
gS eee ere err 2 
SEI MIE 54 30:53. 0.8 pea cee won’ 1 
I ere ree 1 
BUTT CERT eT eee 1 
NAME, oS bars. s sips big ati awleh aha 1 
| Ae rere Tere ey tere 1 
nN SURREY ©, 5. 6-6.0:0:5 oa Seb ne 05 3810-0 1 
EAST roror rrr etre rere 42 


‘Big Three’ Sales Up 
In Virginia Area 


ALEXANDRIA, Va.—Sales of the 
“big  three’’—refrigerators ranges, 
and water  heaters—in Virginia 
Public Service Co. territory for the 
first four months of this year totaled 
2,737 units, a shade higher than the 
2,711 units sold in the same period of 
1938. 

Refrigerator sales have been re- 
sponsible for the increase, both 
ranges and water heaters. being 
below comparable 1938 marks. Sales 
summary shows: 


1939 1938 
Refrigerators ....... 2,287 2,216 
TOMMEEE.  Skksccieacanee 307 333 
Water heaters ...... 143 162 


Appliance sales in April helped a 
lot in advancing the total, amounting 
to 1,613 units valued at $226,047. 
Refrigerators led the list with 1,016 
units, with washers second with 336, 
ranges third with 113, and water 
heaters fourth with 77. Commercial 
installations totaled 48. 


Get Extn lrofila with 


THE DAYTON V-BELT 
SALESMAKER - $1989 


Complete with 39 Assorted Most Popular Sized V-Belts 


THE DAYTON V-BELT SALESMAKER— 
An attractive, visual and compact display 
rack assortment of 39 most popular sized 
V-Belts. Comes ready to use, with belts 
on the racks. Fits on your counter—beside 
—_ counter—or in your window. Every 

elt at your finger tips. On the back is a 
quick reference price list and extra hanger 
space for spare belts. Also included is a 

eference Catalog listing all types of small 
machinery with corresponding Dayton 
V-Belt number and other data. 


THE V-BELT SALESMAKER 
- AND MATCHOMETER 


; hes 


THE V-BELT MATCHOMETER — FREE 
during this introductory period! Listing 
regularly at $1.25—the V-Belt Sliding Pul- 
ley Matchometer takes the guess-work out 
of measuring belts to be replaced when the 
make and model of the machine cannot be 
identified. Quickly, simply and accurately 
this indispensable V-Belt Matchometer 
shows you the correct replacement V-Belt 
for any need. Read below how you can 
get it free. 


Spotlight your store as the neighbor- 
hood service headquarters for F.H.P. 
belt replacements. Give this profit- 
making extra service to hundreds of 
your neighborhood prospects—show 
them—and sell them the right V-Belt 
replacement for all makes of Electric 
Refrigerators, Washing Machines, Oil 
Burners, Coal Stokers, Water Pumps, 
Beer Pumps, Air Compressors, Wood 
Working Machinery, Small Garage 
Equipment and hundreds of other 
small machines. 

The Dayton V-Belt Salesmaker is a 
light, rugged, compact and visual dis- 
play which contains an assortment of 
39 of the most popular sized V-Belts. 
It takes little space—on your counter, 
in your window or beside a counter— 
but it tells at a glance that you have 
V-Belt replacements for every need— 
and it costs you only $19.89 complete. 

And, since the $19.89 price is the 


actual cost to you of the complete 
assortment of 39 belts alone, the Day- 
ton V-Belt Salesmaker is yours with- 
out extra cost. 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 
World’s Largest Manufacturers of V-Belts 


KEKE 
Z\P THIS OUT TODAY 


Free—If you act quickly—The Dayton : 

V-Belt Sliding Pulley Matchometer. 

V-Belt Sales Division, 

Dayton Rubber Manufacturing Co., 

Dayton, Ohio. 

Gentlemen: 

I have checked my preference below: 

[) Rush me (freight prepaid) one ° 
Spano late Hitt Oren Dayton V-Relt 
Salesmaker, for which [ will remit 
$19.89. Include FREE* the V-Belt 
Sliding Pulley Matchometer which 
regularly lists at $1.25. 

(] Have your nearest jobber send a 
Salesman, explaining the *Free 
Matchometer Offer. 4 


*We reserve the right to withdraw this 
Free Matchometer offer at any time. | 
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How Trade-Ins :Are Handled In Philadelphia 


Here’s how they recondition trade-in mechanical refrigerators for re-sale in the Associated Refrigerator Plant 


in Philadelphia—and how the units are displayed when they “go to market.” 
(2) The repair bench, at which motors and compressors are overhauled. (3) 
(4) Re-charging the system with re frigerant. 


exterior. 
reconditioned unit. 


(1) Refinishing the refrigerator’s 
Re-assembling the 


(5) On the test line for a final check-up. 


(6) “Special Selling—Famous Make Electric Refrigerators, Completely Re-built, $69.50.” 


Philadelphia Pleased With ‘Reconditioning’ Plant 
Idea; Other Big City Dealers Ponder Trade-In Problem 


Illinois Group Seeks 
Schedule of Appliances 


(Concluded from Page 1, Column 3) 
in schedule recommended by the 
association, and one of the principal 
reasons why trade-ins are still the 
source of one of the local appliance 
industry’s biggest headaches. 

Manufacturers as well as distribu- 
tors are partially to blame for all the 
trade-in troubles, contends’ Mr. 
Strader, for in some instances the 
manufacturers have even gone so 
far as to encourage increasingly 
larger trade-in allowances. 

The Illinois association, he declares, 
is now working on some very definite 
plans for the coordination of the 
various forces of the industry on the 
trade-in situation. While the asso- 
ciation’s code of fair practices and 
trade-in allowances has not’ been 
adhered to very strictly, Mr. Stader 
points out, a number of neighbor- 
hood dealers have operated under this 
system very effectively and have, as 
a result, been able to materially 
reduce the problem of trade-in 
allowances. 


‘Rental’ of Trade-Ins Is 
Proposed In Milwaukee 


(Concluded from Page 1, Column 3) 
bothersome until saturation gets to 
around 50%, but local dealers’ experi- 
ences indicate that a large replace- 
ment business is about to open up, 
and they want to get the problem in 
hand early enough to preserve a 
sound merchandising picture. 

The Philadelphia reconditioning 
plant idea has been given consider- 


able thought in local circles, but 
most dealers express doubt that 
Milwaukee is a large enough terri- 
tory to handle an undertaking of 
this kind. 


Another idea that is gaining favor 
is a “rental” arrangement on used 
models, to educate low-income fami- 
lies to the advantages of electric 
refrigeration. Back of this plan is 
the idea that, if these families could 
enjoy electric refrigeration for a 
few months on a rental basis, they 
would find some means of purchasing 
the unit. 


A good used refrigerator would 
sell itself to such a family, whose 
next ambition would be either to own 
that model, or a new one. All such 
reconditioned models would be sold 
with an option to buy. Wisconsin 
Radio, Refrigeration & Appliance 
Association is now seeking dealer 
comments on solving the trade-in 
problem. 


‘Philadelphia Plan’ 
On Trade-Ins Works 


(Concluded from Page 1, Column 3) 
arrangement has handled more than 
600 units. Cost of the actual recon- 
ditioning work has been estimated at 
around $24, although dealers pay a 
flat $20 for the work. 

Of all the used refrigerators re- 
ceived from dealers and _ utilities, 
28% have been junked. Recondi- 
tioned units regularly have a 90-day 
guarantee after ‘start-up’ in the 


| customer’s home, but some depart- 
| ment stores have tacked on a year’s 


service insurance for an extra $5. 
Units purchased outright by the re- 


conditioning plant have been resold 
to department stores and dealers at 
prices from $35 to $55, wholesale. 
So far, it is said, no mark-downs 
have had to be taken by the retailers 
to dispose of these units. 

One department store bought 25 
of the units, advertising a special 
sale at $69.50. Within an hour after 
the store opened, the store had to 
call upon the plant for more units, 
it is reported. 


Birmingham Sales Gain 
11% Over 1938 


BIRMINGHAM, Ala.—Sales of 
electrical appliances by dealers and 
Birmingham Electric Co. were up 
11% over comparable 1938 marks in 
the first quarter of the year. Dollar 
value of sales was $697,194, com- 
pared with $627,156 for the same 
period of last year. 

Sales by dealers amounted to 
$666,236, approximately 96% of the 
total, with utility sales reaching 
$30,958. 

Comparison of major appliance 
sales for the first quarter of this 
and last year follows: 


——$——— 


Pirst First 
Quarter Quarter 

1939 1938 

Refrigerators ........... 1,358 1,242 
NS ee 4,113 2,492 
Washers ...........0000s 694 605 
ee eee 45 58 
Water Heaters ......... 13 20 
MANORS siaspisrecaczrnsa 176 171 
Stokers, Oil Burners.... 63 24 


Sears Establishes 3 Agencies 


BALTIMORE—Sears, Roebuck & 
Co. has established sales agencies 
for Coldspot electric refrigerators in 
Hagerstown, Frederick, and Cal 
bridge, Md. 


——_— 


MODEL 45, above 4 
MODEL 30, right —» 
° 


IDEAL FOR 
ANY SERVICE 
e 


Write for Catalog 


0+ © “All Purpose 


support for compressor. 


glass display. 


hand compartment. 


SELF-CONTAINED REFRIGERATORS 


” Models which provide the 
utmost in practical and systematic storage. 


* ALL STEEL—Styled to stay attractive. Choice of DuLu*, 
Porcelain or STAINLESS STEEL. 


* LARGE COMPRESSOR COMPARTMENT—with sturdy steel cradle 


% TRIPLE-GLASS PANELED DISPLAY DOORS—if desired, in place # 
standard solid style. Full length doors also available—solid 


* SPECIAL INTERIOR arrangements to suit the individual a 
Retinned wire shelves, adjustable to /%"’ variations. Meat hoo 
in place of shelves if desired, in display section. 


% ICE CUBE MAKERS in two sizes may be installed in upper tight 


GLOEKLER Ncracturins COMPANY 
/ ERIE « PENNSYLVANIA | 
Sales Office: 431 Fourth Ave., Pittsburgh, Penn 
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Commercial Dealers Find “Specialty Selling’ 


Methods Pay In the New Orleans Market; 
Utility Helps In Search For Prospects 


By Phil 


New Orleans 


Commercial refrigeration business 
has been quite good “way down 
yonder in New Orleans” for several 
years, and it looks like it might be 
even better this year. According to 
figures collected by the New Orleans 
Public Service Co., unit sales were 
up about 15% for the first quarter, 
and sales were said to be holding 
up well as April got underway. 

Some observers credit the continu- 
ally rising sales volume (in 1938 as 
well as other years) to the fact that 
modern mechanical refrigeration was 
slow to take hold in New Orleans, 
and thus a larger market remains. 
This may be true, but experienced 
observers would also note that New 
Orleans dealers in commercial refrig- 
eration make a point of going out 
after the business, of using aggres- 
sive, up-to-date sales methods. 

The New Orleans Public Service 
Co. has made a point of helping 
commercial refrigeration dealers as 
well as household dealers. Last 
year a cash prize contest was held 
for commercial salesmen on the basis 
of the number of %4-hp. units of 
commercial refrigeration sold. This 
year another plan is being tried, 
which is designed to make the sales- 
man’s job easier and to bring him 
more business. 

The utility will employ a group of 
men who will contact by personal 
canvass all possible prospective users 
of commercial refrigeration. These 
men will attempt to determine if the 
prospect is in the immediate market 
for refrigeration equipment, and if 
he is, they will show him the list 
of dealers. If he knows one of the 
dealers or shows a preference, his 
name will be sent to that particular 
dealer, otherwise the names of a few 
dealers will be selected and the pros- 
pect’s name sent to them. 


Colored Floor Plans 
Help Wand’s Salesmen 


Wayne Wands, dealer for Frigid- 
aire machines and Tyler cases and 
coolers, is a veteran of the commer- 
tial unit business in New Orleans. 
He was with the Ebeling Co., dis- 
tributor for the old Copeland Prod- 
ucts, Ine., and played a major part 
in getting mechanical refrigeration 
into the famed public markets of 
New Orleans. 

These markets, controlled by city 
officials, are an outgrowth of the 
Necessity for very strict control in 
pre-refrigeration days. With the New 
Orleans climate hot and particularly 
humid, it was a vital necessity that 
the sale of meats to the public be 
regulated most carefully, and since 
it was easier to supervise one large 
operation than to check on a number 
of smaller ones scattered about the 
tity, these huge market places came 
into being. 

Although under the supervision of 
the city, which also equips the mar- 
kets, the concessions or “stalls” in 
ta markets are privately oper- 

Eight years ago when the city 
Started to modernize the physical 
*quipment of the markets the ques- 
tion arose as to whether: ice or 
mechanical refrigeratior;would be 


Water Coolers — Filters 
Cafeteria—Industrial 


Commercial Remote 
Surge Tanks | Pipe Coils 


filtrine Mfg. Co., Brooklyn, N.Y. 


B. Redeker and Robert M. Price 


used as the refrigerating medium. 
Mr. Wands “engineered” a test be- 
tween ice and mechanical refrigera- 
tion as to food-keeping, cost, etc., 
which mechanical refrigeration won 
decisively. 

Many public markets have been 
modernized since that date and Mr. 
Wands has sold probably the ma- 
jority of them, first for Copeland, 
later for Frigidaire. 

That Mr. Wands doesn’t confine his 
activities to selling equipment for 
the public markets is evidenced by 
the fact that during the week ending 
April 14 he _ sold eight display 
cases, and four walk-in coolers to 
independent merchants. 

Mr. Wands has a selling angle on 
markets that other dealers might 
adopt to their profit. It is simply 
that he has equipped himself to 
furnish both plans and equipment 
for a market layout for an owner 
who is either remodeling, or starting 
up a new venture. 

In addition to his refrigeration 
equipment, Mr. Wands handles a 
complete line of shelving, display 
racks, vegetable display equipment, 
etc. (No vegetable moisteners or 
“sprays” are sold, however, the water 
being too warm unless refrigerated, 
does more harm than good.) 

Floor plans showing various ar- 
rangements for various-sized stores 
are supplied Mr. Wands organization 
by Tyler Fixture Corp. The floor 
plans are nicely done in colors, so 
that when one of the Wands sales- 
men approaches a prospect who has 
a new or remodeled store in mind, 
he has something quite tangible to 
show him. 

Just recently Mr. Wands _ has 
equipped the new Thomas market in 
New Orleans in just such a manner, 
even supplying beverage cooling 
equipment. Such jobs make quite a 
sizeable dollar volume of business. 


Kelvinator Distributor 
Eyes Replacement Field 


Oldtime name in the refrigeration 
distribution game is that of C. T. 
Patterson Co., Inc., Kelvinator dis- 
tributor in New Orleans. And ac- 
cording to A. G. Riddick, company 
manager, the way things have started 
the current year will be one of the 
best in the company’s history. 

As in other large cities, a good 
share of the New Orleans commercial 
business is now in the replacement 
market, Mr. Riddick declares. And 
since an important part of the busi- 
ness obtained is going to be in the 
replacement field, Mr. Riddick thinks 
that the commercial refrigeration 
dealer and salesman should go about 
developing such business systematic- 
ally—by getting up a list of users 
of equipment that should be obso- 
lete, particularly of those using the 


‘make they are selling, rather than 


depending upon a hit-or-miss search 
for such prospects. 

In the smaller communities, Mr. 
Riddick sees a service set-up of 
paramount importance. People in 
smaller towns are apt to put more 
faith in a reputation for service on 
the part of the local dealer or agent 
than they are in a nationally adver- 
tised name. 


‘Quality’ Story Aids In 
Meeting Price Cutters 


Somewhat unusual as a dealer 
organization is the Oak Appliance 
Co., which sells the Norge line of 
household refrigerators and major 
appliances, the Mills line of commer- 
cial refrigeration machines, and 
Viking commercial refrigerators. 

Although it is located far out on 
the outskirts of the city, in the 
shopping district for a fashionable 
residential district, the store is said 
to do an outstanding job in both 
household and commercial refrigera- 
tion. 

Sales through March were better 


than the same period in 1938, de- 
clared Harry M. Revell, sales man- 
ager of the commercial department, 
but had slowed down rather badly 
during the first part of April. 

Mr. Revell believes that the “sales 
agent” type of. distribution which 
some manufacturers of commercial 
refrigerator equipment have set up 
is forcing the regular type of dealer 
setup into a tough spot, and may 
take all the profit out of commercial 
refrigeration unless properly con- 
trolled. 

“These men work out of a factory- 
operated showroom, they have no 
overhead, and they have a net price 
which they must get for a piece of 
equipment,” Mr. Revell explained, 
“and anything over that is their 
commission on the sale. 

“The legitimate operators, the ones 
that really want to make a living out 
of business, will try to get a fair 
price, sure, but there are too many 
men in the game willing to sell a job 
for $10 or $15 profit.” 

Mr. Revell feels that the industry 
as a whole will have to furnish the 
ultimate solution to this problem, but 
in the meantime he’s meeting such 
competition by telling a quality-of- 
product story (a_ well-constructed 
product has considerable meaning in 
the kind of climatic conditions en- 
countered in the New Orleans terri- 
tory), and through a tie-up he has 
with a local manufacturer of cabi- 
nets, who builds equipment to order 
and thus gives Mr. Revell an advan- 
tage on certain jobs. 


$10 Investment Grows 
Into Large Business 


A success story which would be 
difficult to parallel is that which can 


be told of George W. Mims and his 
Frigid Refrigeration Service Co. 

Mr. Mims started his own business 
not so many years ago with a $10 
bill, and claims that was the last of 
his own money that he invested in the 
company, the rest of the money that 
has gone into the remarkable growth 
of the business having come out of 
profits. 

Today Mr. Mims has a refrigera- 
tion business that is housed in a 
building that could be used for a 
manufacturing operation, he will 
employ anywhere from six to 12 men, 
he has two trucks, and he carries a 
stock of parts and supplies that is as 
complete as that handled by many 
jobbers. 

He claims to have installed more 
than twenty tons of copper tubing in 
air-conditioning work, and has yet to 
repair a joint in any of this work. 

He started out as a service and 
installation engineer, and that is still 
the big part of his business, but he 
is now also a dealer for Westinghouse 
commercial refrigeration equipment. 

His is one of the first cases in 
which one of the “Nema group” of 
manufacturers has appointed a serv- 
ice firm to represent its line of 
commercial refrigeration equipment. 

Mr. Mims frankly admits that so 
far he hasn’t put forth much “selling 
effort” on the units—what stuff he 
has sold has been “bought” from him. 
He thinks, however, that he has 
established such a _ reputation for 
dependability that a _ considerable 
amount of equipment will continue to 
be “bought” from him. As long as 
he continues to move equipment with- 
out expending much time or effort, 
Mr. Mims will probably be satisfied. 
For example, he declares that he 
“sold” one job in 15 minutes, 
another in less than a half-hour. 


‘Sterilamp’ Installed 
In Conditioned Train 


KANSAS CITY, Mo.—First appli- 
cation of Westinghouse’s bactericidal 
“Sterilamp” to railroad passenger 
cars has been made on the Burling- 
ton’s new General Pershing Zephyr 
scheduled to commence service be- 
tween here and St. Lotis sometime 
this month. . 

Air flowing at the rate of 2,400 
c.f.m. through an_ air-conditioned 
compartment will pass through the 
Sterilamp rays, which will reduce the 
bacterial content of the air approxi- 


_mately 85%, according to tests con- 


ducted by Dr. Harvey C. Rentschler, 
Westinghouse engineer who was in- 
strumental in developing the lamp, at 
the plant of the Edward G. Budd 
Mfg. Co., Philadelphia, where the 
train was built. 

As in most air-conditioning sys- 
tems, the proportion of fresh and 
recirculated air can be varied con- 
siderably, but all air entering the 
passenger compartments of _ the 
Zephyr, regardless of origin, must 
first pass through the germ-killing 
rays. 

Among microscopic organisms de- 
stroyed by the Sterilamp are those 
which cause nasal catarrh, epidemic 
sore throat, and pneumonia. 


McCall Opens Office In 
Merchandise Mart 


CHICAGO — McCall _ Refrigerator 
Corp., Hudson, N. Y. manufacturer 
of commercial equipment, has opened 
a midwestern sales office and dealer 
display in the Merchandise Mart, 
with Raymond Roy in charge. 


Servel 


Announces 


a Series of Refrig- 
@ erating Units With 


8 CYLINDERS! 


Amazingly Free From 
Noise and Vibration! 


So Compact They Save 


50% in Floor 


What a_ difference those 


In quietness! In compactness! 


These sensational new Servel 
capacity and efficiency. 


cylinder principle brings the 


vibration down almost to the vanishing point. 


Servel engineers perfected these 8-cylinder models 
after years of careful testing in the field. They 
the additional 
insure smoother operation—longer life for wearing 
parts—and a steadier flow of compression. 


proved conclusively that 


extra cylinders 


units 


Yet the balanced multiple- 


Space! 


Thorough modernization and careful 


Servel water-cooled 
Model WK-1000AF 
et (7% to 10 tons) 


J 


a, 


design have 


made it possible to set new standards of compactness. 


Without any sacrifice of efficiency or performance, the 


full 10-ton model requires less than 8 square feet of 


make! floor space! 


Find out how these sensational 8-cylinder units fit 


develop full 
for full details! 


level of noise and 


cylinders 


into your selling plans for this summer. 


Write today 


SERVEL, inc. 


Electric Refrigeration 
and Air Conditioning Division 


EVANSVILLE, INDIANA 
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Air Conditioning 
Comes Back Home 


OMETHING BIG is happening 

in air conditioning. News of 
the last few weeks indicates that 
there is now a marked trend 
toward allying the distribution of 
air conditioning with the distribu- 
tion of commercial refrigeration. 


Note these moves: 


General Electric has combined 
its commercial refrigeration and 
air-conditioning departments—for- 
merly directed from _ separate 
cities—in one department at 
Bloomfield, N. J., under the direc- 
tion of Stuart M. Crocker. 


Frigidaire has combined its air 
conditioning and commercial re- 
frigeration departments at Dayton 
under Herman Lehman. Heating 
equipment sales go back to Delco 
at Rochester, N. Y. Mr. Lehman 
was formerly manager of commer- 
cial refrigeration sales, and was 
especially successful with his 
commercial refrigeration work as 
manager of the St. Louis branch. 


York has combined its commer- 
cial air conditioning and refrigera- 
tion divisions under the _ sales 
management of Walter Land- 
messer. Mr. Landmesser, formerly 
commercial sales manager for 
General Electric and Norge, has 
been. a specialist in commercial 
refrigeration for years and years. 


Kelvinator Set-Up Proves 
Model For Rest of Industry 


Kelvinator, which never did get 
off the track, will continue its 
commercial refrigeration and air- 
conditioning set-up under the 
managership of J. A. Harlan. 


There has also been a change in 
the sales direction at Carrier, and 
reports indicate that increased 
attention will be paid to distribu- 
torships which handle both com- 
mercial air conditioning and 
refrigeration. 


Thus air conditioning for human 
comfort, which originally was part 
of the commercial refrigeration 
picture, is returning to the men 
who understand it and can sell it. 


For the last few years, a 
different theory has prevailed. It 
was thought that commercial air 
conditioning (as ° distinguished 
from the large industrial applica- 
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tions) could be sold by the plumb- 
ing and heating trade. This was 
a theory which was sold to the 
industry by the plumbing and 
heating people, who saw their 
enormous investments in plant and 
marketing facilities threatened by 
a lusty infant industry. Their 
idea was to get this business 
under control before it ruined 
them. 


While this theory of distribution 
was in the ascendancy, practically 
everybody in the business lost 
money—and sales were disappoint- 
ing. 


How Manufacturers Can Save 
On Costs By This Move 


By placing air-conditioning sales 
back in the hands of commercial 
refrigeration departments and dis- 
tributors, manufacturers can save 
considerably on sales costs and 
overhead. One field force can 
handle both lines. It is also de- 
clared that promotion can _ be 
directed much more effectively. 


Another saving can be effected 
in training costs. Trying to teach 
refrigeration to the heating trade 
turned out to be an expensive 
business. And poor installations 
proved costly to goodwill. 


Commercial Refrigeration Men 
Have Made Money 


Perhaps most important, from 
the standpoint of both manufac- 
turer and distributor, is that 
commercial refrigeration distribu- 
tors are making money. They 
comprise the one element of the 
business that has_ consistently 
made money over a period of 
years. 


They are not likely to go out 
of business, or give up air condi- 
tioning, after a few months of 
sporadic trial. 


Air-Conditioning Distributor 
Turnover Flagrantly High 


Anyone acquainted with the 
problems of air-conditioning dis- 
tribution knows that the turn-over 
among distributors has _ been 
terrific. It has been one of the 
major worries of the business. 
The new trend toward the use of 
the highly successful commercial 
refrigeration organizations, it is 
hoped, will reduce considerably 
this big item of expense. 


It is also predicted by those 
responsible for this new trend that 
sales—especially of “packaged” 
lines—should rise to new heights 
after the change-over in distribu- 
tion has had a chance to become 
effective. Commercial refrigera- 
tion distributors are sales-minded, 
in contrast to the contractor’s 
approach to the problem which has 
been prevalent. 


As one sales manager analyzes 
the difference: “It’s selling, in- 
stead of bidding.” 


Future Looks Bright Despite 
Present Chaotic Conditions 


That these changes in distribu- 
tion and sales management will 
solve all the problems of the 
chaotic air-conditioning business 
in a hurry is too much, of course, 
to expect—just as it would be too 
much to expect a new Administra- 
tion down in Washington to put 
the country back on its feet in 
short order. In both situations, 
such a mess has been created that 
no new management can clean it 
up without a lot of work and 
study. 


However, the outlook for the 
future certainly does seem more 
reassuring. The industry’s selling 
activities are back in good hands. 


They'll Do It Every Time . . . 


MMA. 
YU ITHINK WE ALL OUGHT TO GET 


SHOWROOM -THEY’LL 
DO !T EVERY TIME —— 


| 


BuT How ABOUT THAT 
NICE MR.SMITH WHO'S 
BEEN CALLING ON ME 
For THE LAST SIX 
MONTHS -TRAING 


T SELL ME THE 


LETTERS 


Chinese Manufacturer 


Envies Americans 


“Rin-Tai” Refrigerator Mfg. Co. 

204 Taku Road, Tientsin, China 
Editor: 

As manufacturers of electric refrig- 
erators, and the only ones in China, 
we have pleasure to state that your 
magazine is certainly of great value, 
bearing all the news on the trade in 
question, and what makes us envious 
most is reading the amount of sales 
of electric refrigerators in the U.S.A., 
running into many, many thousands 
of any single make, whereas to our 
regret the natives in this town and 
its surroundings are not yet so refrig- 
erator minded as to make us to in- 
crease our output even to a single 
thousand refrigerators per annum. 


With the influx of Japanese resi- 
dents to North China, our output has 
greatly benefited, for they do like and 
appreciate everything modern and up 
to date. 

The undersigned, Harry Fuchs, is 
the sole proprietor of the firm, a 
Polish citizen, is 33 years in North 
China, conversing in eight languages. 
Our works at present occupies 16 
foreigners and 142 native hands, 
manufacturing besides household and 
commercial refrigerators also portable 
air coolers and steel office furniture. 

Harry Fucus 


Business Paper Policy 
And National Events 


Thermal Co., Inc. 
St. Paul, Minn. 
Publisher: 


I have read with interest the large 
amount of space devoted on page 6 
of the April 12 issue, to what appears 
to be a defense of the political edi- 
torial policy of the News. For the 
life of me, I cannot see why the News 
needs a political editorial column. I 
much prefer to read the daily news- 
papers for politics. I look to the 
News for matters pertaining to the 
refrigeration industry. It seems to 
me that a trade paper does not need 
to aspire to a general editorial policy 
as all inclusive as the New York 
Times or Chicago Tribune. I feel sure 
that if the News will enable to solve 
the problems which are exclusively 
the problems of the refrigeration 
industry, that they will warrant a 
niche in the Hall Of Fame. Politics 
can well be left to the established 
news agencies. 


I think that Mr. Dessau has a very 
definite privilege as an advertiser in 
the News, to complain of anything in 
the News which would effect his busi- 
ness directly or indirectly. Your 
personal attack on Mr. Dessau seems 
to me to be without foundation. I 
regret that the News has used its 
space to direct a personal attack on 
an industry member when its space 
could be used to so much better 
advantage. 

H. W. SMALL 


Answer: The original article in 
question was written by the editor 
after making a special trip to Wash- 
ington to attend a conference between 
editors of the country’s leading busi- 


| 
| 
| 
| 
| 
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ness papers and prominent govern- 
ment officials, including representa- 
tives of the Department of Commerce, 
the War Department, and the Navy 
Department. 

It so happens that I attended the 
first of these conferences, which were 
inaugurated during the administration 
of Herbert Hoover as Secretary of 
Commerce. The program was de- 
veloped as a result of Mr. Hoover’s 
express desire to foster closer co- 
operation between government and 
business, especially in the promotion 
of foreign trade. 


In later years this contact was not 
so fruitful but fairly recently definite 
efforts were made to revive the con- 
ference program. 

With the advent of Mr. Hopkins as 
Secretary of Commerce and his an- 
nounced intention to promote better 
relations between government and 
business, there was a great interest 
in this particular meeting. 


At the meeting, high officials of the 
Army and Navy were present and 
discussed their problems most earn- 
estly to the business paper editors. 
These officials were most serious in 
their desire to organize the country’s 
industries in preparation for the 
eventualities which appeared to be 
most imminent at that time. 


The report written by Mr. Tau- 
beneck was authentic and highly 
enlightening. It represented first- 
hand information of great importance 
to this industry and to the country 
as a whole. Much of it has since been 
reported in other publications, but 
certain important facts were reported 
in the News in advance of many na- 
tional magazines and newspapers. 


The question of British propaganda 
was discussed with the utmost frank- 
ness. In fact, representatives of the 
British government had no hesitancy 
in explaining their ultimate aims 
since many of the business paper 
editors were highly sympathetic with 
their objectives. 


It is important to note in this con- 
nection that a large number of the 
leading business papers are edited in 
New York City, and it is quite evident 
that general sentiment in New York 
City is largely favorable to active 
participation in European affairs. 
General sentiment in the Middle West 
is noticeably different, and the British 
propagandists are well aware of their 
problem of converting the Middle 
West to their viewpoint. 


Regardless of your own personal 
opinions on the subject, I believe you 
will agree that the public is entitled 
to the best possible information, and 
that we, as publishers, have the 
responsibility of keeping our own in- 
dustry informed regarding events 
which might cause a complete disrup- 
tion of the industry in very short 
order. 


To me as a publisher, it does not 
seem reasonable that we should ignore 
any course of events which would 
(if not checked by an aroused public 
opinion) completely neutralize sales 
and manufacturing progress during 
the current year. 


If you will think back to 1929 you 
may recall that many business papers 
(and certainly most magazines and 
newspapers) failed to warn their 
readers regarding the impending stock 
market crash and subsequent depres- 
sion. Is it small wonder that the 
public, including business men, began 
looking elsewhere for information to, 
guide them? } 

Now with reference to the publica- 
tion of Mr. Dessau’s letter and the 


editor’s reply to it, you should take 
note of the fact that Mr. Dessau 
apparently undertook to organize a 
group of our advertisers. His own 
letter stated a hope which implied 
a boycott against the News. 


All the evidence points to the fact 
that he sent out letters to various 
customers of ours in which he stated, 
or intimated, that British buyers of 
refrigeration equipment were antago- 
nized by the report of the Washington 
conference, and that the publication 
of this sort of information would 
interfere with the marketing of U. S. 
refrigeration equipment in the British 
Empire. 

Now naturally our advertisers might 
be disturbed by such a condition, and 
it is not surprising that we received 
a few letters of protest. It is evident 
from the letters that these manufac- 
turers were greatly impressed by Mr. 
Dessau’s reports. Others did not take 
his efforts so seriously. We _ have 
made a definite effort to locate the 
source of these purported protests on 
the part of British buyers, but so far 
no one has furnished a single line to 
support the statements attributed to 
Mr. Dessau. On the contrary, British 
business men have informed us that 
the article would have no influence 
whatsoever on British buying. (See 
interview with Sir Owen Chalkley in 
April 19 issue and letter from B. 
Mittel in May 3 issue of the News.) 

We are beginning to have a rather 
broad suspicion that Mr. Dessau 
simply invented his story, and that 
his picture of a disturbed British 
market was largely imaginary. 

If it is true that Mr. Dessau simply 
invented this tale and used it for the 
purpose of alarming our customers in 
an effort to cause them to withdraw 
their business and if he attempted in 
that manner to bring pressure to bear 
upon the editor, then I do not see 
how you can support Mr. Dessau in 
any such activity. 

Publisher 


Combination Display Cases 
For Quick-Frozen Foods 


C. V. Hill & Co., Inc. 
Refrigerators and Market Fixtures 
Trenton, N. J. 

Publisher: 

After reading your news article of 
April 19 in the REFRIGERATION NEWS, 
subject “Quick Frozen Foods Aren't 
Displayed at Present,” it is the 
writer’s opinion that the answers ' 
your questions “What’s happened to 
the display case?” and “Why aren't 
display cases being used for froze? 
foods?” are either based on the fact 
that the gentleman who furnished 
the answers has only non-display 
type equipment to offer, or he lacks 
the knowledge of what is happeniné 
in the frosted food industry. 


Successful merchandisers of foods 
and other products have proven 4” 
will continue to prove the value © 
display. It matters not what the 
product is, it cannot be sold in ® 
profitable retail volume without ds 
play. Surely frosted foods are ™ 
exception. - 

This company has without a 40¥ 
contributed more to the frosted : 
industry than any other equipme’. 
manufacturers. It has designed ® 
manufactured several types of ©4 

(Concluded on Page 11, Colum# 1 
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10-Year Record of Household Electric Refrigerator Sales 


Monthly Fluctuations In World Sales By U. S$. Manufacturers To Distributors and Dealers 
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1930 | 1931 1932 | 1933 | 1934 | 1935 | 1936 | 1937 | 1938 | 1939 
Jan. 34,000 | Jan. 22,700 | Jan. 39,400 ) Jan. 19,400 | Jan. 38,000 | Jan. 103,500 | Jan. 125,400 | Jan. 181,800 | Jan. 112,500 | Jan. 157,500 
Feb. 51,000 | Feb. 54,700 | Feb. 52,600 | Feb. 36,200 | Feb. 82,500 | Feb. 128,300 | Feb. 186,200 | Feb. 258,500 | Feb. 156,500 | Feb. 208,100 
March 84,500 | March 96,600 | March 91,500 | March 59,200 | March 149,000 | March 228,100 | March = 285,900 | March = 380,100 | March = 192,700 | March 265,000 
April 121,000 | April 159,300 | April 158,300 | April 127,400 | April 255,400 | April 281,900 | April 321,300 | April 363,500 | April 228,100 
May 118,500 | May 153,500 | May 144,200 | May 208,200 | May 268,600 | May 261,100 | May 344,200 | May 359,000 | May 193,500 
June 93,000 June 122,200 June 163,300 June 208,700 June 187,600 June 174,860 June 253,600 June 286,200 June 121,300 
July 83,000 | July 103,800 | July 33,500 | July 127,300 | July 122,400 | July 167,000 | July 221,500 | July 206,500 | July 100,100 
Aug. 72,000 | Aug. 69,800 | Ang. 28,900 | Aug. 98,100 | Aug. 87,700 | Aug. 120,700 | Aug. 117,900 | Aug. 135,000 | Aug. 105,400 
Sept 62,500 | Sept. 53,200 | Sept. 38,100 | Sept. 72,300 | Sept. 46,300 | Sept. 63,852 | Sept. 90,000 | Sept. 94,400 | Sept. 75,800 
Oct. 45,000 | Oct. 48,100 | Oct. 34,100 | Oct. 56,700 | Oct. 41,600 | Oct. 56,690 | Oct 57,200 | Oct. 77,900 | Oct. 47,000 
Nov 37,000 | Nov. 39,600 | Nov. 26,300 | Nov. 27,900 | Mov. 35,700 | Nov. 57,027 | Nov. 83,940 | Nov. 97,300 | Nov. 40,100 
Dec 48,500 | Dec 41,500 | Dec. 30,100 | Dec. 39,300 | Dec. 75,800 | Dec. 79,240 | Dec. 135,100 | Dec. 119,000 | Dec. 57,213 
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(Concluded from Page 10, Column 5) 
ment for the display and storage of 
frosted foods. 


The records covering a period of 
years are sufficient to prove that the 
most profitable merchandising of 
frosted foods is being done by mer- 
chants who use display type equip- 
ment. 

The American housewife does not 
know that frosted foods are of uni- 
form quality as stated. In fact, the 
average housewife is not frosted-food 
minded and knows little or nothing 
about them. Therefore, to sell 
frosted foods successfully, they must 
be displayed. 


It matters not whether the frosted 
food package itself is especially at- 
tractive if properly merchandised. 
However, packers and distributing 
organizations are giving more 
thought to the appearance of their 
packages and the opportunities they 
offer from a merchandising stand- 
point. 

Frosted foods are very colorful 
and if properly displayed will create 
more interest and sales than would 
be possible to obtain through the use 
of a cabinet that is designed for 
storage only—that we know from 
experience. 


Low temperature combination dis- 
Play and storage cabinets equipped 


with four (4) plates of water white 
glass, guaranteeing clear vision for 
frosted food display, can and are 
being used most successfully without 
fear of product discoloration. 


When introducing frosted foods to 
a customer, a very effective way is 
to remove one package of peas, 
beans, berries, or whatever the item 
might be, from the display section of 
cabinet and place it in the customer’s 
hands. The result—interest is de- 
veloped through the power of display 
and the sale is made by smart 
merchandising. 


The article further states that 
frosted foods are placed in the same 
category as ice cream. It is true 
that ice cream is considered as a 
food product and that the tempera- 
tures under which it is kept are 
approximately the same as_ those 
required for the safe-keeping of 
frosted foods. From a merchandising 
standpoint, however, there is quite a 
difference. Frosted foods are highly 
impulse and comparatively new as 
far as the general public is concerned. 


A merchant cannot sell frosted 
foods profitably from a storage cabi- 
net placed in the rear of the store, 
under a counter, or some other loca- 
tion where demand items might be 
placed. Its sale cannot depend on a 
display sign hung on the wall or 
fixed on the cabinet itself. To do a 
profitable retail volume in frosted 
foods, proper location and display are 
very important, plus good salesman- 
ship on the part of the merchant. 


Dependable low temperature com- 
bination display and storage cabinets, 
combined with better merchandising 
methods and uniform quality foods, 
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ro PRE PARE cme 


are what are needed for the success 
of the frosted food industry as a 
whole and that is what the public 
can expect in the future. There are 
dependable and economical low tem- 
perature display cabinets available. 

Attached is a sheet showing an 
illustration and specifications of a 
Hill model 96-XF self-contained type 
double display cabinet. This equip- 
ment has been created especially for 
the profitable merchandising of frost- 
ed foods. This type cabinet, or any 
dependable display type equipment 
offered by others, is what the indus- 
try needs to help assure its future 
success. 

C. S. WHITE 

Answer: Looking at the leaflet 
attached to your letter, it appears 
that the “self-contained combination 
display and storage frosted foods 
cabinet” which you are featuring 
actually supports, rather than refutes, 
the trend reported in the editorial. 
This case provides concealed storage 


for the dealer’s stock containing a 


large variety of frozen food. The 
display portion of the case is appar- 
ently intended only for open packages 
which may be seen (and possibly 
handled) by the housewife. It does 
not appear that these displayed pack- 
ages are intended for ultimate sale. 

The fourth paragraph of your 
letter says: “The records covering a 
period of years are sufficient to prove 
that the most profitable merchandis- 
ing of frosted foods is being done by 
merchants who _ use_ display-type 
equipment.” Do you actually have 
any such records, and if so, can you 
make them available to us? 

Incidentally, we wonder if you read 
the editorial all the way through. 
The last three paragraphs read as 
follows: 

“It might also be noted that the 
use of the chest-type cabinet for 
quick-frozen foods has become so 
prevalent because that’s the only 
type being offered by General Foods 
(Birdseye). This organization, by 
far the largest in the field, leases 


chest-type boxes to retailers on a 
low-rate basis. 


“However, independent producers 
now beginning to come into the field 
may see an opportunity in this situa- 
tion. If they can arrange for their 
products to be put on exhibition 
through the medium of low-tempera- 
ture display cases, they may achieve 
a competitive advantage which would 
give them the toe-hold in the busi- 
ness that they seek. 


“For non-frozen  perishables, of 
course, the refrigerated display case 
is indispensable.” 


Praise... and Warning 


“A charter subscriber rejoins the 
fold."—-W. L. Howlett, Westinghouse 
Electric Supply Co., Toledo, Ohio. 

“Find your paper more valuable 
with each issued received.”—E. H. 
Albrough, Ingersoll, Ont. 

“Let this be a warning: Life only 
costs $3.50.”—-W. E. Campbell, Dayton, 
Ohio. 


‘Another Reason Yeu ll Make More 


Complete CURTIS Line 


@ Long known as one of the most profitable 
lines in the industry, the addition of the Curtis 
Refrigerated Store and Office Cooler now 
makes it even more attractive to you. It opens 


up a great new market — makes 
more sales and profits. 


All classes of retail establishments—stores, 
offices, banks, etc., are demanding air con- 


ditioning now. You can fulfill this 


with Curtis’ complete, factory designed, pack- 
aged air conditioning unit. It mechanically 
cools, dehumidifies, circulates and filters the air— adaptable for heating — 


possible 


demand 


easily and quickly installed — 3 and 5 ton sizes. 


The Curtis line of condensing units includes sizes from 1/6 to 30 H.P., air and 
water cooled. There’s a Curtis model for every refrigeration and air conditioning 
requirement—also unit coolers, coils, evaporative condensers, etc., precision 


engineered to deliver economical, efficient, care-free performance. 


If you’re interested in profits, in increasing your sales, write to 
Curtis for complete information today. 


Curtis Refrigerating Machine Company 


Division of Curtis Manufacturing Co. 
1912 Kienlen Avenue, 


CURTIS 


REFRIGERATION 
AIR CONDITIONING 


‘Builders of Condensing 
Units Since 1922" 


St. Louis, Mo. 


ae COMMERCIAL 


Money with the 


STORE and 
OFFICE 
COOLER 4 


45 Air Cooled Units—42 Water Cooled Units—1/6 to 30 H.P. 
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Commercial Re rigeration 


Old Ideas of What 


Couldn't Be Done In 


Commercial ‘Given the Gate’ By Dealer 
Who Uses ‘Specialty Selling’ Methods 


By Phil B. Redeker 


TULSA, Okla.—M. E. O’Bannon, 
head of the commercial refrigeration 
and butcher supply dealership here 
that bears his name, is disproving a 
lot of ideas about what can’t be done 
in the commercial refrigeration busi- 
ness. 

Dealing in Mills condensing units 
and Koch commercial refrigerator 
equipment, Mr. O’Bannon has demon- 
strated that he can run a big time 
commercial refrigeration operation in 
a medium-sized town, that an almost 
state-wide  direct-selling operation 
can be carried out profitably, that 
there are certain “sales tools” that 
can be used in commercial refrigera- 
tion, and that used equipment taken 
on trade-ins need not be a liability. 


All these are things which many 
said could never be done in the 
commercial refrigeration business as 
it is constituted today. 

Mr. O’Bannon’s sales methods are 
“specialty selling’ methods. He has 
a number of men working for him, 
and they are out continually digging 
up business, seeing not only those 
whom they know are prospects, but 
contacting places that in some cases 
have only a remote possibility for 
commercial equipment. 

With a branch office in Oklahoma 
City, Mr. O’Bannon covers almost 
the entire state of Oklahoma, his 
men traveling into the country by 
automobile into every hamlet and 
crossroads center. Users of equip- 
ment sold by the O’Bannon company 
are carefully tabulated in a book of 


“HAVE CLARAGE 
MAKE THEM !’’ 


Every year we shi 
to builders of air 
conditioning units thousands upon thou- 
sands of Cierege Blower Wheels and 
Assemblies. 

This smaller equipment is designed with 
the same skill characteristic of the larger 
Clarage apparatus—just as carefully fab- 
ricated and tested. 

And we have sizes to meet ALL RE- 
QUIREMENTS—with slow speed operation 
insuring SILENT PERFORMANCE. 


May we have your next inquiry? 


CLARAGE FAN COMPANY 


KALAMAZOO, MICHIGAN 
Soles Offices in All Principal Cities 


| mimeographed sheets, and there are 
many dealers who would be pleased 
to have as many sales as there are 
towns recorded in this book. 

“Sell them on the profit story,” 
is Mr. O’Bannon’s theme for com- 
mercial selling methods, and _ in 
choosing salesmen he looks first for 
the man who can tell the story of 
increased profits to the user through 
the installation of modern equipment. 

“There’s no way of telling how to 
find them,” says Mr. O’Bannon. ‘My 
men have come out of varied types 
of businesses—one from the hard- 
ware trade, another who sold soda 
fountain specialties, and another one 
a salesman of electrical appliances. 
Some of them still don’t know a 
whole lot about refrigeration—but 
they all can tell the profit story 
convincingly.” 

In addition to having men who can 
tell the right kind of a sales story, 
who can speak a language the pros- 
pect can understand, Mr. O’Bannon 
believes in the use of sales tools, and 
he has found three types of ‘visual’ 
sales helps of particular value. They 
are: 

(1) The papier mache steak fur- 
nished by Koch Refrigerators, which 
is colored and properly labeled and 
comes apart in layers. One piece 
shows the steak as it goes into the 
old style refrigerator, while the other 
piece shows the steak after it has 
been in such a refrigerator for a 
while, demonstrating precisely the 
parts that will probably have to be 
trimmed off. Thus the losses that 
will probably result are neatly shown 
in a way that the meat market oper- 
ator can readily see. 

(2) Some sales literature showing 
a cross-section through or cutaway 


MASTERCRAFT 
ADJUSTABLE PAD AND CARRYING HARNESS 


The most efficient and ical equip t made 
for handling refrigerators safely and without 
scratching or marring. Pad is separate from 
harness and both adjustable to all styles and 
sizes of cabinets. 
Efficient, sturdy, 
easily and 
quickly applied. 
Adjustable Pad, 

$8.30 each 


Adjustable 
Harness, 


$6.00 each 
Name of refrig- 
erator attrac- 
tively lettered 
on pad at 50¢ 
extra. 
f.o.b. Chicago. 


Write for fold- 
er and prices on 
pads for refrig- 
erators, washers, 
ironers, ranges, 
radios, etc. 


Pat. Appl'd for 


| BEARSE MANUFACTURING CO. 


| 3815-3826 Cortland Street, Chicago, Dlinois 


Incorporated 1921 


view of the equipment. Too much 
talk about the technical features of 
the equipment’s construction may 
confuse a prospect, but to show him 
how the unit is built with a remark 
such as “you can see how it is built 
like a battleship,” etc. Such visual 
demonstrations are far more effective 
than a lot of talk, Mr. O’Bannon 
thinks. 

(3) The list of users in bound form, 
classified by cities, and with the 
model number of equipment which 
each place purchased. This proves 
very helpful because the prospect is 
almost sure to find someone on the 
list whom he knows, and _ since 
O’Bannon believes all his users to be 
satisfied, the salesman will take the 
prospect to see any man on the list 
for a testimonial. Or if the prospect 
can’t spare the time for a visit, the 
list makes it possible to find a name 
of a user to whom a phone call can 
be made for a testimonial without 
any great difficulty or delay. 


TRADE-INS AN ASSET - 


Probably the majority of commer- 
cial refrigerator sales today involve 
a trade-in of old fixtures. Mr. O’Ban- 
non has put much thought and effort 
towards making this used equipment 
an asset rather than a liability. 

He has a shop which is devoted to 
fixing up the used equipment that 
is taken in. When cases are brought 
into the shop, the first thing that is 
done is to have the glass pulled out 
and the case allowed to dry thor- 
oughly. If new coils are needed they 
are put in, and the case is then 
refinished, if necessary, and the glass 
put in by workers who are skilled 
in the glazing process. 

The used refrigerators are then 
placed in a showroom of their own, 
apart from the new models. 

“Used refrigerators must make 
new customers, otherwise they would 
not be worth bothering with,” asserts 
Mr. O’Bannon. 

“By fixing up the used jobs prop- 
erly we get a fair price out of them, 
and find a market for them in cafes, 
some of the poorer stores starting in 
business, and those who think that 
they can’t afford to gamble on good 
equipment at the present time. 

“We sell a high percentage of 
these people new refrigerators within 
a short time, many of them before 
the old equipment has been paid for. 

Used refrigeration machines, how- 
ever, are not reconditioned. Where 
possible, Mr. O’Bannon gets rid of 
them by selling them at wholesale 
to service engineers. 


COIN METERS USED 


Mr. O’Bannon is making some use 
of the coin meter plan of financing 
sales, but prefers to use it mostly 
as a “last resort’ to cut repossessions. 

“Repossessions don’t help any- 
body,” Mr. O’Bannon philosophizes. 
“They put the merchant out of busi- 
ness and make an enemy for the 
dealer. 

“IT have found the coin meter a 
pretty good way to forestall some 
repossessions that I might have had 
to make otherwise. Some men just 
can’t save up $30 to $50 a month to 
pay for equipment, but they can find 
a dollar a day, and for them the coin 
meter solves a problem.” 


Mr. O’Bannon is taking another 
step that some of the sages shake 
their heads about—namely, he is 
moving in on the air-conditioning 
market. He has sold a couple of jobs 
this year, is figuring on others. 


Dispenser Serves Bottled Beer By Glas. 


Bottled beer and ale can be served by the glass from this new dispenser 


introduced by Colvin-Templeton, Inc. 


Increased profits per glass, more 


sales, cheaper handling, and elimination of periodic coil cleaning are 
advantages claimed for this product. 


H. Y. Bassett Joins 
Wolverine Tube 


DETROIT—H. Y. Bassett, a gradu- 
ate engineer with many years of 
experience in brass and copper re- 
search work, has joined the Wol- 
verine Tube Co. organization as a 
research engineer. 

Prior to his affiliation with Chase 
Copper & Brass Co., Inc. at Water- 
bury, Conn. some 10 years ago, Mr. 
Bassett had considerable experience 
in the copper and zinc mines and 
smelters of Mexico and the south- 
west. 

After joining Chase, he spent two 
years in the research department 
handling casting shop and mill pro- 
cedure problems, working on casting 
developments, etc. When Chase 
completed its new mill at Cleveland 
in 1930, Mr. Bassett was made 
assistant metallurgist and_ spent 
seven years there handling mill 
procedure and development sales 
promotional work. 

He left the Chase organization in 
1937 and went with Surface Combus- 
tion Corp., Toledo to take charge of 
that firm’s sales of industrial furnace 
equipment to the non-ferrous metal 
industry. 


Dole Plates Used In 1,000 
Modernized Cabinets 


CHICAGO—During the past two 
years the Reick-McJunkin Dairy Co. 
has again placed in operation some 
1,000 worn out brine tank ice cream 
cabinets through use of DoleCo con- 
version units. 

Reports from the company’s serv- 
ice department state that service 
costs and current consumption of 
these units has been reduced to a 
minimum. 


New Dispenser Serves 
Bottled Beer By Glass 


SAN FRANCISCO—A new beer 
dispenser that serves bottled beer 
and ale by the glass has just been 
introduced by Colvin-Templeton, Inc. 
First of its kind, the new unit is 
claimed to have a number of advan- 
tages over draught beer dispensing. 

Test installations on the _ unit, 
known as the “Col-Temp,” are said 
to have shown increases in sales 
from 51 to 67% in addition to in- 
creased profits per glass, because of 
elimination of waste and handling 
costs. 

In the new unit, beer is dispensed 
directly from  half-gallon bottles 
turned upside down. This method, it 
is said, eliminates the handling of 
heavy barrels and the periodic clean- 
ing of coils. 

The Col-Temp unit is said to main- 
tain a controlled cooling temperature 
and pressure. It is equipped with a 
twin-cylinder compressor, powered 
by a General Electric motor. 

Height of the unit is adjustable to 
fit under any height of bar. Top is 
of Pharlite, burn and stain proof. 
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BEVERAGE COOLERS 
LD sissatoe 


LIM 


Our largest customers 
of many years 4g0 
are still our largest 
customers today. Our 
policy must be right. 
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Universal Cooler Corp., Detroit 


DEALER 
OPPORTUNITY 
OFA MIPBTIME 
GET THE KOCH 
PROPOSITION 
TODAY 
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REFRIGERATORS 
North Kansas City, Missouri _ 
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ppliances 


this Is the Year For Dishwashers, Says 
West Coast Dealer Who Has Sold 20 


OAKLAND, Calif.—‘‘Electric dish- 
washers are good merchandise,” says 
g. T. Gorie, sales manager for the 
Gray Minor dealership. And Mr. 
Gorie ought to know, for he sold 
more than twenty dishwashers during 
the past year. 

Maintaining that the usual prin- 
ciples of common-sense selling, tact, 
and hard work obtain the best 
results with this appliance, as well as 
others, Mr. Gorie places the electric 
dishwasher on the same level as any 
electrical appliance, stressing it not 
more nor less than any other, unless 
the occasion so dictates. Cardinal 
point in his dishwasher sales plan is 
to arrange demonstrations in homes 
of prospects, 

“There is so much entertaining in 
the kitchen these days,’ Mr. Gorie 
says, ‘that the electric dishwasher is 
almost indispensable, not alone as a 
time-saver and convenience, but also 
as an appliance which identifies the 
modern hostess. Women who own 
them would not again be without 
them, even if they do not do their 
own work. 

“When the servants are off duty 
and the hostess serves, she is proud 
to demonstrate her dishwasher, since 
it fits so neatly into the scheme of 
things that it instantly becomes one 
of the most important units.” 

Mr. Gorie pointed out also that a 
“mere man” (and what one is not 
vain about his ability to prepare some 
special dish?) finds the electric dish- 


washer a boon when he has to com- 
plete his job by “doing the dishes” 
after his party. Thus, when the pur- 
chase of a dishwasher is under 
consideration, the man of the house 
enters as a favorable factor of more 
importance than merely as the source 
of necessary funds. 


“Right now is the ‘psychological 
moment’ for dealers to acquire elec- 
tric dishwasher franchises,” says Mr. 
Gorie. ‘Hundreds of thousands of 
people are going to become electric 
dishwasher-minded during the year,” 
judging by the great amount of 
interest the appliance is attracting at 
the Golden Gate Exposition. 


General Electric’s ‘Magic Kitchen” 
at the Exposition, automatic voice 
and action display, which features an 
illuminated electric dishwasher in the 
foreground, is packed for every 
demonstration. Visitors from all 
over the country watch the demon- 
stration of the washer, and are 
“sold” on the appliance. 


“When these people return to their 
homes, they are going to look for 
electric dishwashers at their local 
dealers’ and be disappointed if they 
do not have offers of demonstra- 
tions,” Mr. Gorie declares. 


“If I were a dealer anywhere in the 
country and not showing an electric 
dishwasher, I would be inclined to 
put one in the front window with a 
sign, ‘This is the electric dishwasher 
you saw at the Fair.’” 


low Cost & Convenience 
Are Stressed In Detroit 
Water Heater Drive 


DETROIT—In a drive for com- 
mercial electric water heating cus- 
tomers, Detroit Edison Co. points out 
to local business firms that for only 
10 cents a day, they can enjoy 60 
gallons of 160° water. 


Hot water on demand, at the turn 
of the faucet, is mentioned as a con- 
venience feature of electric water 
heater service; fact that the water, 
once heated, is stored until required, 
and that a tank of just the right 
size can be selected, is pointed to as 
contributing to economy of the serv- 
ice. 


Enclosure is a double blotter-type 
folder. 


Anaconda Copper 


Refrigeration Tubes 


FRENCH ee a ce 


- General Offices; Waterbury, Conn 


Westinghouse Quiz Game 
Promotes Heaters 


MANSFIELD, Ohio — Thermome- 
ters instead of elbows and fingertips 
would be used to tell temperatures, 
if homemakers knew all the answers 
to the question, “How hot is hot,” 
as asked in an entertaining and 
instructive quiz game just issued by 
the water heater section of the 
Westinghouse merchandising division. 

Accompanying the game is a 
handy glass thermometer in which 
are listed correct temperatures for 
the baby’s bath, tepid bath, hot bath, 
water in a clothes washer and elec- 
tric dishwasher, and for hand wash- 
ing of dishes. 

The game itself comprises 50 
questions and spaces for writing 
answers, which may be_ checked 
against official answers on the cover. 

Virtually everyone knows_ the 
normal temperature of the human 
body, but many persons quizzed to 
date have given erroneous answers 
to questions such as, ‘Can hot water 
injure linens?’’, “How hot should 
water be for washing  dishes?’’, 
“What temperature can be especially 
harmful to woolens?”, “What kind 
of a bath is good for physical 
fatigue ?”, and numerous others. 

The quiz game shows the im- 
portance of hot water in promoting 
family health and comfort, and sug- 
gests many ways in which it saves 
time and lightens housework. 


Plymouth Electric Co. Named 
Speed Queen Distributor 


NEW HAVEN, Conn.—Plymouth 
Electric Co. has been appointed dis- 
tributor of Speed Queen washers and 
ironers for the state of Connecticut. 


45 TOWNSEND STREET 


Customer Builders.... 


Trouble-free drives because they are built for steady 
service. Exclusive construction—endless whipcord strength 
member completely floated in rubber and placed in the 
neutral axis—resists destructive internal heat, stretch and 
side-wear. Thus, they remain flexible, strong, smooth 
running, noiseless. 


THE MANHATTAN RUBBER MANUFACTURING DIVISION 
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18,000 Roasters Sold In 
Milwaukee In 1938 


MILWAUKEE—Due chiefly to the 
promotional influence of cooking 
schools and cookie shows, some 
18,000 electric roasters were sold in 
Milwaukee last year, according to 
reports from this city. 

Huge cooking schools, with com- 
plete electric roaster demonstrations 
by home economists of Wisconsin 
Electric Power Co. were responsible 
for many of these sales. These 
schools were open to roaster owners 
as well as to roaster prospects, and 
owners who attended learned many 
new uses of the _ roasters and 
were introduced to innumerable new 
recipes for roaster cooking. This 
new-found information was naturally 
communicated, in time, to the neigh- 
bors at home, and many new cus- 
tomers were obtained in this way. 

The cookie show idea was another 
which stimulated widespread inter- 
est. This promotion, to which the 
general public was invited, took place 
in the utility’s display room, and con- 
sisted of demonstrations by the com- 
pany’s home economists of the many 
different kinds of cookies which can 
be baked in the electric roaster. 


All-Electric Kitchen Installed 


In Peoples Furniture Co. 


SPRUCE PINE, N. C.—An all- 
electric kitchen has been installed on 
the first floor of The Peoples Furni- 
ture Co., General Electric dealership 
operated here by Mr. and Mrs. Arnold 
Phillips. 


Padlocking Oven -. 


Impresses Prospects 


HUNTINGTON PARK, Calif.— 
Padlock the oven door if you want 
to impress your electric range pros- 
pects—that’s the advice of the owner 
and operator of B. L. Russell Co. 
here. And Mr. Russell should know, 
for he’s used this scheme successfully 


himself. Here’s how the stunt was 
worked: 
Twenty-five women who were 


really “‘live’” prospects were invited 
to the store to witness this unique 
cooking demonstration. <A _ large 
turkey, ready to cook, was placed in 
the oven of a stock model electric 
range. Then a man from the local 
utility was called in to rope the oven 
door shut and then to padlock it. 
With the oven in this condition, the 
home economist turned on the cur- 
rent, set the time control, and then 
went on with other demonstrations, 
paying no further attention to the 
oven or the turkey. 


At exactly the right time, she 
went to the telephone and asked the 
utility to send a man to unlock the 
oven. He came and removed the 
padlock, the prospects unwound the 
rope and opened the oven door, and 
there was the _ turkey—perfectly 
cooked! 

The dramatics of the stunt gave 
the prospects something to talk 
about and to remember, and proved 
beyond a doubt that range timing 
could be depended upon. Mr. Russell 
declared that this promotion paid for 
itself immediately. 

Another plan which Mr. Russell 
uses to close particularly “hot” pros- 


13 
pects is to give each one an exclusive 
one-hour lesson in range cooking. 
The prospect is invited to the store, 
where she prepares one dish from 
the store’s supplies, doing all the 
work herself and taking the product 
of her efforts home with her. 

Value of this plan, Mr. Russell 
points out, lies in the opportunity it 
offers to overcome the prospect’s pet 
objection to electric ranges. Perhaps 
she does not think the range will 
bake quickly enough. Perhaps she 
feels that broiling is too slow. But 
whatever the complaint, the’ sales- 
man attempts to determine it before 
the demonstration—and then when 
she comes for her lesson he stresses 
this point as subtly as he can. In 
every case so far, Ms. Russell re- 
ports, the “lesson” has banished the 
objection. 


Kitchen Bureau Slogan Is 
Proved Understatement 


NEWPORT NEWS, Va.—“Electric 
cooking costs half what you think,” 
the slogan currently being advocated 
by Modern Kitchen Bureau as a 
means of wooing new electric range 
customers, proved to be somewhat of 
an exaggeration in an experiment 
conducted by Nachman’s department 
store here. 

This store recently invited 150 
selected prospects to a _ cooking 
demonstration at the store. Food 
equal to 36 meals, or meals for four 
people for three days, was cooked, 
and prizes were offered for best 
guesses as to cooking cost. 

Guesses of the attending range 
prospects averaged 57 cents. Actual 
cost: 26 cents. 
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© HAT’S standing orders for all 

"Tine salesmen on my payroll. 
We can’t afford to overlook any bets 
that may close a sale quicker. 


“And DULUX is one of the best 
little sales-clinchers there is. It’s the 
finish women have dreamed of for 
years. It’s a white finish that stays 
white with minimum effort of clean- 
ing. It is resistant to the hard wear of 
daily service—chipping, cracking 
and grease. It’s the finish with every 


ON EXTERIOR J 
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quality women want... 


and I want 
you to tell ’em about it, every time. 


“Just remember, son, that 80% 
of all refrigerator manufacturers use 
DULUX. There’s a good reason for 
that... and I want you to be sure 
your prospects know it! J know that 
DULUX helps sell refrigerators faster.” 

Feature DULUX in your selling! 
IT PAYS! E.1. du Pont de Nemours 
& Co., Inc., Finishes Division, Wil- 
mington, Delaware. 


"AND REMEMBER ONE MORE THING, 
YOUNG MAN: EARLY IN EVERY TALK, fim 
YOU POINT OUT THE DULUX FINISH! [i 
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Mechanical refrigeration equipment 
must operate without interruption 
for long periods with little or no 
servicing or attention, often under 
most unfavorable conditions. 


That is why Gibson, Norge, Cope- 
land, Stewart-Warner and many 
other makers of refrigerating units, 
valves, thermostatic controls and 
other equipment use Sylphon Bellows 
and bellows assemblies. 


For this highly developed seamless, 
jointless, metal bellows is as adapt- 
able as it is durable . . . equally 
effective as thermostat element, crank- 
shaft seal, packless gland pressure 
diaphragm and for many other uses. 


The product of more than 35 years’ re- 
search and development... originated 
and pioneered by Fulton Sylphon. Our 
engineers are available to help with 
specific applications. Consult with 


them. Ask for Bulletin KO-121. 


THE FULTON SYLPHON si 


_ ROSEVILLE. TENNESSEE ~ 


FORGED BRASS MANIFOLDS 
MULTIPLE INSTALLATIONS 


@ This sturdy manifold is forged brass with heavy integral valve 
outlets designed to accommodate various sizes of valves. Mount- 
ing brackets are also integral with the body and flats for wrench 
grips are provided near the end. 


Manifolds are available with either two or three valve outlets so 
that by joining two or more sections together any required number 
of valves can be used. Each end of each section is provided with 
an inside pipe thread. Each end of each section is also machined 
on the outside to dimensions suitable for STREAMLINE Solder Fit- 
tings, thus the sections may be joined with either 1/2” pipe nipples 
or 1-1/8” solder type couplings or tees.. Connections to the mani- 
fold may also be made either way. The open ends may be closed 
with pipe plugs or solder type caps. 

If two or more sections are to be joined, they may be connected 
straight in line or by means of a tee between two sections or 
between two groups of sections. The tee connection reduces flow 


restriction. 


Order through your jobber. He stocks our complete line. 


MUELLER BRASS CO.* 
PORT HURON, MICHIGAN. 


*With Carrene No. 1 total pressure loss must not exceed 2 Ibs. (40 feet of the size 


pipe shown). 


Table 2—Equivalent Resistance of Various Fittings 
In Lineal Feet of Straight Pipe 


Size of Std. Run Side Bull Close Gate Globe ve 
Pipe Std. 45° Std. Outlet Head Return Valve Valve Valve 
In. Elbow Elbow Tee Tee Tee Bend (Open) (Open) (Open) 

% 1.1 0.6 0.5 2.0 3.0 1.5 0.4 3.1 1.4 

% 1.5 0.8 0.8 2.9 4.0 $.2 0.6 4.5 2.0 
1 2.0 1.0 1.0 3.9 5.0 3.0 0.8 6.0 2.7 
14 $.7 1.4 3.4 5.5 6.6 4.2 1:3 8.2 3.8 
1% 3.5 1.6 1h 7.0 8.0 5.1 1.3 10.2 4.7 
2 4.7 2.0 2.3 9.0 10.1 7.0 7 13.5 6.2 
215 5.8 2.5 2.8 11.0 12.3 8.5 $.1 17.0 8.0 
3 7.5 3.0 3.8 15.0 15.0 11.0 2.8 21.5 10.2 
3% 9.0 3.6 4.5 18.0 17.5 13.2 3.5 26.0 12.0 
4 10.8 4.2 5.2 20.5 19.5 16.0 4.0 31.0 14.8 
4% 12.0 4.7 6.1 24.0 22.0 18.5 4.6 36.0 17.0 
5 14.0 5.2 7.0 27.5 25.0 21.0 5.1 41.0 19.0 
6 18.0 6.2 9.0 35.5 30.0 26.0 6.8 51.0 23.5 
7 20.5 7.2 10.5 41.0 35.0 31.0 8.0 61.0 28.0 
8 25.0 8.2 12.0 50.0 40.0 37.0 9.5 72.0 33.0 
9 27.0 9.2 14.0 55.0 44.0 41.0 10.6 82.0 37.0 
10 32.0 10.5 16.2 65.0 50.0 50.0 12.3 100.0 45.0 


Data obtained from NAPRE Data Book. 


KRUPP VALVES 


Refrigeration e: experts who want to cash in on this big 
reward of customers’ good will should investigate the 
high quality and dependability of KRUPP VALVES. 


Not a newcomer, Cyrus Shank products have been the 


Wtile—_ 


standard of the re- 
frigeration industry 
for over 27 years— 
and they are built to 
meet today’s needs. 
They save and make 
money by giving peak 
performance always. 
Write for prices on 
Water Regulator 
Valves, Dehydrators 
and Strainers. 


SHANK CO 


M PANY 


CHICAGO, ILLINO!5 
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Sizing of Suction and 
Liquid Lines Aided 
By Charts, Tables 


(Concluded from Page 14, Column 3) 
having an orifice equal to the in- 
ternal pipe diameter can be consid- 
ered as a globe valve and in the 
present 14-inch size would be equiva- 
lent to adding 6 feet to length of the 
suction line. 

“There is prevalent an absurd 
practice of ‘rating’ solenoid valves 
in ‘tons capacity,’’”’ declares Mr. Mc- 
Pherson. “This practice is convenient 
put far from the facts. Another 
prevalent malpractice is to economize 
by using a solenoid valve with an 
orifice smaller than the pipe size and 
the effect of this practice on the 
equivalent pipe length is covered by 
a special bulletin which we have 
published.” 

Table 3 showing ‘Comparative 
Pipe Capacity Versus Pipe Length” 
offers a ready means of using the 
two previously described charts for 
suction and liquid lines of lengths 
other than 100 feet. These columns 
indicate the relative pipe size to use 
in order to still have only a 2-lb. 
total suction line pressure loss or a 
5-lb. total liquid line pressure loss 
for various pipe lengths. 

For example, if the suction and 
liquid lines in the examples used 
previously were only 25 feet long, 
lines with only 50% as great a 
capacity as shown would be needed. 
In other words, the installation man 
would use lines having half the 
capacity of ™% inch and 1%-inch 
steel pipe. 

Table 4, “Comparative Capacities 
of Standard Pipe” shows that a 
¥%-inch standard pipe has 1.9 times 
the capacity of %-inch pipe. Hence, 
\%-inch pipe has a sufficient capacity 
for the liquid line. A 14-inch stand- 
ard pipe has 1.6 times the capacity 
of a 1l-inch pipe. Hence, a 1-inch 
pipe is ample for the suction line. 


Dorsey Hines Leaves 
G-E Organization 


BALTIMORE — Dorsey F. Hines 
has resigned as district manager of 
the Baltimore branch of the General 
Electric Supply Corp. He has not 
announced his plans for the immedi- 
ate future. Prior to becoming man- 
ager of the local branch of General 
Electric Supply Corp., Mr. Hines was 
a distributor of the General Electric 
refrigerator line and other major 
appliances. 


Table 4—Comparative Capacities of Standard Pipe 


Size of Pipe 
Inches % M% 38 % %4 1 1% le 2 242 3 34g 4 5 6 7 8 
% 1.0 
A 18 1.0 
5% 3.3 1.8 1.0 
% 5.3 2.9 1.5 1.0 
% 9.3 5.2 ‘2.7 af 1.0 
1 14.7 7.7 4.1 2.6 1.6 1.0 
14% 26.2 14.3 7.8 4.9 2.8 1.6 1.0 
1% 36.0 19.5 10.6 6.6 3.8 2.4 1.3 1.0 
2 58.0 32.0 17.5 11.0 6.9 3.9 2.2 1.6 1.0 
2% 84.0 45.0 25.0 15.7 9.0 5.5 3.2 2.3 1.4 1.0 
3 129.0 71.0 38.0 24.0 13.8 8.5 5.0 3.6 2.2 1:6 .. 2.0 
3% 173.0 95.0 52.0 32.0 18.5 11.4 6.0 4.8 2.9 20. i323 1.6 
4 223.0 122.0 66.0 42.0 24.0 14.7: 8.5 6.2 3.8 SS ae ee 
5 350.0 192.0 104.0 66.0 37.0 23.0 13.3 9.8 5.9 62. 27 289 i65. 10 
6 505.0 278.0 151.0 95.0 54.0 33.0 19.0 14.1 8.6 0 82. .329 23 14° £8 
7 677.0 372.0 202.0 127.0 71.0 50.0 26.0 19.0 11.5 ote 88 809 38 28 £0 
8 878.0 481.0 261.0 164.0 94.0 58.0 35.0 25.0 oe a ae eo i ee fe ee 


1.0 


Table 3—Pipe Capacity 
Vs. Pipe Length 


(Based on 2-lb. total friction) 


Length Pipe 
Of Pipe Capacity 
In Feet Multiplier 
ep averi sandals tones .22 
Bois es tbwas Reon 82 
MRS OLeGs0e eee Fe eeRe .50 
eee er ee <2 
Me 5205555 6 kswean sw oe .87 
ee eer Cee re 1.00 
ERPS Say cee rare 1.23 
ME Set letitenteeeLEwne 1.42 
MGs 465 6454 cb eS SORE 1.74 
MG 6.505505 1.03095 8500s 2.00 
MN devise eb anedaa bee 2.24 
ESS egies a 2.45 
MS Vek co Khe ae oC ate es 2.65 
ere eee 2.84 
MNS 6:4.58460544433 600048 3.00 
NS 64 soe reaneesieues 3.17 
‘Fredericksen Co.’ Now 


Saginaw Bearing Co. 


SAGINAW, Mich.—Saginaw Bear- 
ing Co. has been adopted as the new 
firm name of Fredericksen Co., 
manufacturer of ‘“Sabeco” bronze 
seal rings, seal noses, bushings, and 
bearings, reports Karl A. Agricola, 
general manager. New name has 
been chosen as more descriptive of 
the company’s products. 


J. H. Burke To Handle 
Philco Products 


BOSTON—J. H. Burke Co. has 
been appointed distributor of all 
Philco products in the’ eastern 
Massachusetts and southern New 
Hampshire area. This covers radios, 
refrigerators, and room coolers. 


SPORLAN 
como PERFORMANCE VALVES - 


t . <8 


Serviceman For Anheuser-Busch Is Winner In 
First Tube-Bending Contest Held In St. Louis 


ST. LOUIS — Keen interest and 
competition marked the first refrig- 
eration tube-bending contest held 
by the St. Louis chapter of the 
Refrigeration Service Engineers So- 
ciety at its April meeting in the 
auditorium of the David Rankin 
School of Mechanical Trades. 

Regular Imperial Brass project and 
materials were used in the contest 
which was in charge of Charles 
Anderson, Imperial representative, 
and George Franck, chief refrigera- 
tion engineer. 

Winner was William Blanke, of 
Anheuser-Busch, Inc., who chose a 
paid-up R.S.E.S. membership as his 
prize. His time for the project was 
22 minutes and 5 seconds. E. C. Fix, 
service engineer for Quality Dairy 
Co., turned in a perfect problem, but 


his elapsed time of 35 minutes and 
35 seconds put him in second place. 

In third position was L. L. Voll- 
man, chief installation and service 
engineer for Pevely Dairy Co., whose 
time was 23 minutes and 50 seconds, 
who lost higher ranking because he 
reversed the open end of the project 
in the final assembly. Mr. Fix re- 
ceived a charging and testing unit as 
his award, and Mr. Vollman was 
given a tube-cutter. 

Other entrants in the contest were 
Page Holliday, F. J. Karl, C. Ochs, 
and J. O. Spitznagel. Judges were 
M. Bridges, S. N. Moehler, and R. 
Weickert, and M. Brown was time- 
keeper. Attendance awards went to 
O. H. Gerken (single-cylinder com- 
pressor), Mac Bridges (slide rule), 
and J. Goldberg (thermo valve). 


New Weather Forecast 
Service Offered 


LOS ANGELES — Long-range 
weather forecasts whose accuracy is 
claimed to be in excess of 90%, are 
now being published and distributed 
by Steller-Millar of this city. The 
forecasts are prepared by Dr. Irving 
P. Krick, professor of meteorology, 
California Institute of Technology, 
Pasadena, developer of the “air- 
mass” or three-dimensional method 
of weather forecasting. 

Two types of forecasts are issued— 
one, rredicting the weather in detail 
over the United States for a period of 
five or six days in advance from the 
day the forecast is received by the 
subscriber and second, a monthly 
weather indication which predicts 
the weather trends for the coming 
month, giving amounts of precipita- 
tion expected for the month, periods 
when precipitation will occur and 
various temperatures anticipated. 


Geo. Bright Is Injured 


DETROIT — George B._ Bright, 
popular Detroit consulting engineer, 
is hobbling around on crutches these 
days as a result of a broken leg 
suffered last month. Both bones 
were broken above the ankle, and 
the leg will be in a cast for another 
10 days. 


RUEERIGER ANTS 
{x TRA DRY ESOTOO 


* Available in 3¥2: 
6, 20, 40, 60, 90, 


130 |b. cylinders, 
and in multi-unit 
tank cars. 


VIRGINIA SMELTING 
COMPANY 


WEST NORFOLK, VIRGINIA 
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Commercial Service 


® 
Service Methods on 


Soda Fountains With 


Instantaneous Water Coolers (Cont.) 


By Arch Black and Dean C. Seitz 


(B) Complaint—Warm Water 
from the Draught Arm 


1. CONDENSING UNIT 
OVERLOADED 


Both the Frigidaire instantaneous 
water cooler and the condensing unit 
have definite maximum capacities. 
If either or both are overloaded, the 
exit water temperature will rise 
rapidly. The capacity of the instan- 
taneous water cooler is approxi- 
mately 5,600 B.t.u. per hour. The 
cooler will be overloaded if the 
amount of water drawn per hour 
requires more than 5,600 B.t.u. for 
refrigeration. The condensing unit 
will be overloaded if its rating is 
less than 5,600 B.t.u. capacity at 25 
lbs. suction pressure. This means 
that either a % or a %-hp. condens- 
ing unit may be overloaded. 

Inasmuch as_ an_ instantaneous 
water cooler removes the heat from 
the water as the water passes 
through it, to obtain the maximum 
capacity given in the paragraph 
above the water must be evenly and 
uniformly drawn throughout the en- 


tire period of the hour. In other 
words the capacity of the instantane- 
ous cooler is approximately 100 
B.t.u. per minute. From this figure 
can be calculated the amount of 
water which may be cooled each 
minute. 


To determine definitely if the con- 
densing unit -is overloaded, place a 
suction pressure gauge on the suction 
valve at the crankcase. If the pres- 
sure while water is being drawn 
remains above 30 lbs., the chances 
are that the condensing unit is too 
small to handle the installation. 


The entire installation should be 
recalculated and a compressor recom- 
mendation given to the local agent 
or distributor of the soda fountain 
manufacturer. Before definitely de- 
ciding that either the condensing 
unit or the instantaneous cooler or 
both are overloaded, the remaining 
possible causes for warm water 
should be checked carefully. 


2. EXPANSION VALVE NOT OPEN 
SUFFICIENTLY WIDE 


If the thermostatic expansion valve 
supplying the instantaneous cooler 


with refrigerant is not open wide 
enough, the instantaneous cooler will 
not receive as much refrigerant as it 
requires. Under these conditions the 
level of the refrigerant in the instan- 
taneous cooler will be lower and a 
portion of the water cooling coil will 
not be immersed in the low pressure 
liquid refrigerant, but will be in the 
gas stage above the refrigerant level. 

This condition will greatly reduce 
the capacity of the instantaneous 
cooler and will permit warm water to 
be delivered from the draught arm. 
The suction line from the instan- 
taneous cooler will be practically at 
room temperature. 

The remedy is to open the expan- 
sion valve by turning the adjustment 
in, or clockwise, until the suction 
line shows a trace of frost at the 
point where it leaves the LTV-20 
valve. The expansion valve should 
not be open so wide that a hard 
frost forms on the suction line from 
the LTV-20 valve but that merely a 
trace of frost forms, which readily 
disappears. 

All adjustments of the water cool- 
ing thermostatic expansion valve 
should be made with the condensing 
unit in operation and with water 
drawn from the draught arm as in 
normal service. 


3. LTV-20 VALVE ADJUSTED 
TOO WARM 


The normal adjustment of the in- 
stantaneous cooler pressure regulat- 
ing valve is obtained by removing the 
adjusting screw completely and then 
screwing it in approximately two 
revolutions after it touches the ad- 
justing spring. By allowing water to 
run very slowly, the minimum tem- 
perature of the water can be checked 
with a thermometer. It should not 
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CONDENSING UNITS 
FOR REFRIGERATION 


AIR CONDITIONING 
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ar Commercial Refrigeration Equipment was 
announced in April of 1937. From the start 
of our merchandising activities we have used 
Air Conditioning and Refrigeration News to 
carry our message fo the industry. 


“Our results have been so productive that 
_ we have found it economical and profitable 
‘* to increase the schedule each year as indicated. 


1937 space used: 
1938 space used: 
1939 schedule: 


-- W. C. Allen, V. P.-Sales, Modern Equipment Corp. 


216 column inches 
424 column inches 
656 column inches.” 
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advertising has enabled them to 


“established” in the industry and attain their desired 
sales quotas in the shortest possible period of time. 


“News” exerts a wide circle of 


Air Conditioning & Refrigeration News 


“The Newspaper of the Industry” 


industry and manufacturers 
bringing new products into the market have frequently 
found advertising in the “News” to be extremely helpful. 
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be allowed to leave the draught arm 
at a temperature below 37° F. To 
lower the temperature the adjusting 
screw may be turned out, or counter- 
clockwise. To raise the temperature 
turn it in, or clockwise. 


4. VERY SHORT OF 
REFRIGERANT 


If the instantaneous water cooler is 
extremely short of refrigerant, prac- 
tically no refrigeration will be 
obtained in the water cooler and 
warm water will be delivered from 
the draught arm. Under these con- 
ditions, the expansion valve will hiss 
continuously and the liquid line sight 
glass will ‘‘flash.”” The remedy is to 
add refrigerant until the expansion 
valve no longer hisses continuously 
or until the sight glass shows no 
further bubbles. 


5. TOO MANY GLASSES OF 

WATER DRAWN WITHOUT 

CLOSING THE DRAUGHT 

ARM FAUCET 

As stated above, the instantaneous 
water cooler removes the heat from 
the water as the water flows through 
_the coils inside the cooler. There is 
no reservoir or cold water standing 
in the cooler. It holds approximately 
2% glasses of water. If five or six 


What's Gone Before In This 
Series on Servicing 
Soda Fountains 


The following is an index to 
the previous articles in this series 
by Arch Black and Dean C. Seitz 
on the servicing of soda fountains, 
counter-type freezers, and low- 
temperature cabinets. 


Introduction—Oct. 19, 1938. 

Different Kinds of Refrigeration 
Systems Used in Soda Fountains— 
Nov. 2. 

Design of the Two Boiler Creamer 
Unit With General Service Instruc- 
tions—Nov. 9. 

Exact Knowledge Needed in Mixing 
of Brines and Filling Brine Tanks 
Used in Soda Fountain Refrigeration 
—Nov. 16. 

Service Complaints & Instructions 
for the “Two-Boiler” Soda Fountain— 
Nov. 23, Nov. 30, Dec. 7, and Dec. 14. 

Operation of One-Boiler ‘Thermo- 
Syphon’ Soda Fountain—Dec. 21. 

Service Complaints and Instructions 
for One & Two-Boiler Thermo-Syphon 
Systems—Dec. 28. 

Service Complaints and Instructions 
for ‘Three-Boiler’ Soda Fountain Sys- 
tems—Jan. 4, 1939. 

Service Methods on Cooling Systems 
for Jar Enclosure Section of Soda 
Fountains—Jan. 11. 

Operation of ‘1928 Liquid Hook-Up’ 
—Jan. 18. 

‘1939 Liquid Carbonic’ Scda Foun- 
tain Operation Outlined for Servicing 
—Jan. 25. 

Hook-Up & Operation of Controls 
in 1935 Carbonic ‘F-12’ Fountain— 
Feb. 1. 

1936 Liquid Carbonic Soda Fountain 
—Feb. 8. 

Two Cold Controls & Two Solenoid 
Valves Used in Late Russ System— 
Feb. 15. 

How Control Valves Are Used in 
Three Circuits of Russ 1936 Fountains 
—Feb. 22. 

Refrigerant Charge, Line Sizes & 
Control Setting for Direct Expansion 
Fountains—March 1. 

Correct Methods of Testing Solenoid 
Valves and Cold Controls—March 8. 

Analysis of Service Complaints on 
Fountains Made & Remedies Given— 
March 15, March 22, March 29, and 
April 5. 

How Instantaneous Water Coolers 
Are Incorporated in Soda Fountains— 
April 12. 

Refrigeration Hookups for Soda 
Fountains Using Instantaneous Water 
Coolers—April 19. 

Installing & Servicing of Controls 
for Instantaneous Water Cooler Foun- 
tains—April 26. 

Correct Charging & Setting of Con- 
trols for 1937-1938 Fountains Described 
—May 3. 

Service Complaints on Fountains 
With Instantaneous Water Coolers 
Analyzed—May 10. 


$$ 


glasses are drawn in rapid succes. 
sion without closing the draught 
arm, the cooler will not have a chance 
to refrigerate the water as rapidly as 
it passes through it. No more than 
three or four glasses should pe 
drawn without closing the faucet. 

The very short interval of time 
which the condensing unit gains by 
closing the faucet is the secret of 
obtaining maximum efficiency from 
an instantaneous cooler. These are 
the instructions for drawing both city 
and soda water, and should be given 
to both the owner and the operaior 
of the soda fountain. 

A leaky draught arm is a very 
expensive luxury for the owner of 4 
soda fountain. Water leaking from a 
draught arm will cause the condens- 
ing unit to run unneccessarily. Both 
the owner and the operator of the 
soda fountain should be cautioned on 
the point. 


6. HIGH PRESSURE CUT-OUT 
STOPS CONDENSING UNIT 


The remedy is to locate and correct 
the source of the high pressure. 


7. LIQUID LINE OR SUCTION 
LINE VALVE CLOSED 


Both the cause and the remedy are 
obvious. 


8. LIQUID LINE STRAINER 
PLUGGED 


Replace the plugged strainer. Any 
other restriction in the liquid line 
will produce the same result. 


9. FUSE BLOWN 


If the condensing unit is not 
operating when the service engineer 
arrives, the first point to check is 
the electric circuit. If a fuse is 
blown or an electric switch pulled, 
the remedy is obvious. 


10. WATER RUNNING THROUGH 
THE INSTANTANEOUS COOLER 
BACKWARDS 


If the water runs through the 
instantaneous cooler in the wrong 
direction, warm water will be de- 
livered before the expansion valve 
opens to refill the cooler with refrig- 
erant. The inlet and the outlet of the 
instantaneous cooler are plainly 
marked and should be carefully 
followed in making any changes. 
The water enters the instantaneous 
cooler at the top and leaves the 
cooler at the bottom. The city water 
should be connected to the coil 
labelled “C-U.” The soda _ water 
should be connected to the coil 
labelled “SS.” 


THERMOSTATIC EXPANSION 
VALVE BULB HAS LOST ITS 
CHARGE 
The only remedy is to replace the 
thermostatic expansion valve with a 
new one. 


11. 


Valves and Fittings 


Kerotest Manufacturing 
Pittsburgh, Pa. ' 


Electrimatic 


SOLENOID VALVES 


for FREON—METHYL—S0O,z 
Flanges for pipe or OD tube. 
Manual Opening Stem. 

External Strainer Optional. 


THE ELECTRIMATIC CORPORATION 
2100 INDIANA AVE., CHICAGO, ILL. 
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a 5 T se R fs Pp F Id | d the various features of the Iron 
ces. romotion folder Issve Fireman unit, this folder pictures the 
ight elevision eceivers application of the stoker in the mod- 
ance : ern home and tells how it can save 
y as e2w L 76 } UC ts Planned By G-E By Iron Fireman the homeowner time, labor, and 
chan money. 
be BRIDGEPORT, Conn.—Five tele- CLEVELAND — A colorful new Operation of the unit is explained 
. é vision receiver models, ranging from promotion folder has been issued by in detail by a colored diagram, and 
time a picture receiver with sound con- Iron Fireman Mfg. Co. to describe | the difference between a stoker-fed 
| by ; verter to consoles combining tele- | itS 1939 line of domestic stokers. fire, hand-fed fire, and an oil or gas 
os Puffer - Hubbard Markets Ice Cube Makers Added vision and all-wave radio, nace haven i Besides illustrating and describing | fire is illustrated in a similar manner. 
rom announced for spring production by 
are Dry-Storage Type To Gloekler Line the General Electric radio and tele- : 
city vision division. eo Dhe Go) ages Te 
lven . i ; 
stad Beverage Cooler PITTSBURGH — Two ice cube The sets covered by the present niginad a 
makers, of 20 and 50-lb. sizes, have Sap her gt po ag ig — — WE LD ED STEEL | a 
very MINNEAPOLIS — Puffer-Hubbard | Just been added to Gloekler’s 1939 | oO caine to B, H. Vogel, manager of Commercial 
of a Mfg. Co. recently has put on the — refrigeration equipment tins dtelahin. f 
ma market a dry-storage type bottled ; : : Smallest set in the new line is the 
ens- peverage cooler which is said to ‘Twenty-pound model is equipped HM-171, which is a table-type pic- 
30th intai temperatures through- | With eight ice trays, with a capacity : : 
maintain even peratures throug: : : : ture receiver with sound converter. 
the the storage compartment through of 256 cubes, and is 44 inches high, : sigs 
out gs Pp & 26 i : : It can be used to receive television 
j aad : inches wide, and 24 inches deep. 
on use of a forced-air cooling system. Shanter 3 : pictures without sound, or can be 
ler is made in lengths of xterior is of baked Dulux, with : 3 : 
The coole doors of heav used in conjunction with special 
: y gauge steel, and 4 : ” : oi * ay 
iT 50 inches, 6 feet, and 8 feet, and is | . : ‘ F types of radio receivers which will Tyler’s original welded steel construction is 
; . inches of insulation. Tray front is y & - , 
adaptable for either self-contained or ; be made available later still the most advanced in the commercial 
remote installation of compressor. | Porcelain, and bottom compressor The table model employs a 5-inch refrigeration field. And the 1939 line is the 
rect Service standard for self-contained | C°™Partment panel is removable. picture tube, included in the comple- greatest ever. New improvements include 
unit adds 30 inches to the cabinet’s Fifty-pound model has Dulux in- ment of 17 tubes Front controls wider doors, for greater accessibility; wider 
ati terior, chrome hardware, and stain- | ! } , front glass for increased visibility and new, 
N engtn. ; . : ; include brightness, contrast, focus, patented NON-GLARE lighting system for 
Standard top is 14% inches wide, | less steel shield in front of the trays. | o14 tuning, and rear controls include brighter display. 
but a special 19%-inch top covered | It has 16 trays, with a capacity of | 1oyizontal and vertical size, hold 
are ith linoleum i ilable at ext 576 cubes per freezing, plus two : Rees : : THE BIG VALUE LINE 
with Hnoleum 18 available at extra . . centering, and distribution. The set 
cost. pas od oe jie 108 heen » a stands 14% inches high and is ap- Complete line covers wide field. 
Normal capacities range from 320 | 4dditional ice Capacity oO Ss. for : : : uilt rom experience with thou- 
: to 640 12-ounce bottles, and maxi- | storage. This model is 64 inches | Prumemagcy 20 inches wide and 10 on ph ny mele good 
i mum capacities from 384 to 768 | high, 26 inches wide, and 24 inches | 44040) HM-185 is a console-type suet teley't Remade whi Teles 
rd bottles of this size. Normal cooling | deep. television receiver for both sight and and make more money. Write NOW 
to range from 240 bottles in the . tube. It has 18 tubes in all. and is Boston Office: 688 Beacon St. 
not unit. The capacities are rated on a : approximately 18 inches deep. Con- 
neer 24-hour basis. Said To Cut Costs trols are similar to those on the 
c is _In operation, warm air, after be- smaller set with the addition of 
> is ing = into vr oe a volume and tone control. 
led, circulator, operate y a %%5-hp. Model HM-225 is a console-type 
motor, is forced through a special television receiver for sight and ADD $ $ $ TO YOUR ~ 
“no-frost” 12-tube coil, down along sound employing 22 tubes, including E 
ER the cabinet, and thence upward uni- maining console models, the HM-226 
formily around the bottles. Bottles and the HM-275, combine all-wave 3 
the nearest the coils get no colder than radio and television receiver features. 
‘ong those anywhere else in the cabinet, The former employs 29 tubes and the 
de- it is claimed, because the coils are latter 30 tubes, including a 12-inch 
alve separated from the storage space by picture tube. Each has a_video- L O C K E R S 
rig- a steel coil casing. Damper regulator of simplified sound, power, and radio chassis. 
the Heavy tinned wire racks keep the design in square and round ducts. Approximate price range of the | “Cash-in” on the growing popularity of 
inly bottles off the floor, and permit air a new television receivers is from $250 | Cold Storage Food Locker Plants, NOW. 
ully circulation beneath them. Cross TOLEDO—A new damper regu- | to $1,000. Get the details about the unusual sales 
ges. partitions are adjustable for various | lator of simplified design, claimed to opportunity afforded by A-S-E Froz-n- 
ous loads. Sides, front, and back are of | effect considerable saving in installa- Food Lockers. Dealers are making good 
the white and black Dulux, and slide- | tion time, has been announced by Spray Nozzles For Use In profits. 
ater type doors are of black porcelain. | Joal Mfg. Corp. Th : ASE F . 
coll Insulation is 3 inches in sides and Use of a square-sided bolt as an Conditioning Announced ere is an A-S-E Froz-nFood Locker 
. : , for every cold storage food locker plant 
ater top, and 4 inches at the bottom. axis that fits snugly on clips at each requirement—size, type and arrangement 
coil side of the damper plate and anchors CHICAGO—A new line of spray | for practical, economical _ installation. 
E A iF > it, the bolt fitting in a V-groove in nozzles for use in air conditioning Sturdy construction eliminates costly 
vaporator Pp ication the damper plate so the axis is | i, qustrial washing, and ehensinai ari Plenty of  sales-producing ‘ 
ON 7] 7 properly centered, is said to make a eatures. fe iy i 
5 Cataloged By Recold possible the elimination of nuts, peoovenes hes bem Snremueed ty 4 M4 6 { 
‘ Spraying Systems Co. here. Write for complete information about 
bolts, rivets, and sheet metal screws. The “flat atomizing” spray nozzle | A.SE F I P a tock 4 i a ig Tiskil ll 
the LOS ANGELES—Evaporators for When tightened the installation is | i, available in %4 and %-inch male or en dlhciinrnt teint secs tcn a be coarser 4 Msn Mc 
ha all refrigerants and for a_ great | said to be chatter-proof and air-tight. female pi connection, and capaci- 
variety of applications are listed in | Increased rigidity prevents sag or prea th 4 prose 0.2 ‘i 5 m4 - a L L * S TEE L- E Q U 5 P Cc ‘@] M P A ri Y 
=, the latest tal f “Recold” 4 buckling. & 5 &-P. ge INCORPORATED 
OSL Catalog O ee Svapo & 40 lbs. pressure. A number of differ- ‘ — 
rators manufactured and distributed ent spray angles are available 1517 Kensington Avenue Avrora, Illinois 
by Refrigeration Engineering, Inc. H Standard stock construction is brass 
Particularly featured are two Pleasantaire Adds a with Monel Metal strainer. Other 
evaporators of the blower coil design. : : entiain cam be mneciiel. and the 
One of these is a low temperature unit | Window-Type Units | retsls can be specified. and the THE PROFIT LINE FOR '39 
adaptable for temperatures down to capacities. 
—40° F. and using ordinary faucet WASHINGTON, D. C.—Two new Refri ac 
water to remove frost accumulation. | window-type air-conditioning units etrigerator an Sener anew 
The other is a “Humid Air” unit said | have been added to the Pleasantaire Cable Connector Introduced sales go together. SHERER offers 
to assure high humidities plus maxi- | line. : a complete line of cases, coolers 
mum evaporator capacities, and to Smallest is the “Northwind,” a By Howell Device Co. and boxes to be sold with your 
have improved air distribution (275 14-hp. air-cooled room cooler with a compressors. 
fp.m. compared to 600 f.p.m. in the | recommended retail price of $139.50. CLEVELAND—tThe “Joggle-Joint,” Write for catalog and franchise 
conventional blower coils). Other unit is of %-hp. capacity and | a quick-acting cable connector de- details, mentioning territory desired. 
Also listed in the table of contents | also air-cooled type, designed to cool | signed as a means of joining cables , 
are dough retarding units, ice | and dehumidify rooms up to 3,500 | quickly and permanently, has been SHERER-GILLETT CO., Marshall, Mich. 
makers, flooded evaporators, fin coils, | cu. ft. It has a retail price of $229.50. | marketed by Howell Device Co. here. Manufacturers of Refrigerated Display and Storage Equipment 
showcase coils, circulator coils, and Model C-3 Pleasantaire unit is The connector is locked while in 
drip pans. being continued for the fourth year, | use, and can be disconnected only 
In addition to product descriptions | retailing at $169.50. In addition to | by deliberate manual action, it is - ee a 
d specifications, this 68-page cata- | cooling, dehumidifying, cleaning, and | claimed. It consists of two ends, 
an 
log gives page after page of general | circulating air in summer, this unit | exactly alike, with insulator cover. 
data on refrigeration engineering, in- | is claimed to bring in outside air | These ends are sweated or soldered 
cluding heat load computations, | through a spun glass filter, to | onto the cable to be _ connected, 
Proper storage temperatures and | exhaust 25 c.f.m. of stale inside air, | pressed together, and _ interlocked. 
humidities for various perishable | and to remove a pint of moisture | To unlock the joint, the procedure is 
Products, ete. from the air per hour. reversed. 
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Raises Operating Back Pressures When we promise FASTEST SERVICE on all 
S Coil Capacity of your orders for 
. ; cept ive unit which AIR CONDITIONING AND 
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REFRIGERATION PARTS AND SUPPLIES 
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an exclusive feature. 
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THE BUYER'S GUIDE 


M 


iLLS 


COMPRESSORS 


for Commercial Use 


Mills Novelty Company * 4100 Fullerton Avenue ®* Chicago, Illinois 


A‘BiiZZARD-FROM-THE-WEST- That has everthing 
NOs NE 


Territories Now Open * Write for Particulars 


g AT TENTION sere 


AND APPLIANCE DEALERS 


WEBER SHOWCASE & FIXTURE C 


5700 Avalon Boulevard * Les Angeles, 
Cable “Weberco” 


Established 1902 


California 


REMPE 


FIN COILS and PIPE COILS 


AUTODRAFT 
For Walk-In Coolers 


UNIT COOLERS For 
comfort and low temperature Cooling 


REMPE CO., 340 N. Sacram 


for Refrigeration 
and Air Conditioning 


ento Blvd. CHICAGO 


“ at 
REFRIGERATION © 


OILS - FINNED COILS - TUBI 
SERS - FREON rt a 


S - SHELL AND TUBE WATE 
- UNIT COOLERS - BAU 


LOT TYPE WATER COOLERS - ACCC 
ORS - HI-PEAK STORAGE WATER COOLERS - OIL SEPARATO 


aCMR | 


G COILS- AMMONIA SHELL AND TUBE 


- EVAPORATIVE CONDENSERS - BRINE 
R COOLERS - DRY EXPANSION WATER 


M- 


_ LIQUID RECEIVERS - SPECIALTIES i 
of the above units made to use with Freon, Methyl Chloride and Am 


_ ACME INDUSTRIES, INc. | 


MICHIGAN 


CHIEFTAIN FACTS: 


Message 


No. 40 


Has Tecumseh something new to offer? 
Yes! Watch for our new heavy duty commercial units. 


TECUMSEH PRODUCTS 


Canadian distributor: Refrigeration 


CO., TECUMSEH, MICH. 


Supplies Co., Ltd., London, Ontario 


DOORS THAT GLORIFY THE CABINET 


HE Ace Hard Rubber 

“Loxit” units (doors, rails, 
jambs) are the last word in 
modern display refrigeration 
door equipment. They not only 
improve the appearance of 
your cabinets but the service 
obtained. Eight out-standing 


engineering features have won 


the enthusiastic endorsement of 
manufacturers and dealers 
alike. For detailed information 
and prices write to: American 
Hard Rubber Co., 11 Mercer 


St., New York... 
Washington St., 
. » » Akron, Ohio. 


111 West 
Chicago, Ill. 


ACE “LOXIT’ -e DOORS 


cost of 


= et 
et, eee 
aa ee 
Papin ea 


— 
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arth. 


SHAFT SEALS 


Increased customer good-will and lowered 


of Rotary Shaft Seals. A trial will prove 
their superiority. 

IMPROVED MODELS © LOWER PRICES © SEE YOUR JOBBER 
ROTARY SEAL COMPANY [& 
£03 West Madison Street, Chicago, Ill. — fies 


CONTINENTAL EUROPEAN OFFICE: Waldorpstraat 
52, Den Haag, Netherlands. CANADIAN OFFICE: 
382 Victoria Avenue, 


OTARY 


maintenance always follow the use 


Westmount, Montreal. 


Where New Conditioner Fits In 


Damper 
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Refrigerating — Furnace 
Machine oil 
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Diagram showing contemplated position of Universal Cooler ‘package’ 
cooling unit in relation to other parts of a central forced air system. 


Universal Cooler Has 
New Residence Cooler 


(Concluded from Page 1, Column 4) 
finished in plain or crackle finish 
and may be painted any specified 
color. . 

Dimensions of the cabinet, which 
has rounded corners, are 40 inches 
wide, 22% inches deep, and 50 inches 
high. Overall weight is about 900 
Ibs. 

All refrigerant connections are 
made and the unit is completely 
charged at the factory. Only simple 


‘Innards’ of Home Cooler 


electrical, plumbing, and sheet metal 
connections are necessary to com- 
plete the installation. 

Control is by means of a thermo- 
stat located in the residence or 
situated in the return air duct. The 
conditioner may also be controlled 
by means of a manual switch. 

Following its sales policy, Univer- 
sal Cooler is offering the unit to 
warm air furnace and winter air- 
conditioning manufacturers for re- 
sale to their dealer organizations. 


Utica Radiator Units Used 


In Fair's Swiss Pavilion 


NEW YORK WORLD’S FAIR — 
Three air-conditioning systems have 
been installed in the Switzerland 
Pavilion here by the Utica Radiator 
Corp. One 15-hp. unit is used to cool 
the Swiss restaurant, another of the 
same size serves the exhibition hall, 
while a 3-ton unit maintains proper 
temperatures in the cheese caves. 

Tony Sarg’s Theater is conditioned 
by a Utica 5-ton unit. 

Demonstration of a Utica air-con- 
ditioning system will be made in the 
Home Building Products building. 
This live exhibit will include a 
washed air conditioner, a 5-ton re- 
frigerating compressor, a new O B 
series oil burning boiler, hot water 
storage system, radiators, convectors, 


ducts, grilles, and controls. 


Cool-Wave To Be Sold 
On ’$15 Down’ Basis 


PHILADELPHIA—Newspaper ad- 
vertisements, cartoons, spot radio 
announcements, telegrams, window 
streamers, office cards, fans, blotters, 
and movie slides are included in the 
new assortment of promotional and 
advertising material prepared by 
Philco to aid in merchandising the 
“Cool-Wave”’ air conditioner which it 
is marketing. 


Every medium employed will em- 
phasize the fact that air conditioning 
for home and office is a present-day 
reality, not something to be looked 
for in the future, and that it costs 
little if any more than a good radio 
and can be purchased for as little as 


$15 down. The whole campaign is 
designed to tell this educational 
story. 


Also just off the press is a four- 
page rotogravure tabloid newspaper 
featuring Philco’s new ‘‘Conservador” 
electric refrigerator. 


High Men In Bendix 
Spring Drive Win 
Cruise To Havana 


SOUTH BEND, Ind.—Winding up 
a spring sales drive based on g 
women’s comparison contest and g 
retail competition, 500 dealers, dis. 
tributors, and factory officials of 
Bendix Home Appliances sail May 1g 
on a 10-day cruise to Havana aboard 
the liner Veendam. 

A mass visit to the New York 
World’s Fair will precede the party's 
embarkation on the liner at Hoboken, 
The trip was arranged by Parker H. 
Ericksen, advertising and sales pro- 
motion manager, and H. K. Lyons 
of the Bendix staff. 

Tying-in with the spring sales 
drive was a comparison contest for 
housewives, with 150 home laundries 
as prizes for the best 50-word letters 
contrasting the old and new methods 
of laundering. 

Distributors whose dealers led the 
field from a percentage of quota 
standpoint were: 

Leo J. Meyberg Co., Los Angeles 
and San Francisco; Harper-Meggee 
Corp., Seattle; Walther Bros. Corp. 
New Orleans; Federal Distributing 
Co., Kansas City, Mo.; Electric Lamp 
& Supply Co., St..Louis; L. C. Wis- 
well Co., Chicago; Midwest Timmer- 
man Co., Davenport, Iowa; M & M 
Co., Cleveland; Motor Parts Co., 
Philadelphia; E. B. Latham & Co, 
Newark; Republic Distributing Co., 
Grand Rapids, Mich.; Bruno-New 
York, Inc.; Keller Distributing Co., 
Springfield, Mass.; J. A. Williams 
Co., Pittsburgh; and Roskin Dis- 
tributors, Boston. 


Conditioners. 


can pay. 


New York, N. Y. 


NIAGARA TYPE X—a gy aged 


of food product Fan Coolers, Aero Condensers, Air 
New advantages: 
spray pump. Capacities 
markets—satisfying customers’ needs at prices they 
Write for complete information. Address 
NIAGARA BLOWER CO., Dept. AR, 6 E. 45th St., 


centrifugal fan, £& 
1% ton up—creating new 


. FAN COOLER 


shooters. 


(1) Methyl Chloride (2) Sulphur Dioxide 
Good sense says: “take to cover’ when these enemies of 
the serviceman’s eyes, nose, throat and oe 

lungs go sniping—for they never miss. 


The outfit illustrated is easy to buy 
(inexpensive); easy to carry (light); 
easy to use (comfortable). 
set with er for the three sharp- 
ee a 
order direct today—only $12.85. Will 
pay out the first time used. 


CHICAGO EYE SHIELD CO 


(3) Ammonia 


Comes all 


your Jobber’s, or 


2352 WARREN BLVD. 
ILLINOIS 


CHICAGO, 


AARC Ii 


Refrigeration 
Products 


Vv Check These Money-Makers Into Your Stock Now! 
The Patented LARKIN COIL 


HUMI-TEMP Units 


DISSEMINATOR Pans 


Instantaneous WATER COOLERS 


Today—See Your Jobber or Write Direct to 


LARKIN COILS, 


Branch Factory, 


57-59 Eleventh St., New York City 


General Offices and Factory 
519 Fair Street, S. EB. 
ATLANTA, GA. 


Inc. 


—_—_—— 


9 RJS-830 Offers All of These 
Zs \MPORTANT FEATURES! 


Ts small, sturdy, precision-built general replacement control - - 
which fits the majority of new model household refrigerators having 
overload protection built in the motor - - gives you these outstand- 


ing advantages: - - 


1. Outside Differential Adjustment 


2. Adjustable Dial Pointer 


3. Adjustable Mounting Brackets 
Easily and quickly installed. Low priced. Completely dependable. 


anco Fis) See 
Columbus,Ohio,US 
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Gay Engineering Named| Varied Program and Illinois Utility Group A 
es T BUYER’S GUID 

Carrier Sales Outlet Inspection Trips To Invite Complaints HE Eb 
| . ‘ * ‘ 

In For West Area Await ASRE On ‘Unfair Methods 
ig up nail F Pare me 55 Years 1886 
I one rom Page 1, Column ao i 
on a ( yen «Abts . : (Concluded from Page 1, Column 3) (Concinted from Page 1, Column 2) SERVICE 1939 PERCIVAL Line 
ind a tion, and heating equipment. facture of chocolate, the air-condi- | Chicago; C. G. Bennett, Public Serv- 4 meets EVERY NEED ! 
, dis- Under this arrangement, the Gay | tioning equipment in the windowless | ice Co. of Northern Illinois, Chicago; 
Is of organization, headed by Norman H. | office building, and the city’s huge | E. J. Bogan, Central Illinois Light Includes Coolers, Reach-In Refrigerators, 
ay 18 Gay, will install Carrier equipment | ice-skating rink. Co., Peoria; A. P. Lewis, Central haey oot fe md ae ‘oar “and 
board except in specialized cases requiring C. V. Patterson of York Ice | Illinois Electric & Gas Co., Rockford; Percival Condensing Units. 


equipment to meet extraordinary 
York conditions. In its 34 years in busi- 
ness, the West Coast company has 


arty’s 
weld made installations totaling more than 
er HL $40,000,000. 
. Dro. Carrier engineers have been added 
Lyons to the Gay technical organization, 
and Carrier will continue to maintain 
sales an office and warehouse in Los An- 
t for geles. 
idries 2 
etters > ® 
thas & Salesmen’s Union Seeks 
d the Reduction In Dealers 
quota 
(Concluded from Page 1, Column 2) 
geles Unless distributors do limit their 
eee outlets, Mr. Burbank says, he feels 
~Orp., that “the distributor’s usefulness, 


uting particularly in the sale of refriger- 
Lamp ators, will shortly be at an end.” 


Wis- His guess is that, in a “dog-eat-dog”’ 
wag market, the distributor will disappear, 
& M to be replaced by a “key” dealer. 
Co., Smaller dealers would carry only 
Co, floor samples, drawing from the key 
Co., dealer’s stock except for carload 
“New purchases. 
Co, Touching on what _ distributors 
liams might do to stahilize the price situa- 
Dis- @ tion, Mr. Burbank rated the small 


“man and wife” dealership as one of 
the principal barriers to _ price 
maintenance, since their only appeal 
is one of cut-prices. 


PENN Leads in 
AUTOMATIC SWITCHES 
AND CONTROLS © 
= — Write for Catalog wae 
PENN ELECTRIC SWITCH CO. 


GOSHEN, INDIANA 


Use CHICAGO SEALS 


for seal replacements 


The Most Accurate Control 
Valve for Small 
Capacity Systems 

The ‘‘TK’’ Thermo Valve 


Alco Valve Co., St. Louis, Mo. 


BUSH FINNED COILS 
COOLING — HEATING AN 
— AIR CONDITIONING 


BUSH MANUFACTURING 
HARTFORD, CONN. 


| For Information on Motors 


FOR ALL TYPES OF 

Air Conditioning and 
Refrigeration Equipment 
WRITE TO emanne.ana 


Waéner Electric Corporation 


ST LOUIS, MO 


S44 PLYMOUTH Ave 


eration and Air Conditioning 


|PARTS- TOOLS -SUPPLIES 


holesaleOnl 
SUPPLY CO. 


2732 N. ASHLAND AVE 
CHICAGO peLeINOoUS 
Write for catalog on your letterhead 


COMMERCIAL 
REFRIGERATORS 


World's most complete line 

commercial cabinets — 
13 to 84 cu. ft. capacity. 
Mt Ow & &-7 


MFG. COMPANY * GALESBURG. ILL 


AAS UPERIOR 


DIAPHRAGM PACKLESS VALVES - 
MANIFOLDS + ACCESSORIES 
AND FITTINGS ~ FOR THE 


REFRIGERATION AND AIR 


| in the hotel. 
played Sunday and Monday, and an 
| effort will be made to complete the 


Machinery Corp. will present a paper 
on “Refrigeration at the Hershey 
plant,” which will be discussed by A. 
B. Snavely, engineer in the Hershey 
organization. 

One change has been made in the 
Monday technical session, which will 
include a variety of timely subjects. 
H. G. Tanner, A. F. Benning, and W. 
F. Mathewson of R. & H. Chemicals 
will present “Thermodynamic Prop- 
erties of Methyl Chloride,” instead of 
the paper on another phase of that 
subject originally scheduled from 
E. H. McGovern. 

Opening the Monday session, D. D. 
Wile of Savage Arms Corp. will 
present a paper on “A Portable 
Calorimeter for Small Compressors,” 
and Charles A. Peters of the U. S. 
Department of the Interior will fol- 
low with a discussion of air-condi- 
tioning installations in government 
buildings in Washington, D. C. 

Leon Buehler, Jr. of Frick Co. and 
Louis De Markus of Louis De Markus 
Co., Pittsburgh, will give a paper on 
the “Handling of Brewery Fermenta- 
tion Gas.” George Hulse, A.S.R.E. 
vice president, will chairman the ses- 
sion. 

Interesting new developments in 
refrigerated transport will feature 
the Tuesday morning technical ses- 
sion, at which Chégter Lichtenberg, 
vice president, will be chairman. 

H. M. Harrington and L. M. S. 
Cooper of General Electric will pre- 
sent a detailed report on “Refrig- 
erated Truck Bodies for Ice Cream 
Delivery,” and O. C. Walker of the 
Canadian Pacific Railway will de- 
scribe ‘(Overhead Bunkers for Refrig- 
erator Cars.” 

A paper by Dr. F. C. Lindvall of 
California Institute of Technology on 
“Forced Air Circulation for Refrig- 
erator Cars’ will be presented, and 
the session will close with a study of 
“Bus Air Conditioning” prepared by 
A. J. Mallinckrodt and Lars Hanson 
of Carrier Corp. 

Additional feature of the technical 
program is a conference on piping 
practice arranged for the afternoon 
of May 23, at which A. H. Baer will 
be chairman. 

Advance registration for the meet- 
ing will open on Sunday, May 21 in 
the Hotel Hershey, and meetings of 
the standards, general technical, pro- 
gram, and educational committees 


| will be held that afternoon. Members 
| of the Philadelphia section will give 
| a reception and cocktail party Sun- 


day for early arrivals, and an infor- 


' mal party will be held in the hotel 


that night, featuring a quiz contest 


| of the “Information, Please’’ sort. 


Motor trip for women guests has 


| been arranged for Monday morning, 
| and a bridge party will be held that 
| afternoon. 


Monday night the con- 
vention will stage a dinner and dance 
Golf matches will be 


_ tournament in time for presentation 


of prizes at the Monday night dinner. 
Tennis courts, bridle paths, and 
swimming pools afford guests other 
recreational facilities. 
Entertainment committee for the 
meeting is chairmanned by C. R. 
Logan, and has as members A. B. 
Snavely, George E. Hulse, Lee R. 
Smith, R. E. Townsend, J. G. Berg- 


| doll, Jr., W. H. Aubrey, and George I. 


| 


| 


Boone. On the special Philadelphia 
entertainment committee are H. M. 
Roberts, A. B. Chamberlain, R. B. 
Davis, A. H. Holcombe, and Cyril 
Leech. Mrs. Logan, Mrs. Snavely, 
and Mrs. David L. Fiske are on the 
women’s entertainment committee. 


Westinghouse Names Lippman 
E. Springfield Manager 


SPRINGFIELD, Mass.—William O. 
Lippman has been named works 
manager of the East Springfield 
plant of Westinghouse Electric & 
Mfg. Co. 

Mr. Lippman has been’ with 
Westinghouse since 1918. In 1935 he 
was appointed superintendent of 
industrial relations, and in 1936, be- 
came superintendent of the fan de- 
partment, and later of the air-condi- 


* tioning department. 


B..L. Palm, Central Illinois Public 
Service Co., Springfield; R. F. Palm- 
blade, Illinois-Iowa Power Co., Cham- 
paign. 

The Illinois federation is urging 
dealers to direct any ‘well-substan- 
tiated complaints” to Mr. Freeman 
as chairman, or to any other com- 
mittee members, or to itself. Forma- 
tion of the committee, it believes, 
will do much to promote closer rela- 
tions between the utilities and de- 
partment, furniture, hardware, radio 
and appliance stores, and others 
handling this type of merchandise. 


Quality built; corkboard insulated; 
porcelain clad; beautifully streamlined. 
Coiling system is second to none. 


Write for attractive prices, literature 
and Distributor’s proposition. 


»C.L.PERCIVAL Co. 
DES MOINES, IOWA 


CLASSIFIED 


ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words, four cents each. Three 
consecutive insertions $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, Cass 
Ave., Detroit, Mich. 


POSITIONS AVAILABLE 


STOKER SALES Supervisor. A large, 
well-financed Iron Fireman dealer wants 
an experienced stoker salesman to super- 
vise activities of salesmen. Must be 
capable of hiring, training, and directing 
men and have proved sales ability. Salary 
and commission. Write in confidence 
giving past record and experience. Inter- 
views will be arranged for those qualified. 
ODIN THOMAS, Sales Personnel Man- 
ager, IRON FIREMAN MFG. CO., 3261 
West 106th Street, Cleveland, Ohio. 


POSITIONS WANTED 


ee 
Gilmer Guarantees You over 41% 


the famous 35-R Assortment 
_ won ein of Gilmer Refrigerator Belts 
te NT TE, 


. Best-sellers for all the most popular makes. 
1} Gilmer Display Bar (or 25 Gilmer Dis- 
Ma play Hooks) included with assortment. 
= Look on Page 5 of the Gilmer Catalog, 

“America’s Belt Bible,” for this fast 
’ 


money-maker. 


Send TODAY for your FREE COPY. 
L. H. GILMER COMPANY, Tacony, Philadelphia 


WZ i55-S:S°S / 


DRY />PRESSURE SEALED- 
& DEHYDRATOR 


Flanged shell construction simplifies re- 
filling. Vacuum dried and pressure sealed. 
. Distortion-Proof flange, dispersion tube 
TYPE and dehydrant compression spring. Choice 
716 of 5 dehydrants. Complete size range. 


HENRY VALVE CO. “cicico: ino 


t&EADING J/OBBERS 


WRITE FOR 
CATALOG 


STO Ccuwreo ay 


YOUNG SERVICE Engineer, 28 years old, 
desires position with chance for advance- 
ment. R.A.C.I. graduate. Six years’ ex- 
perience in commercial refrigeration at 
servicing, installing, selling and estimat- 
ing. Can handle any type machine. 
Ammonia machines a specialty. Also two 
years’ experience as manager of small 
service business. Can furnish car and 
tools. Willing to travel anywhere. Would 
prefer western coast. Box 1150, Air 
Conditioning & Refrigeration News. 


ENGINEERING SERVICE 


CONSULTING ENGINEER. Refrigeration, 
heating and air conditioning. DELOS P. 
HEATH, Post Office Box 1473, Detroit, 
Mich. 


FRANCHISES AVAILABLE 


COMMERCIAL LINE refrigerator display 
cases, walk-in coolers, and refrigerators; 
also direct draw, mechanically-cooled 
beer coolers. Sell with Ehrlich compres- 
sors or with any other make. Attractive 
discounts, also financing arrangements 
to help sell. 70 years in business. Write 
for full information. EHRLICH RE- 
FRIGERATOR MFG. CO., St. Joseph, 
Mo. 


EQUIPMENT FOR SALE 


250 BRAND NEW Frigidaire compressors 
in original cartons, suitable for % and 
% H.P. highsides. Specifications: Frigid- 


aire part No. 1125-312, twin cylinder com- 
plete with flywheel; bore—1%”, stroke— 
17%4,¢”. Will sell entire lot or substantial 
portion, but will not sell in single lots. 
REFRIGERATOR CORPORATION OF 
AMERICA, 390 Fourth Ave., New York 
City. 


REPAIR SERVICE 


DOMESTIC CONTROLS repaired: Ranco 
pencil $1.75, Ranco box $2.00, General 
Electric $2.00, Tag $2.00, Cutler-Hammer 
$2.00, Penn $2.00, Bishop Babcock $2.50, 
Majestic $2.50, Penn magnetic $2.50, G. E. 
Frigidaire $2.50. In business over 20 
years. Our name is our. guarantee. 
UNITED SPEEDOMETER REPAIR CoO., 
INC., 342 West 70th Street, New York City. 


MAJESTIC, GRUNOW, General Electric 
and Westinghouse rebuilding. World’s 
largest rebuilders. Prices $30.00 with 18 
months’ guaranty. Parts for Majestics and 
Grunows. GE floats $2.95. Westinghouse 
flapper valves $1.00. % H.P. Majestic 
capacitor motors $3.75. Write for catalog. 
G & G GENUINE MAJESTIC REFRIG- 
ERATOR AND RADIO PARTS SERVICE, 
5801 Dickens, Chicago. 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision. @quipment.. Supervised 
by graduate engineers... We stress per- 
fection and dependability’ before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 
New York City. 
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Many types in molded and 
extruded rubber available 
for replacement use. Ask 
your jobber for copy of 
bulletin listing complete 
line. Manufacturers—let us 
work from your Blueprints. 


ie %, 


Generel Offices ARROW PRODUCTS CORPORATION 
Rn RARE AN EN, AOE a NS a 
420 North Le Salle Street mor Festestes 
CHICAGO Chicago & Grand Rapids 


Gets NEW PROFITS — 
Solves CIRCULATION PROBLEMS 


in Coolers—Sells on Demonstration 
by reduced shrinkage and spoilage, 
by less compressor operation and 
by electricity savings. 

EASY TO SELL, makes new 
customers, creates repeat business. 


Get th Lusi i 
too much or too little moisture and your ol egg Mg ole” Pn 


excessive freezing. Pays for itself attractive proposition. 


THE BROWN CORP., 650 Bellevue Ave., Syracuse, N. Y. 


PO 
ELECTRIC WATER COOLERS 


Thoroughly reinforced all steel attractively 
finished cabinets. 
Complete line of different Models and Capacities. 
Write for details and sales prices. 


Nice commissions are yours for 
selling Action Air System of air 
irculati in I One easy 
demonstration shows users its many 
advantages. It's the quick answer 
to dead air spots, freezing zones, 


ACTION- AIR 
SYSTEM 


Puro Filter Corporation of America 
440 Lafayette Street, New York City Spring 7-1800 


le il 


S.A. E. FLARED FITTINGS 


Brass forged nuts, tees, elbows ; 
‘and crosses — will not crack. | 
Heavier and stronger than stand- 
ard—non-porous—no seepage or 
season cracking. Tees and el- 
bows have flats for wrench. 


A tight system calls for 24 
FITTINGS THAT WILL STAY TIGHT 


ERIAL S. A. E. flared fittings have been set- 
ting a mighty fast pace in the air conditioning 
and refrigeration field . . . and their rapid accept- 
ance by installation and service men is based on 
results. Imperial fittings are tight when the job is 
finished and they stay tight. 
Write for catalog covering com- 
plete listing of sizes and prices. 
IMPERIAL BRASS MFG. CO., 565 S. Racine Ave., Chicago 


IMPERIAL “Zttag ii iis 


VALVES - TOOLS - CHARGING LINES - FLOATS - DEHYDRATORS - STRAINERS 
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THE COLD 
CANVASS 


By B. T. Umor 


Honeymoon Patrol 


Troubles encountered by a young 
bridegroom in proving his title to one 
of the essentials of modern house- 
keeping, as reported in a recent issue 
of Printers’ Ink magazine: 

“A young Missouri farmer, living 
near the state line, was engaged to 
a girl in an adjoining state, not far 
from the border. The morning of the 
wedding he received a telegram from 
a relative to stop at the freight sta- 
tion in town and pick up a wedding 
gift. His only car was a pick-up 
truck and he dutifully called at the 
depot for the gift, which turned out 
to be a big electric refrigerator. He 
loaded the gift on his truck and, 
not having time to return to his 
farm, set out for the bride’s home. 
These things happened: 

“1. As he drove by the port-of- 
entry just across the state line, he 
was challenged by the guard. 

“2. He failed to stop, but a pistol 
shot at his rear tire brought him up. 

“3. The official laughed at his story 
about being on the way to a wedding. 
It was obvious that here was a sales- 
man trying to deliver merchandise 
into the state without paying the 
highway tax. Even use of a phone 
was refused until the guard finished 
giving him the third degree. 

“4, Finally a call to the bride’s 
home convinced the guard and our 
hero proceeded on his way. 

“5. The wedding over, he set out 
for home with his bride beside him. 
This time he approached the port-of- 
entry post with caution and, sure 
enough, was halted. 

“6. A different guard was on duty, 
of course, and it took more argu- 
ing and another phone call before 
the honeymoon could continue.” 

* * * 


A Big Man In the Industry 


That picture of John H. Hunter, 
heralding him as the ‘world’s largest 
Frigidaire dealer” brought in counter 
claims of record avoirdupois. 

Charlie Lorenz, appliance manager 
of King’s Furniture Co. in San An- 
tonio, puts forth his service man, 
Clinton A. Posey, as the weightiest 
subject in the refrigeration world. 
“Colossal Clint” stretches skyward 
for 6 feet 7% inches and tips the 
beam at 366 pounds. 

Picture of ponderous Posey hold- 
ing a refrigerator in each hand at 
arm’s length while balancing an ice 
tray on his chin was promised as 
soon as he clears up a charley horse 
he acquired while doing deep knee 
bends with four compressors dangling 
from his brawny arms. 

ok *” *” 

“What the country needs, if it is 
going to whip unemployment, is 
more of these labor-saving devices 
that require the weekly attention of 
a service man,” says the Detroit 
News. 


Plan Is Submitted 
For Reorganization 
Of Grunow Firm 


(Concluded from Page 1, Column 1) 

company. As an inducing element, 
William C. Grunow, General House- 
hold Utilities chairman, in considera- 
tion of the acceptance of this plan 
by at least 75% of the unsecured 
creditors, has undertaken to guaran- 
tee the subscription of at least 
$400,000 of stock of the company 
junior to the prior preferred stock, 
to enable it to commence operation 
of its business. 


STOCK PRIORITY 


Priority to be contained in the 
preferred stock, among others, will 
include that: 

1. In the event of a liquidation, 
the prior preferred stockholders shall 
be entitled to a priority to the extent 
of the par or stated value of their 
stock before any other classes of 
stock which may be issued or out- 
standing may participate. 

2. No dividends shall be paid on 
any other stock until a dividend of 
not less than 5% of the par or stated 
value of the prior preferred stock 
shall have been paid in any fiscal 
year, which dividend shall be non- 
cumulative. 

3. The company shall have the 
right to redeem the stock on the 
following basis: on or before Nov. 1, 
1940, 75 cents on the dollar; on or 
before that date of 1941, 80 cents 
on the dollar; 1942, 85 cents; 1943, 
90 cents; 1944, 95 cents; 1945, $1; 
1946, $1.05; and 1947 or thereafter, 
$1.10 on the dollar. 

The company reserves the right to 
redeem all or part of the stock in 
any fiscal year, and if only part of 
the stock is retired, this shall be done 
by lot. 


REFRIGERATORS ONLY 


The company will continue to en- 
gage in the electric refrigeration 
business exclusively. After a com- 
prehensive survey of the product, the 
facilities, the cost, and the overhead, 
Sanderson & Porter, a firm of inde- 
pendent industrial engineers, have 
given a favorable report on the pro- 
posed operations of the company, the 
creditors’ committee reports. 

Included in the report to creditors 
is a balance sheet of the company as 
of March 31, 1939, with a pro forma 
statement indicating a projected 
recital as, if, and when the company 
shall be refinanced. Balance sheet 


shows liability of $480,319.50 entitled . 


to priority over unsecured creditors. 
This includes an RFC loan, wage 
claims, federal and state taxes and 
workmen’s compensation, and money 
due the collector of internal revenue. 


SEEK LOAN EXTENSION 


With the aid of the unsecured 
creditors, the committee reports, the 
company feels it can obtain an ex- 
tension on its RFC loan. A substan- 
tial number of the wage claimants 
(which do not include any officers of 
the company) have agreed to accept 
20% of their claims in cash, and to 
stand in the same position as the 
unsecured creditors as to the balance 
of their claims, provided a reorgani- 
zation plan becomes effective. 

Mr. Grunow, Harry Alter, presi- 
dent, and directors of the company 
have served without pay since Febru- 
ary, 1938, the committee reports. 
Steps are now being taken to effect 
adjustments with various. taxing 
bodies. 

To facilitate reorganization and 
speed things up as much as possible, 
the creditors’ committee has asked 
creditors to sign an authorization 
directing it to continue negotiations 
in an effort to find a suitable plan 
of organization. 


Within a short time, it is expected, 
these negotiations will be sufficiently 
concluded so that the corporation 
will be in a position to register its 
securities with the SEC and with 
such other state authorities as may 
be necessary, so that a formal plan 
can be forwarded to creditors. 


AIR CONDITIONING 


Dept. AC-4 


As personal comfort equipment fot 
home or office or as a profit-building 
appliance for any small business 
establishment .... 
CONDITIONER offers an unusual sales 
opportunity and is a remarkably effi- 
cient piece of equipment for the user. 
Get details. Write: 


GENERAL REFRIGERATION CORPORATION | 
Beloit, Wis.. U. S. A. 


the GR ROOM 


Kerosene-Operated 


‘Flame-Freeze’ Refrigerator. 
* * * 


Low Running Cost Claimed 
For New Crosley Unit 


(Concluded from Page 1, Column 1) 
kerosene necessary, and also whether 
one or two “heats” are required per 
day. This indicator is calibrated to 
give the optimum performance char- 
acteristic for the varying room 
temperatures. Burning time, a func- 
tion of room temperatures and load 
conditions, may vary from one hour 
to 1% hours between minimum and 
maximum conditions. 

One heating each day is all that 


is required in mild temperatures, but 
two heatings. may: be necessary in 
summertime. Amount of fuel re- 
quired depends upon room tempera- 
ture, the amount of ice cubes used, 
and quantity of food in the unit. 

Ease of operation is claimed for 
the new unit. Fuel jar is handy in 
the front of the sliding drawer at 
the bottom of the cabinet. Compres- 
sor is hermetically sealed. 


‘Press, Jr.’ Minicam 


Sells For $7.95 


CINCINNATI—This “candid cam- 
era” bug seems to be contagious 
among manufacturers as well as 
among consumers. Latest entry into 
the mad scramble for photographic 
profits is the increasingly versatile 
Crosley Corp., which has added to its 
fast growing list of products a 
35 mm. camera fitted with reflector 
and socket for synchronized flash 
bulb. 

This new miniature 
christened ‘Press, Jr.” 
at $7.95 complete. 

Introduction of this camera closely 
follows that of the new Crosley auto- 
mobile, which also is in the “midget” 
class. Hoping to avoid the compli- 
cations resulting from the high 
mortality rate among regular auto- 
mobile dealers, Crosley Corp. is lay- 
ing the problem of selling the Crosley 
car squarely in the laps of selected 
distributors and dealers in its own 
merchandising organization. 

Several established automobile 
dealers are also expected to be 
invited to handle this new product, 


has been 
It is priced 


but will not in any case be allowed to 
specialize in it alone. 


Bard Heads Norge’s 


Commercial Sales 


MALCOLM T. BARD 


* ck ok 
(Concluded from Page 1, Column ;) 
From 1929 to 1937, he was with 


General Electric’s appliance and 
merchandise department, specializing 
on organizing commercial refrigera- 
tion distributors, and later was man- 
ager of G-E’s disposal unit sales. 
Mr. Toonder has been a consulting 
and design engineer in the commer- 
cial and air-conditioning field since 
1921, and has been associated with 
Norge since January, 1937. His 
experience includes work with Clar- 
age Fan Co.; Smith, Hinchman & 
Grylls, Detroit consulting engineers; 
Carrier Corp.; and Kelvinator. 


Noftizetatodl 
Valves .. 


Successful Apple Storage demands con- 
stant temperatures, and the most accurate 
. Too great a fluctua- 
tion means loss of quality and appearance. 
So, for Apple Storage, as well as for all 
types of Refrigeration and Air Conditioning, 


with 


of Control Equipment 


A-P Valves are safest. 


Supersensitivity to minute temperature dif- 
ferences — plus easy installation, 
easy adjustment, and _ leakproof, 
service-free efficiency—places A-P 
Thermostatic Expansion Valves in 
No. 1 choice with the Installing 
Engineer, Service Engineer — and 
your customer, the user. 


AUTOMATIC PRODUCTS COMPANY 


THIRTY — SECOND 


NORTH 


MILWAUKEE @ 


Export Department 


100 Varick Street, New York City 


@ REFRIGERATION 
PARTS JOBBERS 
WHO RECOGNIZE 
QUALITY .. STOCK 


CONTROLS 


» ad ~ 


AIR CONDITIONING 


Automatic Products Company, 
Union Building 
Cleveland, Ohio 


Gentlemen: 


showed a few of our jobs on which 
we have used Automatic Products 
valves. 
from these valves and good service 
from your office and trust that 

we can continue to do business on 
a mutually satisfactory basis. 


AND REFRIGERATION 


AVERY ENGINEERING COMPANY 


341 CARNEOIE AVENUC 


CLEVELAND 


April 26, 1938. 


Attantion: Mr. Anderson 


The picture we furnished you 


We have had good service 


Very truly yours, 
AVERY ENGINEERING COMPANY 


Note — Capillary Tubes 

boa 3 AY on A-P Valves are not 
WISCONSIN Sensitive to Temperature 
Changes. Another reason 
for A-P Valve Accuracy. 


Installations . . ™ 
Modern Apple Storage Plants 
Refrigeration Unit. . . 
Carbondale 
Sold and Installed by 


Avery Engineering Company 
Cleveland, Ohio 


Valves... 


Purchased Through... 
The Harry Alter Co. 
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WITH A CANDID CAMERA 
iq George F Taubeneck 


REFRIGERATION AND AIR CONDITIONING 


India, Egypt, Spain, France, Italy, Hungary, Switzerland, 
Netherlands, Sweden, and Germany (Austria) 
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INTRODUCTION 


IR conditioning and refrigeration have 
A -girdled the globe. In the last two decades, 
refrigeration has become a virtual necessity for 
the home, for the commercial storage and 
transportation of foods, and for many industrial 
processes. Likewise, air conditioning for human 
comfort and for industrial purposes has become 
known and desired in every continent. 


In an attempt to learn something of the needs 
and problems of those who manufacture and 
sell refrigeration and air-conditioning equipment 
in many lands, the editor of AIR CONDITIONING 
& REFRIGERATION NeEws has toured the world, 


visiting and interviewing subscribers. 


Reports on these visits to India, Egypt, 
Spain, France, Italy, Hungary, Switzerland, the 
Netherlands, Sweden, and Germany (including 
Austria) are reprinted in this pamphlet. Other 
countries on which the editor has reported in the 
editorial columns of AIR CONDITIONING & REFRIG- 
ERATION News include Australia, New Zealand, 
Burma, Arabia, Straits Settlements and Malay 
States, Java, Fiji, and Samoa. 


COPYRIGHT, 1938, by Business News Publishing Co. 
All rights reserved. Originally published (and copyrighted) 
in the weekly issues of AiR CONDITIONING & REFRIGERATION 
News (formerly Electric Refrigeration News). 
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Subscribers in the active refrigeration mar- 
kets of South America and South Africa have 
frequently written about their experiences and 
work to the NEws, as have subscribers in prac- 
tically all of the European nations. These letters, 
and the accompanying pictures, have been 
published in the News from time to time. 


Naturally it is difficult to keep close contact 
with developments all over the world at the same 
time, and so the NEws depends upon its sub- 
scribers to maintain the lines of communication, 
so as to keep readers everywhere informed on 
the conditions which exist in individual nations. 


This pamphlet of reprinted articles and 
pictures is published in the hope that it will 
encourage readers in every country to send 
similar information to the News. The trip was 
made in an attempt to get first-hand information 
about the countries visited. But that, of course, 
was only a beginning. Because of the elements 
of time and cost involved, it is practically 
impossible to keep in close personal contact with 
all the fields into which air conditioning and 
refrigeration have extended; and so the NEws 
hopes that, in addition to regular letters from 
those already contacted, subscribers in countries 
we have not had the opportunity to visit will also 
cooperate by exchanging experiences with other 
readers through the editorial columns of the 


NEWS. 


Even though the preblems may vary in eac, 
country, the thinking and experiences of gyp, 
scribers in one place may prove most helpfy] to 
readers in another place. By exchanging ideas, 
everyone gains. 


It is the aim of AIR CONDITIONING & Rerrig. 
ERATION NEws to expand its services to meet the 
needs of subscribers everywhere. At present the 
Master Service Manuals on Commercial Refrig. 
eration, published by the News in English, are 
being translated into French; and eventually, it 
is hoped, editions of these manuals may hp 
published in Spanish and other languages, 
Every effort is being made to publish news of 
refrigeration and air-conditioning activities 4] 
over the world in the weekly columns of the News, 


To those who might not be acquainted with 
AIR CONDITIONING & REFRIGERATION NEWS, the 
weekly newspaper of the industry, it should he 
noted that copies of the NEWS and of the 
Refrigeration & Air Conditioning Directory may 
be seen in offices of the United States Department 
of Commerce all over the world. A sample copy 
of the NEws may be had by writing to the 
Business News Publishing Co., 5229 Cass Ave, 
Detroit, Michigan, United States of America, 


BUSINESS NEWS PUBLISHING CO. 
5229 Cass Avenue, Detroit, Mich. U.S.A 
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AROUND THE WORLD WITH A CANDID CAMERA 


ee 


. INDIA 


Refrigeration & Air Conditioning 


Merchandising is all bound up with religion in India. To sell 
refrigerators one must know the taboos and customs, which form 


a bizarre pattern of human conduct, interwoven in frightful colors. 


Only a few American refrigeration and air-conditioning firms 
have gained a foothold in India as a result of this vast country’s 


perverse psychology, although no land in the world needs 


refrigeration and air conditioning so much. 


India’s population is roughly three times that of the United 


States, yet the extreme poverty of the masses does not offer a 


favorable situation for large-scale distribution of American 


products. There is a market, though, and this chapter tells about it. 


Calcutta 


frigidaire Monopoly 


Frigidaire seems to have the refrig- 
eration situation pretty well under 
control in Calcutta. As a matter of 
fact, Refrigerators, Ltd. Frigidaire 
distributor in that city, had a virtual 
monopoly of the business until quite 
recently. 


Kelvinator has begun to cut in a bit, 
and so has HMV. But Frigidaire is 
still well in the lead. 


Refrigerators, Ltd., first took on the 
Frigidaire line in 1925. Total sales that 
initial year numbered 12. In 1936 


they topped 600. (It might be noted, 
apropos of something, that this firm 
pays for two subscriptions to AIR 
CONDITIONING & REFRIGERATION NEWS.) 


In all, this concern estimates that 
in the Calcutta area 5,000 household 
refrigerators, 600 commercial jobs, and 
six complete air-conditioning installa- 
tions have been sold. Frigidaire has 
sold far more than all other makes 
combined. 


E. G. BROMBY is managing direc- 
tor, G. S. MILNER director, and P. 
L. MUKHERJEE the No. 1 salesman 
of this concern. Four other salesmen 
scour Calcutta for business. 


An associate company of Refrigera- 
tors, Ltd. Allen Berry, Ltd., has 
branches in Lucknow and Dibrugarh. 


Through these branches and their sub- 
agents Frigidaires are sold in those 
territories. 


Milner himself conducts the retail 
operation in Delhi, with sub-dealers. 
In addition to these, 14 independent 
dealers have been awarded the Frigid- 
aire franchise. Altogether, Refriger- 
ators, Ltd., has 32 retail outlets. 


* * 


Sell on Service 


Having enjoyed such complete con- 
trol of the business for so long, Re- 
frigerators Ltd., treats refrigeration 
as a public utility. 


It is refrigeration they are selling, 
not refrigerators; and their chief 
selling weapon is their reputation for 
maintaining good service. 


As a result of this policy, Refrig- 
erators, Ltd., is able to boast that 
every Frigidaire sold in Calcutta is 
still in use. 


To maintain the big service staff, 
including 30 men with motorcycles, 
the well-equipped shop, and the ex- 
tensive store of parts—on which they 
have established, and stake, their rep- 
utation—Refrigerators, Ltd., charges 
good prices for its service jobs, and 
the highest prices for its refrigera- 
tors. 


A 5-cu. ft. Frigidaire costs 750 
rupees retail in Calcutta, or about 
$250. The 5 and 6-cu. ft. boxes are 
the best sellers. 


Frigidaire sells on a one _ year 
guarantee in Calcutta, and nobody 
seems to have been able to implant 
the notion that longer guarantees are 
of value in Calcutta. 


This long tenancy of the dominant 
position in Calcutta refrigerationdom 
has given Refrigerators, Ltd. the op- 
portunity to establish a number of 
principles as being pretty much in- 
controvertible, such as: 


“The open type, reciprocating com- 
pressor is the only satisfactory 
method of producing refrigeration.” 


Mr. Milner was crossed up, how- 
ever, when the Frigidaire factory 
began putting out a rotary compres- 
sor. His reaction to this heresy was 
exactly the same as that of Mr. Heb- 
ditch of Magnet House in Singapore 
when Westinghouse came out with 
a bottom-mounted unit: he refuses to 
sell the innovation. 


“When I’ve succeeded in convincing 
the buying public that the rotary 
compressor is inefficient, how can I 
turn around and sell one?” he asks. 


A. J. BOYD of General Motors 
India (who, unfortunately for my 
story, was not in the country at the 
time of my visit) managed to sell a 
number of these rotary compressor 
Frigidaires to Mr. Milner a couple of 
years ago, but they have never been 
taken out of the packing cases. 


Mr. Milner uses them as an object 
lesson and a sales argument. When 
a prospect seems to show interest in 
an HMV, he motions: 


“Come with me. See these? Here 


.are thousands of rupees tied up in 


refrigerators. Our factory equipped 
these with rotary compressors and we 
had to buy them. But we have refused 
to palm them off on our customers. 
We take the loss, rather than incur 
the risk of losing good will.” 


Mr. Milner admits that the weight 
of this argument in closing sales has 
more than repaid Refrigerators, Ltd. 
for the investment in uncrated models. 

* * *& 


Expensive Nightcap 


Principal source of prospects lies 
among ice users, the concern finds. 
Some newspaper advertising is done, 
but the company depends chiefly upon 
word-of-mouth promotion by users. 


Again to foster the idea that if you 
buy a Frigidaire, Refrigerators, Ltd., 
will give you unwavering service; the 
advertising fund is dipped into to pay 
for free service wherever and when- 
ever the company thinks it advisable. 
This “investment,” it is claimed, re- 
sults in extraordinarily high returns 
in customer good will and word-of- 
mouth promotion. 


To sell refrigeration to Indians re- 
quires almost insufferably patient edu- 
cation. For centuries their eating has 
been wound up in religious beliefs 
and practices. Among these is a pious 
horror of “stale” food. Using left- 
overs would be sinful. 


Vegetables and fruit are eaten 
Shortly after picking. When meat is 
eaten, which is seldom, it must be 
consumed before sundown of the day 
on which slaughtering and butchering 
took place. 


To people with unshakable religious 
beliefs, the only sales appeal for a 
refrigerator is pride of possession. 


Mr. Milner stumbled on to this 
formula one day when an old Indian, 
unkempt, and wearing little but a 
dirty turban and a diaper-like ar- 
rangement came into the store. The 
staff paid no attention to him. Finally 
the old Indian beckoned Mr. Milner 
over to him. 


“How much?” he asked, pointing to 
an 18-cu. ft. deluxe Frigidaire. 


Mr. Milner smiled indulgently and 
replied: “Three thousand rupees.” 


The venerable Indian calmly pulled 
a 10,000 rupee note out of his diaper, 
handed it to Mr. Milner, and uttered 
the Hindustani equivalent of: 


“Wrap it up.” 


On investigation it turned out that 
the old Indian was a landlord out in 
the provinces, and that he wanted 
the refrigerator solely so that he 
could have a glass of cold water 
before retiring! 
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AROUND THE WORLD WITH A CANDID CAMERA 


All the excess capacity was merely 
to impress his friends. 
* * s 


Air Conditioning 


Messrs. Bromby and Milner are both 
convinced that air conditioning should 
have a great future in India. And I 
add my personal observation, right 
here and now, that if there’s any 
place in the world which really needs 
refrigeration, it’s Calcutta. (Tempera- 
ture the day I arrived was 106° F.) 


Refrigerators, Ltd. is most proud of 
its installation in the government Test 
House, where all sorts of articles are 
subjected to tests for quality. Con- 
trollable temperature and humidity 
are most important in this work, and 
that’s just what Refrigerators, Ltd., 
has provided. 


Another’ installation of which 
Messrs. Bromby and Milner are proud 
is that of the offices of the Tata Iron 
and Steel Co., Ltd., in Jashedpur. This 
concern, the biggest of its kind in 
India, employs 25,000 workers. Water 
coolers have also been purchased by 
this firm. 


Commercial Progress 


Because of the religious bans on 
“stale” food, noted previously, demand 
for refrigeration equipment from food 
markets is almost nil. But patient 
education has gained some business. 


Of course, those food retailing and 
food serving establishments which 
serve Europeans and Anglo-Indians 
(for some reason, the half-castes re- 
sent the term Eurasians, so it is 
seldom applied in India) are good 
prospects. 


Refrigerators, Ltd., manufactures 
its own commercial coils and cabinets. 


As a side light on the special 
refrigeration needs of India, and as a 


hint to manufacturers who have not 
been able to satisfy Indian require- 
ments, let’s take a look at some of 
Refrigerators, Ltd.’s equipment. 


Bottle coolers made by this com- 
pany, which more nearly approximate 
in appearance the American equiva- 
lent than any other equipment, have 
cabinets of thoroughly seasoned teak- 
wood, beautifully paneled on the out- 
side, and finished in natural color. 
Compressed corkboard, three inches 
thick, and sealed in place with hydro- 
lene to make it waterproof, is used 
for insulation. 


The lining is of % inch tongued 
and grooved boards covered with 
heavy gauge zinc sheet. Service lids 
are fitted, each giving access to one 
compartment, and insulated with two 
inches of pure compressed corkboard, 
and lined with zinc sheet. All hard- 
ware is made of heavily nickel-plated 
brass, of rugged construction to with- 
stand roughest use, and to insure air 
tight lids. 


A cooling coil of surplus capacity 
is fitted in the cooler and is operated 


by a remote compressor. The unit 
maintains a temperature of 40°. 


A 200-bottle cooler is 53 inches in 
length, 32 inches wide, and 33 inches 
high, has four compartments, and 
uses a %-hp. air-cooled compressor. 


For the small club or restaurant 
where both food storage and bottle 
cooling is required, the company has 
put out a combination cooler. It holds 
100 bottles, and includes 5 cu. ft. of 
food storage space. 


In the high temperatures and 
humidities of India it has been neces- 
sary for Refrigerators, Ltd., to put 
out specialized dark room equipment 
for the successful processing of x-ray 
photographs. This equipment  con- 
sists of a refrigerated tank system 
developing plant, a film drying cup- 
board, and in some cases, a specially 
designed work table and light lock. 


A Frigidaire compressor holds the 
refrigerated tank between 65° and 68° 
F. Hard rubber developing, - fixing, 
and washing tanks stand in the main 
refrigerated tank. 


This tank cooler, Mr. Milner says, 


Leaders in their Fields 
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(Left) G. S. Milner, director of Refrigerators, Ltd., Frigidaire distributor 
and leading outlet in Calcutta. (Right) C. T. Hooper of Air Conditioning 
Corp., Ltd., Carrier dealer, would appear to be in the midst of one of 
Calcutta’s terrific “heat waves,” but it’s really just a flaw in the picture. 


is furnished either with or without 
running water at 68° F. and 20 g.p.h., 
and for either 15x12 films, or 17x14. 


The work table, which is made up 
in polished teakwood, contains spe- 
cial tilting bin and a drying cupboard 
can be built in below the table, out 
of the way. 


Thirty to 40 minutes dries as many 
as 24 films up to 17x14 size in the 
film drying cupboard which is dried 
by an exhaust fan drawing air over 
a heater and blowing it over the 
hanging films. The films remain in 
their hangers and are placed on slid- 
ing frames which carry 12 films each 
into the cabinet. 


One of the x-ray developing tanks 
was installed for Dr. G. Galstaun, 
consulting radiologist at the Medical 
College Hospital in Calcutta. 


For commercial cooler portability, 
the company has designed an interest- 
ing type of cold storage room to meet 
Indian conditions, which is called a 
sectional cooler. This can be _ in- 
stalled on rented premises, thus over- 
coming the objection which must be 
met so often there that a _ built-in 
cooler would be a fixture and would 
have to be left behind in the event 
of removal. 


Special Applications 


Among the company’s most inter- 
esting commercial coolers is a 250-cu. 
ft. sectional cooler installed in the 
regimental kitchen of the First Bn. 
King’s Royal Rifles in Calcutta. 


Mr. Milner pointed to a 70-cu. ft. 
cooler installed several years ago for 
Boots Pure Drug Co. as an example 
of their work in the storage of 
vaccines and serums. Bengal Chemi- 
cal & Pharmaceutical Works, Ltd., 
also has cold storage equipment of 
2,000 cu. ft. for vaccine and serum 
storage. 


——$__ 


Other typical installations which 
he named included an installation at 
Belvedere, the Viceroy’s Camp in 
Calcutta, which provides for 299 cu. 
ft. of cold storage space; Viceroy’s 
house, with 80 cu. ft. of cold storage 
space; The Imperial Delhi Gymkhana 
Club with 75 cu. ft.; Bengal tp. 
munity Co., Ltd., Calcutta, which has 
2,000 cu. ft.; Bengal Veterinary qq, 
lege, with 600 cu. ft.; and the Crone, 
House, Russell St., Calcutta, with 250 
cu. ft. 


Tank type coolers, Mr. Milner saiq 
readily adapt themselves to most 
conditions, so Refrigerators, Ltg 
manufactures them exclusively jp 
sizes from a 50 gal.-a-day tank tp 
many thousands. 

*- *¢ #* 


Odd Water Coolers 


You would have to see the water 
coolers to appreciate the diffcrenge 
in appearance between the sleek, 
metal, stream-lined ones to which we 
are accustomed, and the box-shaped 
polished teakwood cases put out by 
this Calcutta company. They ug 
cork for insulation, and seal it jp 
place with hydrolene to make jt 
waterproof. If the customer requests 
it, the coolers are paneled in steg 
coated plymar at a small extra 
charge. 


One small cooler, box-shape with 
tiny spigot, is mounted on brackets 
in what is called the Saturday Clyp 
there. It has overall dimensions of 
2 ft. 5 inches x 2 ft. 5 inches x 2 ft 
5 inches; a larger one varies the first 
dimensions with 4 ft. 2 inches. Qp 
some occasions at the Club, the 
smaller of these two has been used 
for as many as 400 to 500 glasses of 
water within two or three hours, the 
secretary of the club reports. 


The messing officer there has now 
caused its removal to Rangoon (a 
point in favor of this- sectional cop. 
struction) and the Devonshire Regi 
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pe as 


ment which took over the K.R.R. in 
Calcutta has put in a similar cooler 
for themselves. 


of course, Refrigerators, Ltd., also 
installs built-in rooms like the one in 
the main kitchen at Firpo, 
largest restaurateurs in the _ east, 
which has been in operation four 
years. Mr. Firpo has installed more 
than 30,000 rupees of Frigidaire 
equipment in his restaurant. 


Mesers. Bird & Co., the offices of 
the Bengal Telephone Co., and the 
National Insurance Co., as well as 
the Metro Cinema Calcutta have 
colers sold to them by Refrigerators, 
utd, of the larger type described. 
these are box-like sturdy looking 
structures mounted on a wooden-leg 
pase with the compressor in plain 
sight at the base of the unit. 


A less beautiful, but highly effi- 
cient cold water plant has been doing 
service in the offices of the Calcutta 
Electric Supply Corp. With a storage 
capacity of 250 gals., it supplies water 
daily to a staff of more than 400 
persons. During the hotter days, they 
tell me, pails of cold water have been 
carried away from this cooler for 


bathing purposes. 


Sales of refrigerating equipment 
for wholesale and retail stores have 
increased remarkably in the last few 
years, Mr. Milner states. This com- 
pany builds display cases in lengths 
of 6 ft., 8 ft., 10 ft., and 12 ft., and 
has specialized also in making up 
special jobs to suit the customer’s 
requirements. 

* * * 


Kelvinators for Rent 


B. H. SMITH & CO., Calcutta dis- 
tribution agency for Kelvinator, oper- 
ates on a unique principle. Mr. Griffin, 
who manages the refrigeration de- 
partment of this firm, rents Kelvin- 
ators for 15 rupees a month. 


5 ae 


Out of Calcutta’s 1,500,000 popula- 
tion, there are probably no more than 
6,000 Europeans. These people are 
here to “make money and clear out.” 


Most of them come for 3, 5, or 7 
years on a “covenant” (contract), at 
the end of which time they go home 
on leave, and frequently not to return. 
Hence there’s rather a general feeling 
of unsettledness, of insecurity, among 
this class of people. To them, Mr. 
Griffin reasons, the rental idea should 
appeal. 


Air Conditioning 
Corporation, Ltd. 


Two bright and energetic young 
men who are pioneering air condi- 
tioning in India are C. T. HOOPER 
and WILLIAM W. KING of the Air 
Conditioning Corp., Ltd., 8, Esplanade 
Mansions, Calcutta. 


Although the head office is in Cal- 
cutta, this firm maintains a branch at 
the Exchange, Alipur Road, Delhi; 
and does business all over India. 


Only “big stuff” really interests 
Messrs Hooper and King. So what 
they go after is the industrial type of 
installation, of which they have made 
more than 30. 


Following is the list of air-condi- 
tioning installations made within the 
last year by Air Conditioning Corp. 


Irwin hospital, New Delhi; F. Cor- 
naglia, Ltd., Bombay; Times of India, 
Bombay; Tata Iron & Steel Co., Ltd., 
Jamshedpur; Metal Box Co. of India, 
Ltd., Calcutta; Metro Theater, Cal- 
cutta; Sir U. N. Brahmachari, Cal- 
cutta; Phillips Electric Co., Ltd., Cal- 
cutta; Lac Research Institute, Ran- 
chi; Main Telephone Exchange, Ah- 
medabad; Ellis Bridge Telephone 
Exchange, Ahmedabad; Central Tele- 
phone Exchange, Karachi; Gardens 
Telephone Exchange, Karachi; Can- 


Pioneering in India 


William W. King, partner in the 


Air Conditioning Corp., Ltd., 
which has been a prime factor 
in Calcutta air conditioning. 


tonment Telephone Exchange, Kara- 
chi. 


They stand ready to do any type 
of job embracing humidification, de- 
humidification, cooling, heating, venti- 
lation, refrigeration, drying, forced 
and induced draft, refuse and fume 
removal. 


Although they have imported ma- 
terial from English, German, and 
Dutch firms as occasion demanded, 
most of their equipment has been 
manufactured by Universal Cooler, for 
which they are agents. 


Mr. Hooper received his early train- 
ing at the Carrier Corp. in London. 
He has continued his education in 
air conditioning, he avers, through 
the columns of AIR CONDITIONING & 
REFRIGERATION NEWS. 


Largest Installation 


Air Conditioning Corp., Ltd.’s larg- 
est installation was the cigarette fac- 
tory recently opened by Carreras, 
Ltd., Calcutta, for which the air- 
conditioning firm broke a number of 
records by supplying the largest re- 
frigerating plant (as a single unit) 
yet imported into India; by manufac- 
turing, in Calcutta, the whole air- 
conditioning equipment which is the 
largest of its kind ever installed in 
the East; and by getting the system 
in operation, in spite of its size, 
within three months from the date 
of receiving the contract. 


The company met a number of diffi- 
culties in the installation, Mr. Hooper 
related. The building was an existing 
steel frame structure with thin filling 
brick walls between columns and 
beams. 


Floors were of reinforced concrete 
supported by steel troughing so that 
it was impossible to have a centrally 
located air-conditioning plant from 
which distributing ducts could con- 
nect with various floors. 


This they solved by arranging a 
separate air-conditioning plant on 
each floor of the factory, from which 
galvanized steel air ducts convey the 
conditioned air to the various depart- 
ments. 


Vagaries in the Calcutta climate 
and the necessity for maintaining con- 
stant conditions in all departments 
both day and night irrespective of 
the number of persons present, and 
fluctuations in other sources of heat 
and moisture gains made an ela- 
borate set of controls necessary. 


To maintain the constant tempera- 
ture of 85° F. at all times of the 
year, steam heater batteries were 
fitted to each of the air-conditioning 
plants, which were supplied with 
medium pressure steam from two 
large Cornish type boilers through 
thermostatically operated diaphragm 
valves. 


Cooling during hot weather is 
accomplished by refrigerating the 
water supplied to the spray nozzles 
of the air-conditioning plants. 


A patented sleeve valve refrigerat- 
ing machine of the vertical multi- 
cylinder type manufactured by H. J. 
West is used. 


Ammonia is the refrigerant em- 
ployed, with an initial charge amount- 
ing to more than one ton by weight. 
The hot ammonia gas discharged 
from the compressor is condensed 
back into liquid in a multitubular 
counter current condenser, the latent 
heat of the condensation being car- 
ried away by a constant flow of water 
approximating to 30,000 gph. and 
supplied from three tube wells. 

* * # 


How They Did It 


The liquid ammonia drains into a 
liquid receiver at the base of the 
condenser whence it flows under 
pressure to two multitubular evapo- 
rators. Here the ammonia is ex- 
panded into gas again, and the heat 
required to bring about this change 
in state is taken from the water to 
be cooled for the air-conditioning 
plants. 


An auto-synchronous motor was 
connected to the compressor in order 
to correct the power factor for the 
entire factory. This meant that the 
compressor capacity could not be 
varied in the normal way by speed 
reduction to meet changes in the 
outside atmospheric conditions. 


A unique system of by-passing was 
therefore installed that permits one 
or two cylinders of the compressor 
to idle while the remainder function 
in the normal manner. 


Refrigerating equipment, like the 
boiler house, is a central station plant 
serving the various air-conditioning 
units and is housed in an out building 
away from the factory. 
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Calcutta Fan Industry 


There’s a new local industry in 
India—the manufacture of fans. It 
is taking the place of the old Punkah 
Coolie (who used to have the job of 
waving a fan on the end of a long 
pole to keep his master cool and 
shoo the flies away). 


Too old for any form of work, in 
order to live the Punkah Coolie 
offered to undertake a task no able 
bodied man would tolerate. 


Electric fans imported into India 
up to this time have had such high 
freight and import duty on them that 
the price was prohibitive for the man 
of small or even average means. 


But in Calcutta and other towns 
where electricity is now available, the 
electric fan is gradually finding its 
way into the homes. 


When carefully supervised, the 
India workman is capable of turning 
out good work. So with the aid of 
up-to-date machines, the British India 
Electric Construction Co., Ltd. and 


Electrolux Dealer 


Headquarters of Vulcan Trading 
Co., Electrolux dealership in 
Bombay. The company is a 
subsidiary of Swedish Match Co. 


The Weary Traveler in India 


Outside the Royal Yacht Club of Bombay, India. The author (center) 
in the company of Mr. Persson (left), manager of Vulcan Trading Co., 
Electrolux agents in Bombay, and Mr. Sundgren, Swedish Consul and 
joint general manager of Swedish Match Co., Ltd., and Vulcan Trading Co. 


the managing agents, Messrs. Balmer 
Lawrie & Co., Ltd. have produced a 
“Biecco” electric fan locally. 


Totally enclosed motors, suitable 
speed regulators, and a white and 
gold or gold and bla¢gk finish make 
the fans comparable to the best look- 
ing and smoothest running fans im- 
ported. 


BOMBAY 


Comfort At Last 


After the rigors of crossing the 


parched fastnesses of India, Bombay’s 
elegance was soothing indeed. India, 
to this traveler, was all feast or 


famine, tops or bottom, luxuriant or 
frightfully poor. 


The most uncomfortable periods of 
my life were spent in Indian trains; 
on the other hand, my room at the 
Taj Mahal hotel in Bombay was prob- 
ably the finest I have encountered 
in several consecutive years of living 
in hotels. 


Moreover, the reception accorded 
me by Bombay refrigeration interests 


rivaled even that of Australia. 
* * * 


Electrolux Renews 


Perhaps the most attention was paid 
to me by two firms which are just 
getting going in the _ refrigeration 
business in Bombay: Swedish Match 


Co. (Electrolux), and Ahmed A. Fa- 
zelbhoy (Crosley). 


Electrolux went into the India 
market some years ago with its water- 
cooled model; but withdrew after it 
was discovered that the varying con- 
ditions of Indian water supply worked 
a measure of havoc with the Electro- 
lux mechanism. 


Now, with the air-cooled job. Elec- 
trolux is back on the scene again. 
Officials at Stockholm, sensing that 
the Indian market is potentially an 
important one, have sent their crack 
export man, C. V. MIDDLETON, to 
Bombay to organize the business. 


Mr. Middleton has specialized in 
Eastern operations, and is a thoroughly 
capable and efficient man, who under- 
stands the Eastern mind, habits, and 
customs. He is a student of race 
psychology as well as being an adept 
refrigeration engineer, and contributed 
much to my understanding of India 
and its special contributions. 


As Indian distributor for Electro- 
lux, Mr. Middleton has lined up the 
Swedish Match Co. of Bombay. 
Through a _ subsidiary, the Vulcan 
Trading Co., this financially powerful 
organization is now setting up local 
distribution points throughout the 
Indian Empire. 


J. G. PERSSON of the Vulcan 
Trading Co., an alert, engaging man 
still in his late twenties, will head 
the Electrolux sales organization. 


Mr. Persson points out that in ad- 
dition to the profit possibilities in 
the venture, his company is most 
concerned about the success of this 
new branch of the business through 
patriotism and _ loyalty. Swedish 
matches and Electrolux refrigerators 
and vacuum cleaners are probably the 
best known Swedish products in 
other nations. 


In addition to several discussions 
with Messrs. Middleton and Persson, 
I lunched with B. A. THORSTENSON 


iar,  - -_ 
and S. SUNGREN, joint ma Impo 
directors of the Swedish Match Co sole | 
Mr. Thorstenson directs sales actiy, Radic 
ties, while Mr. Sundgren heads ¢ Miller 
neering and production. The latte, is Co., I 
also the Swedish consul in Bombay, Radic 
Through the good offices of factu 
gentlemen, I enjoyed the privilege, (Gern 
of all three of the leading clubs i, man), 
Bombay. They even dug up a tennis gian). 
partner, who beat me quite handily, The 
* * * been I 
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port and Export. This concern is 
gole distributor in India for Crosley 
Radio Corp., U. S. L. Battery Co., 
Miller Rubber Co., Pioneer Rubber 
Co., Dunlop Rubber Co., and Arcturus 
Radio Tube Co.—all American manu- 
facturers—and for the Forma Co. 
(German), Radium Rubber Co. (Ger- 
man), and the Ucometal Co. (Bel- 


gian). 

The Fazelbhoy organization has 
peen prominent in the rubber business 
in India for years. FAZEL FAZEL- 
BHOY, a younger brother of Ahmed, 
assists in the executive management 
of the firm. He will direct sales of 
Crosley radios. . 


Another branch of the family— 
which is native Indian, and of the 
Mohammedan faith (Indian merchant 
princes are generally Mohammedans or 
Parsees rather than of the Brahmin 
or Hindu persuasion. This is a most 
important consideration, as we shall 
see later)—is dominant in the field 
of radio and talking pictures in India. 


This firm, which is distributor for 
R. Cc. A. radios and cinema equipment 
is interested also in air conditioning, 
and is studying REFRIGERATION NEws— 
poth editorial and advertising col- 
umns—closely with a view toward 
getting into this new business in the 
near future. 


M. A. FAZELBHOY of this firm 
questioned me at length in regard 
to the American air-conditioning 
situation; and in return, issued me a 
pass to his Film City, production 
center for the flourishing Bombay 
talking picture industry. 


It was worth seeing too. In one 
block of buildings, Film City has 
available everything required for the 
complete production of a picture, from 
the time the scenario is approved up 
to the last stage when the film is 
censored in the company’s own 
theater. 


Equipment capable of producing a 
picture comparable to any European 


Reception For the Editor 


teguesl the. fleasure of the company of 


ala reception bh meel — 


Me George F— Saubenech 


fi Representative of the American Tefrigeration 
f Ma-condilioning Sndushy &f Clilor of the Shetieo 
Refrigeration News) 


atl the Brideo Chal 


on Thursday, 23 Ujinil 1936 ab G45. p.m. 


R.S.V.P. 

U.S.L. Battery Service, 
New Queen’s Road, 
Bombay. 


When Ahmed Fazelbhoy, Bombay distributor for Crosley radios and 
refrigerators, set out to give the editor of Air Conditioning & Refrigera- 
tion News a royal reception, he went about it in a royal way. Above 
is the formal invitation which went out to competitors, government 
officials, prominent Bombay dignitaries, socialites, and princely potentates. 


or American picture is this company’s 
boast. Two sound stages are available, 
one with room for six sets, and the 
other, claimed to be the highest and 
largest studio in India, large enough 
for any setting to be erected. 


Its recording equipment is the 
British Acoustic Full Range Record- 
ing System with which three micro- 
phones can be used at one time. 
Mobile equipment with provision for 
three microphones and a _ separate 
mixer is available for outdoor work. 


Cameras to fit every need are pro- 
vided and three printing machines 
which print both sound and picture. 
If necessary, the printing machines 


will print superimposed titles. This — 


facility, which is not provided in any 
other printing laboratory in India, is 
ideal for those who wish to produce 
an all-India picture, with superim- 
posed titles in languages other than 
that in which the pictures are re- 
corded. 


Crosley Plans 


A Mohammedan priest was engaged 
in blessing the new showrooms, which 
AHMED FAZELBHOY is readying 
for the display of Crosley refriger- 
ators, when I arrived for an inspec- 
tion. 


The writer couldn’t figure out just 
what it was the priest was doing, 
but had no difficulty at all in seeing 
what results Mr. Fazelbhoy is getting 
in the reconstruction of the building. 
When completed, it will be a show- 
room which would gladden the heart 
of POWEL CROSLEY, JR. 


It will have a lot of glass frontage 
on a busy throughfare, will be well 
set up and backgrounded, and will 
be augmented by an electric sign, 
15% feet long and four feet high, 
bearing the message: “CROSLEY— 


World’s Best Refrigerator.” The Fa- 
zelbhoys are investing considerable 
money in the promotion of this new 
product. 


When Mr. Fazelbhoy decided he 
wanted to go into the refrigeration 
business, he wrote for advice to some 
of the American firms—rubber and 
battery manufacturers—whom he was 
representing in India. These people 
suggested he subscribe to Air CON- 
DITIONING & REFRIGERATION News, and 
study the situation through its 
columns. c 


This he did, and after a time came 
to the conclusion that Crosley. was 
the franchise he wanted. The deal was 
made entirely by correspondence. 


(If “Zeke” Carrithers doesn’t make 
capital out of this story, he’s missing 
a bet!) 


AHMED and FAZEL FAZELBHOY, 
with their families, live together in 
a charming home in a fashionable 
Bombay suburb. They took me out for 
a real Indian dinner one night, and 
it was quite a treat. 

* * * 


Reception for GFT 


Climaxing the week in Bombay was 
an afternoon reception “for the Editor 
of REFRIGERATION NEws and Represent- 
ative of the American Refrigeration 
and Air Conditioning Industries” 
given by the Fazelbhoys on the even- 
ing of April 23. 


To this colorful affair at the Bom- 
bay Presidency Radio club (made 
so by the rich garments and jeweled 
ornaments of the Indian women) 
came not only executives of the Bom- 
bay refrigeration industry, but repre- 
sentatives of every commercial and 
industrial field in India. 


After the guests had all filed past 
the receiving line, food was served; 
and the editor was taken from table 
to table, to converse with the various 
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dignitaries. It was an unforgettable 
experience. 


The following is the list of men 
representing various business and 
professions in Bombay, present with 
their wives: 


Rahimotoola M. Chinoy, Sultan M. 
Chinoy, and Habib N. Chinoy, Frigid- 
aire & General Motors, Corp.; Ali- 
mahomed Rahimtoola, Frigidaire serv- 
ice; Mr. Katrak, Frigidaire sales. 


J. A. Dooley, and M. C. Mujumdar, 
International General Electric Co.; 
A. L. Gilford, Bombay Electric Power 
House & Refrigeration Hire-Service; 
Mukhlis H. Tyebji, Electric Power 
House, in charge of service depart- 
ment; T. R. Strueli, Volkart Bros. 
(Kelvinator). 


R. M. Prouse and F. S. Barlow, 
Westinghouse Co.; M. H. Lala, engi- 
neer, F. & C. Osler (Servel); Shantilal 
Shah, Overseas Trading Corp. (Fair- 
banks-Morse); Gulam Hussin Dossani, 
film industry. 


M. A. Fazelbhoy, Bombay Radio 
Co.; Fazel A. Fazelbhoy, U. S. L. 
Batteries; George Azrilenko, Ameri- 
can “Z” Corp.; Sultan Nathani; A. M. 
Thariani, architect and _ engineer; 
Roshan Lal, insurance; A. S. Chad- 
wick, insurance; Husein A. Fazhel- 
bhoy, insurance; G. S. Dharamsey, 
insurance; E. G. Currimbhoy, insur- 
ance; Suleman Dawoodbhoy, insur- 
ance. 


Ahmed Nathani, businessman; Is- 
mail Abdulla, businessman; Mahomed- 
ali Rajabally, stockbroker; G. M. ‘A. 
Calcuttawalla, businessman; Rajabally 
P. Ebrahim, importer; Abbas Husein- 
bhoy Lallji, businessman; Habib I. 
Rahimtoola, businessman; Abdulla I. 
Rahimtoola, businessman; Husein A. 
Curmali, businessman; Ebrahim Cur- 
mali, manufacturer; Gulam Husein 
Chinoy, businessman. 


Jan Mahomed, importer; Gulamali 


Bombay’s 


Crosley Distributor Gives a Party for the Author 


The main table and a section of the guests at the party given in honor of the author at the Presidency 

Radio Club, Bombay, by Ahmed A. Fazelbhoy, Crosley distributor in Bombay. The author is at the head of 

the table. At his right are Mrs. Ahmed A. Fazelbhoy, Mr. Fazelbhoy, Mrs. Mody, H. Chinoy, Frigidaire 

Bombay distributor; Mr. Mody, and Mrs. H. Chinoy. To his left are Mrs. E. G. Currimbhoy, Mr. Prowse and 
Mr. Barlow of Westinghouse, Mrs. Fazel A. Fazelbhoy, and R. M. Chinoy. 


Currimbhoy, businessman; C. J. West, 
banker; Ismail Mahomed Jaffer, land- 
holder; Dr. M. E. Merchant, M. O.; 
Dr. R. V. Sanzgiri, M. R. C. P.; Dr. 
Abdulla_Curmali, M. R. C. P.; Dr. 
Mahomedali Mistri, M. D., M. R. C. P. 


M. N. Chaiwalla, M. H. A. Fazel- 
bhoy, Habib Parpia, Ahmed I. Rahim- 
toola, lawyers; Adi Patel, journalist. 


Miss Zarina I. Rahimtoola, Miss 
Parin Moolji, Mrs. Husein K. Nathani. 


Bombay Garage—and the 
Maharajah 


Another example of Bombay hospi- 
tality which will linger long in my 
memory was a dinner tendered by 


the Messrs. Chinoy of the Bombay 


Garage, Frigidaire distributor in 


Bombay. 
F. W. KLATT, managing director of 


General Motors India, Ltd., and the 
writer were the only people present 
who were not native-born members of 
the Indian race. 

All the guests (such as SIR ALI- 
MAHOMED DEHLAVI, Bombay 
Minister for Local Self-Government, 
and PRINCE GHANSHYAMSINHJI 
of Limbdi) were prominent in Indian 
politics, society, or business. At the 
dinner, which had umpteen courses of 
strange and unfathomable foods, the 


conversation evolved entirely around 
politics and government—in which 
several of these men were Playing 
leading roles. 


It was very much as if, in America, 
one were dining with five Senators 
nine Representatives, Chief Justice 
HUGHES, JIM FARLEY, em, 
HURJA, FELIX FRANKFURTER, 
COL. FRANK KNOX, and AL SMITH 
The new Viceroy and the new Cop. 
stitution, plus the restive labor sityg. 
tion, were cardinal topics. 


Among the guests was a reai, liye 
Indian prince—the Maharajah of Pop. 
bandur, with his wife. He was on hanq 
early, and I discovered that he jg 
not only keenly interested, but wel). 
informed on _ air-conditioning. Hp 
seemed to be a gentleman of high 
intelligence. 


Two of his subjects (lovely Indian 
women, in saris of amazing sheerness 
and rich pastel shades—what a fee]. 
ing for color harmony these Indians 
have) arrived shortly before dinner, 
made a sweeping obeisance, and drop- 
ped large silver coins at his feet. 


The principle by which Indian 
princes acquire their fabulous wealth 
I take it, is something like the 
Woolworth idea: small contributions 
made with great frequency by large 
numbers of people. 


It was a warm, starry night, and 
the dinner was served on the roof 
of the Bombay Garage. And boys, 
that was some roof. It was a tile 
and-porcelain mosaic, in rich patterns, 
Gay Japanese lanterns were strung 
around, and it was a gala atmosphere, 


After the dinner came an Indian 
cabaret, with authentic Indian music, 
dances, and costumes. The songs and 
dances told a running story which, 
of course, I couldn’t figure out. 


SULTAN CHINOY, head man of 
the Bombay Garage, assigned one of 
his attractive daughters to me for the 
show; but she didn’t know what was 
going on, either. Having been edv- 
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cated in England and on the Con- 
tinent, she had a European, rather 
than an Indian, background. 


The Bombay Garage is one of the 
leading business houses in India. In 
addition to its big Chevrolet, Vaux- 
Hall, Delco, and Frigidaire business, 
it operates a string of gasoline filling 
stations, does automobile repair work, 
and has radio interests. 


As part of its slogan “Our Watch- 
word Is Service” the company main- 
tains a body repairing and body 
puilding workshop and a central serv- 
ice station with all the appliances of 
modern car-servicing requirements. 


Their service stations, Mr. Chinoy 
told us, are located at strategic points 
in the City of Bombay and on the 
way to the Suburbs of Mahin. 


The company had its real beginning 
in 1904, for although in that year it 
was already doing an extensive busi- 
ness in wheat flour, kerosene oil, 
liquid fuel, and paraffin wax, it then 
received the agency for Shell Petrol, 
which it still sells. 


With four branches, in Ahmedabad, 
Jubbulpore, Nagpur, and Poona, all 
important centers, and dealers cover- 
ing the whole of India, Mr. Chinoy 
calls his organization “the most up- 
to-date in India.” 


That it is progressive is illustrated 
by the fact that in 1922 the company 
obtained the representation of the 
Marconi’s Wireless Telegraph Co., 
Ltd., as their agents for external com- 
munications and_ established the 
India Radio Telegraph Co., Ltd., for 
whom the firm acted as secretaries 
and treasurers—the first Indian com- 
pany to be entrusted by the govern- 
ment with this public utility service. 


Air conditioning, soda fountains, ice 
cream freezing, milk and beer cooling, 
cold storage and display counters are 
included in the Frigidaire equipment 
sold by Bombay Garage. 


Main Table at Ahmed Fazelbhoy’s Party 


2 


Main table at the party given for the author by Ahmed A. Fazelbhoy, Bombay Crosley distributor, at 
the Presidency Radio Club. The author, at the head of the table, has at his left his host, Mr. Fazelbhoy; 


Mr. Prowse and Mr. Barlow of Westinghouse, and Mrs. Fazel A. Fazelbhoy. 


On his right are Mrs. E. 


G. Currimbhoy, Mrs. Ahmed Fazelbhoy, H. Chinoy of Frigidaire, Mr. Mody, and Mrs. H. Chinoy. 


Bedford truck, built by Vaux-Hall, a 
British firm, Albion trucks built in 
Glasgow, Scotland, and a Chevrolet 
truck designed and built for tropical 
service are handled along with the 
Chevrolet passenger car. 


Sell the Idea 


HABIB N. CHINOY, a clean-cut 
young member of the family who 


“received his engineering training in 


England, heads the Frigidaire division 
of the Bombay Garage. 


ALIMOHAMED RAHIMTOOLA is 
the engineering and service manager; 
and MOHAN T. ADVANI is sales 
manager. 


Mr. Advani has four salesmen in 
Bombay, working on salary and com- 
mission. They get prospects by can- 
vassing through friends and _ users, 
and from tips by their service men. 


The Bombay Garage advertises ex- 
tensively in newspapers and _ that 
helps, too: 


Mr. Rahimtoola keeps three field 
service men at work. Riding motor- 
cycles, they cover a territory radiating 
24 miles from headquarters. 


More than 3,000 Frigidaire compres- 
sors are in use in Bombay and envi- 
rons. About 500 of these refrigerate 
bottle coolers and ice cream cabinets. 


One air-conditioning installation has 
been sold (undoubtedly there will be 
more by the time this is published)—a 
1%-hp. job to office of the National 
City bank in Bombay. 


Biggest task, avers HABIB CHI- 
NOY, is that of selling the idea of 
refrigeration. Indians must be edu- 
cated up to it. Seldom does an 
electric refrigerator replace ice in 
Bombay, for ice is little known. Mr. 
Chinoy estimates that there are prob- 
ably 50 electric refrigerators in use 
in Bombay for every icebox. 


Four younger members of the 
Chinoy family have been studying air 
conditioning assiduously in England 
and America; and when they get 
into harness, The Bombay Garage 
expects to go into the air-conditioning 
business in earnest. 


Picture of these four young men, 
Ebrahim D. Chipoy, Akbar N. Chinoy, 
Fazal R. Chinoy, and Fazal D. Chinoy, 
was published in the March 25, 1936, 
issue of REFRIGERATION News. 


* * #8 


G-E’s for Rent 


C. R. PALMER, managing director 
of International General Electric Co. 
(India), Ltd., had gone to America 
before I arrived in Bombay; but 
people in his office were able to tell me 
something about the business. 


G-E refrigerators have been sold 
for nine years, with one interruption 
of two years, in India. Twelve agents 
in India and Burma (none in Cey- 
lon) work through headquarters in 
Bombay. One of these, United Eastern 
Agencies (an Electric Bond and Share 
property) has agencies in Karachi, 
Poona, Broach, and Nasik. S. NEL- 
SON is manager of refrigeration sales 
for this concern. 


In Bombay I. G. E. of India main- 
tains one commission salesman, who 
goes after commercial and “flat” 
(apartment house) business. I. G. E. 
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AROUND THE WORLD: WITH A CANDID CAMERA 


Interviewing a New Distributor 


Much of the author’s information about India and its merchandising 
problems was derived from conversations with Ahmed A. Fabelbhoy 


(left) and Fazel 


A. Fazelbhoy (right). 


This picture was taken in 


front of their Bombay headquarters. 


sells only for cash. If the customer 
wants to buy on time, he is referred 
to the Bombay branch of the Com- 
mercial Credit Co. 


All Monitor Top units are sold on 
a straight four-year guarantee. Very 
little service trouble has been expe- 
rienced, and replacements are few. 
Most common service call is caused 
by the controls. In India, service men 
devoutly wish that all controls were 
placed on the outside of the cabinet, 
instead of the inside (for the same 
reasons reported in the Singapore 
story). 


= 


I. G. E. is just getting started on 
air conditioning. One small installa- 
tion (1%-hp., in the Haffkien Insti- 
tute, for use in serum cultivation) 
had been made up to the time of 
the interview. 


Most customers for household units 
go to the Bombay Electric Supply & 
Tramways Co., Ltd. a_ privately- 
owned utility company which rents 
refrigerators. 


After they have been renting re- 
frigerators for awhile, people fre- 


quently find that they might as well 
buy them outright, G-E men find. 


Monitor Top sales for the last three 
years, I was informed, have been run- 
ning from 500 to 600 units per year. 


Although the utility is of great 
help in getting household refrigera- 
tors into homes, some Bombay re- 
frigeration men are of the opinion 
that it is retarding air-conditioning 
development. Here’s why: 


The lighting rate (four annas—9 
cents per kilowatt) is charged for air- 
conditioning operation. In explanation, 
the utility points out that an air- 
conditioning system cuts down its 
electric fan load—which is quite an 
item in Bombay. 


In some cases, however, a large 


user of electricity (like a theater) can - 


get around this condition because of 
a prior bulk rate individual contract 
with the utility. 


Still another handicap to air-condi- 
tioning progress in India is the fact 
that in some places it is almost 
impossible to get water for condenser 


cooling. 
* * ~ 


Leading Factor 


By virtue of its rental system— 
which seems to fit the peculiar needs 
of a country in which most of the 
prospects come only for two or three- 
year periods—the Bombay Electric 
Supply & Tramways Co., Ltd. is 
probably the most important factor 
in household refrigerator sales in 
Bombay. 


A. L. GUILDFORD, in charge of 
the system, we found to be an alert, 
aggressive Englishman, who leaves 
nothing undone to build load for his 
company. 


For 14 rupees a month his company 
will rent an electric refrigerator— 
any size available—to its customers. 
This includes all service. Refriger- 
ators must be rented for a minimum 
of six months. An installation charge 
of seven rupees, eight annas, is made. 


Each year the Bombay Electric 
Supply Co. buys refrigerators, for 
rental purposes, from a different dis- 
tributor. This year Westinghouse 
was the refrigerator selected. In 
previous years General Electric, 
Frigidaire, Kelvinator, and HMV 
machines were bought. 


A few ranges have also been rented 
by the utility, but the range business 
has been hard going. Charcoal is the 
national fuel for cooking in India. 


Mr. Guilford’s chief complaint 
against American electric  refriger- 
ators is that they are frequently 
underpowered. For India, he says. 
oversize motors are needed. His 
service men have also experienced 
difficulties with capacitor motors. 


In Bombay both d.c. and a.c. (50 
cycles) current is supplied. The rate 
for refrigerators is one anna per kilo- 
watt (about two cents). “Up country” 
the rate gets up as high as 12 cents 
per kilowatt. India is entirely served 
by “private” utilities, most of them 
generating current by Diesel power. 


The Bombay Electric Supply & 
Tramways Co., Ltd., does a good deal 
of promotion—newspaper and _ out- 
door advertising—(all its street cars 
carry promotional banners and pla- 
cards). Its initials form, rather 
fortunately, the word BEST; and this 
device is prominently used in all 
advertising. 


s. * * 


Ships That Sailed 


Romance lingers around the Bal- 
lard Estates offices of Volkart Bros., 
Bombay distributor for Kelvinator. 
This concern dates back to the early 
days of British trade with India, to 
the days of sailing vessels, fights with 
the Dutch and Portugese, and un- 
known risks in the land of the 
Maharajahs. 


Today the company trades. in 
cotton, has textile interests, and goes 


in for large-scale engineering. R. 
SCHERER is managing director, T. 
R. STREALI and P. A. OTTO are 
leading lights in the company’s re. 
frigeration and air-conditioning pbysj- 
ness. 


Household refrigeration business jn 
the Bombay Presidency, say these 
gentlemen, is so completely in the 
hands of the Bombay Electric Supply 
& Tramway Co. that there isn’t much 
point in worrying about it. So they 


concentrate on commercial business 


and air conditioning. 


In the latter field they go after the 
“big stuff’—like the dining room of 
the Taj Mahal hotel (where I had 
several meals, and concerning which 
I’m ready to testify that they cer- 
tainly keep it cold enough) and some 
of the sets at the film studios. 


They have also been looking into 
quick-freezing possibilities, in con- 
junction with GEORGE  AZRI- 
LENKO, a thoroughgoing engineer 
who is local representative for the 
“Z” process (invented by M. T. 


How’s Business ? 


8 ATFFRY: , 


ca 


Ahmed A. Fazelbhoy, 


Crosley 
distributor in Bombay, discusses 
current business conditions. 
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AROUND THE WORLD WITH A CANDID CAMERA 


y ZAROTSCHENZEFF) of quick freez- 
( ing. 


At lunch with Messrs. Azrilenko 
and Streali, they told me that the 
likeliest customer for quick-frozen 
products would be the colonial army. 
In some provinces meat is cheap; in 
others, expensive. It could be quick 
frozen in the “cheap” localities, and 
shipped to army cantonments in the 
“expensive” places. 


Here they run into municipal diffi- 
culties, however, as do all concerns 
which are after any sort of commer- 
cial refrigeration business in India. 


as wT SS CO WO = 


For example: in Bombay a tax 
must be paid on every 100 Ibs. of 
meat at the slaughter house. More- 
over, that meat must be sold at retail 
on the same day it is slaughtered. 
If it remains unsold after 24 hours, 
’ it must be thrown away. That’s the 
“ law. It also helps explain (together 
with the religious disinclination of 

the Hindus to kill any animal, why 
there are so many rats in Bombay, 
zi and why they grow to lengths of 
i six and eight inches). 


OO ft = ot rh 


The municipality keeps alive this 
ancient religious fetish, in this day 
of scientific food preservation, for 
long periods of time, because of the 


added revenue it brings. If meat 
were refrigerated, much less would 
be thrown away, much less slaughter- 
ed, and hence less revenue from 
slaughtering. 


In selling commercial refrigeration, 
patient Hindu “educators” must first 
pave the way by getting the idea of 
food preservation across to illiterate, 
religion-dominated, convention-bound, 
shopkeepers. That is a long and often 
painful task. 


Practically all commercial cabinets 
used here are built locally, not only 
because of high freight costs and the 
tariff, but because Indian engineers 
claim that American cabinets don’t 
hold up under India’s burning climate. 
Here they are built out of teakwood 
by Chinese carpenters, and insulated 
with cork. 


According to Messrs Azrilenko and 
Streali, solid carbon dioxide refrigera- 
tion seems to have a promising future 
in India. Already the Sirdar Carbonic 
Gas Co. is manufacturing it in Bom- 
bay, the Alambic Co. in Baroda, and 
Spencer & Co. in Madras, Lucknow, 
and Cawnpore. 


At present its chief use is in 
refrigerating railway cars, but other 
uses are contemplated. 


Railway Conditioning 


R. M. PROWSE, manager, and F. 
S. BARLOW, sales manager of the 
Westinghouse Electric Co. of India, 
Ltd., Feltham House, Graham Road, 
Ballard Estate, Bombay, sell refrig- 
eration products through the General 
Electric Co. (India), Ltd—which is 
the English G-E, not the American 
(see our story on Singapore). 


These gentlemen are highly inter- 
ested in promoting railway air condi- 
tioning in India. 


Nobody could render more heart- 
felt agreement to the pronouncement 
that India railway cars need air 
conditioning than the writer. As I 
have said before, the most uncom- 
fortable periods of my life were spent 
traveling on Indian railways in 110° 
plus temperatures, with the dust so 
thick breathing was next to impos- 
sible. 


To them, then, I communicated a 
little idea of my own. Indian railway 
cars are divided into first, second, and 
third class compartments, as_ in 
Europe. First class is tremendously 
expensive, second class about half of 
first, and third class about half of 
second, in cost. 


Why not, as a starter, condition 


only the first class compartments, 
rather than the entire car? Generally, 
there’s only one to a car, and it 
occupies about one-sixth of the total 
space. Already a separate inclosure, 
it could be insulated and equipped 
with a unit of adequate capacity at 
comparatively nominal cost. And any- 
one who can afford to travel first 
class—could—and would, gladly—pay 
still higher first class rates to enjoy 
the blessings of air-conditioned com- 
fort. 


Muller & Phipps (Asia) Ltd. of 
Nicol Road, Ballard Estate, has long 
represented Brunner Mfg. Co. in the 
air compressor business, and is just 
getting started with commercial re- 
frigeration. 


Cc. F. BRIGGS is manager of the 
Bombay office. WALTER B. SCHLEI- 
TER, manager for India, was in 
America when I called. R. E. HARD- 
ING is sales manager. 


This concern also has an office in 
Calcutta, at Avenue House, Chow- 
ringhee Square with H. A. DAWTON 
in charge. General headquarters is at 
1 Park Ave., New York City. Muller 
& Phipps has the Brunner agency for 
the Far East, and also has connec- 
tions with Sparks-Withington and 
Stewart-Warner. 


Scented Air 


Air conditioning has generally been 
thought of as having six functions, 
namely: heating, cooling, humidify- 
ing, dehumidifying, cleansing, and 
circulation. But it has remained for 
an Indian engineer, H. N. PHER- 
WANI, to add a seventh, perfuming. 

For use with his Neo-Aire and 
Kooler-Aire fans, Mr. Pherwani has 
blended some 147 different scents to 
make the air fragrant. 


Now please don’t laugh. Scenting 
the air is’ appreciated by the Indian 
people, and is something they are 
willing to pay for. 


In addition to his consulting work 
with the C. & I. Engineering Co. 
(which has the Williams Oil-O-Matic 
agency), Mr. Pherwani runs a corres- 
pondence school for budding engi- 
neers, and is an inventor. 


He also made to me the most suc- 
cinct statement I have ever heard 
relative to the chief obstacle in the 
path of the air-conditioning industry 
and its hoped-for expansion: 


“Everybody wants air conditioning, 
but nobody wants to pay for it.” 
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AROUND THE WORLD -WITH A CANDID CAMERA 


ee 


.. EGYPT 


Refrigeration & Air Conditioning 


Only one person in 150 is a prospect for electrical appliances 
in Egypt. The rest are living along the margin of bare subsistance. 
But appliances can be sold, if you know how to find the prospects. 


To find them and to sell them, you have to know your way 
around. Merchandising is quite bound up with manners and 
customs and savoir faire. In the following pages some of these 


mysteries are touched upon—lightly. 


By Appointment 


Gregorakis & Co., distributor for 
Frigidaire in Egypt, is easily the 
biggest refrigeration firm in that hot 
country. And its biggest customer is 
the royal Egyptian government. 


For many years Mr. Gregorakis has 
also been the Buick distributor in 
Egypt, and that’s how he got his 
“in” at the royal palaces. The recent 
deceased King Fuad liked Buicks, and 
he liked Mr. Gregorakis. Each year 
Fuad bought several new Buicks; 
likewise many of his henchmen, his 
councilors and advisors bought 
Buicks too. 


A procession of state was really 
something for a General Motors exec- 
utive to see, for it was practically 
a Buick parade. And when Mr. Moon- 
ey or any of the bigwigs of General 
Motors export division came out to 
the land of the pyramids and the 
Sphinx, Mr. Gregorakis was generally 
able to arrange a procession of state 

for their edification. 


When Frigidaire came along, King 
Fuad thought well of that, too; and 
before Mr. Gregorakis had finished 
with him, the King had purchased 
more than 70 units for his palaces! 
He bought the works: water coolers, 
bottle coolers, ice cream cabinets, 
meat coolers, and individual house- 
hold refrigerators for the guest rooms. 


Just before his death he ordered 
a 12-cu. ft. job installed by his bed, 
for keeping serums, food, and drink. 


Once Frigidaire had become “by 
appointment” the King’s refrigerator, 
it was simple to go down the line 
and sell Frigidaires to members of 
the Court and the Egyptian govern- 


ment. 
* _ * 


New Prospects 


That’s the way you should work 
in Egypt if you want to sell an article 
which calls for a real expenditure of 
money, like an automobile or an elec- 


tric refrigerator. There are a lot of 
people in Egypt (1,500,000) but less 
than 10,000 have income above the 
bread-and-water level. 


Mr. Gregorakis, a handsome, high- 
strung individual who practically lives 
in his beautiful showroom, has it all 
doped out. You segregate the possible 
prospects, then you plant your prod- 
uct with the leaders of those small 
groups, and from then on it’s simply 
a matter of going on down the line. 


He has had the Buick agency for 
20 years, the Frigidaire agency for 
eight. J. E. BENGHIAT, a live wire 
who would be a crack sales manager 
in any league—including the American 
—handled the refrigeration end of the 
business. Mr. Gregorakis runs the 
company, and the automobile division. 
They have the finest showroom in 
Cairo for any product. 


A product which requires servicing 
—and that means both automobiles 
and refrigerators—predicates a risky 
business, declares Mr. Gregorakis. He 
has seen a lot of competition come 
and go, the latter because they didn’t 
understand this fundamental principle. 


First thing a distributor must do 
who wants to stay in business is set 
up a thoroughly good service depart- 
ment, with a well-trained staff and 
an adequate supply of parts. Then, 
and not until then, can he think 
about selling. 


In the export field, both Messrs. 
Gregorakis and Benghiat will tell you, 
good will is the most valuable asset 
of a product. The distributor must 
take care of the owner, must keep 
the product in shipshape order, if 
he intends to stay in business for 
any length of time. 


Long Hours 


These two gentlemen observe no 
set hours. They come down early and 


stay until late at night—taking, of 
course, the usual early afternoon 
siesta of the tropics. 


“There isn’t anything else to do in 
Cairo but work,” they explain with 
a smile. 


During June, July, and August, busi- 
ness comes to a virtual standstill. 
It’s too hot and dusty for work or 
relaxation in Egypt. Prospects all 
leave town. So the only thing to do 
is lock up and go off on a cruise 
somewhere. But during the remainder 
of the year there’s always business to 
be had—if you know how, and if 
you know the right people. 


In Egypt, business conditions de- 
pend almost entirely on the price of 
cotton. Things were pretty tough from 
1930 through 1933. But now, thanks 
to Roosevelt’s cotton curtailment 
orders in America, and to favorable 
trade deals engineered in Germany, 
business looks pretty good. 


There isn’t much competition from 
ice in Egypt, although it’s very cheap. 
On a contract a commercial ice user 
can get a 54pound block for two- 
and-one-half piastres (12 cents) or 
even less. 


It’s the firm belief of Gregorakis 
and Benghiat that if the ice manu- 
facturers would expend their energies 
on promotion instead of mutual de- 
struction, the electric refrigeration 
business would quickly double itself. 


Why? Because 92% of Egypt’s 
population consists of Egyptians, 
whereas less than one per cent of 
all electric refrigeration sales are 
made to Egyptians—the reason being 
that the natives who could afford 
refrigeration don’t understand the 
need of it. 


The big job to be tackled is 
education; and a healthy forward- 
looking ice industry would be a big 
help in that direction. 


Air conditioning? They need a 
leader. Mr. Gregorakis offered to in- 


stall a room cooler in King Fuad’s 
bedroom free of charge just to get 
things started, but Fuad would have 
none of it. 


“That’s an artificial way to live,” 
said the King, dismissing the subject 
with finality. 


Perhaps the young new king Farouk 
may lead the way for air condition- 
ing in Egypt. 

* * * 


Loss of Caste 


Mr. Benghiat, not satisfied with 
simply working the government terri- 
tory, bethought himself of a new 
field for prospects: the excellent 
University of Cairo. 


First he went out to this beautify! 
campus and called on the medica] 
and physics branches. They bought 
refrigerators for keeping serum and 
apparatus at proper temperatures. 


Next step was to sell the professors 
who headed these departments house- 
hold refrigerators for their homes. 
That started the ball rolling, and 
soon Mr. Benghiat had pretty well 
saturated the academic market. Also, 
seeds. had been sown among the 
students. 


Through bitter experience Mr. Beng- 
hiat has found that he has to do 
most of the selling himself, personally. 
Egyptians sufficiently well educated 
to sell refrigerators shudder at the 
idea of degrading themselves so far 
as to become salesmen. 


There is a very real reason for this 
feeling, as we shall see presently. Put 
briefly: the entire population of a 
big city like Cairo or Alexandria or 
Port Said seems to support itself by 
selling things on the street. These 
hawkers sell anything and everything: 
pencils, post cards, water, candy, 
cigarettes, souvenirs, rugs, handi- 


craft of all sorts, food, shoes,—and 
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AROUND THE WORLD WITH A CANDID CAMERA 


I even saw some vendors with midget 
radios slung over their backs. 


They are very persistent beggars, 
these street hawkers; and have, of 
course, no fixed prices. Haggling is 
both an art and a sport with them. 
It is no wonder that salesmanship is 
in such poor repute among the edu- 


cated of Egypt. 


Nevertheless, it is occasionally pos- 
sible to hire a few out-of-work men 
who will take a job of selling refrig- 
erators as a stop-gap to office posi- 
tions. Such salesmen are paid three 
or four pounds a month ($15-20), plus 
a small commission, say 5%. 


This commission applies to all sales 
made within two months of the reg- 
istering of a prospect. The latter 
stipulation becomes necessary because 
of the ingrained habit of bargaining 
the citizens of Cairo have. 


After the salesman has aroused in- 
terest and created desire, the pros- 
pect generally comes down to the 
showroom in person, in hopes of elim 
inating the salesman’s commission 
and haggling down the list price as 
well. 


As in all countries where the custom 
of bargaining prevails, the mark-up 
has to be high enough to compensate 
for concessions. 

* 2 


Commercial Business 


As in many tropical countries, com- 
mercial business has been slow for 
two reasons: (1) there are very few 
food shops catering to Europeans; 
(2) the small native markets and 
cafes need a deal of educating before 
they’re ready to become prospects. 


Refrigerating machines come 
through Egyptian ports with 8% duty 
attached—cabinets, which are classed 
as furniture, are charged a 24% tariff. 
Household refrigerators are imported 


complete; but the higher duty, plus 
shipping costs, makes it essential to 
build commercial cabinets in Egypt. 


It took distributors in Cairo quite 
a while to teach local cabinet makers 
how to build good cases’_ which 
wouldn’t warp; but by using old Mc- 
Cray boxes as models, and exercising 
much patience, they have become able 
to turn out pretty good oaken cabinets. 


Ice cream is beginning to catch on 
in Egypt, and distributors believe that 
the ice cream cabinet business is 
going to be very good in the near 
future. 

* ok * 


Service 


A while back was mentioned the 
stress Mr. Gregorakis lays on service. 
We can take his service corps as an 
example. 


Most of his men are not highly 
educated. Most of them have been 
with him since 1926. It took patient 
effort to teach them; and at that, they 
have learned chiefly by experience. 


A Greek heads the service organi- 
zation; his assistants are Greeks, Ital- 


ians, and Jews. Another Greek heads 
the service organization in the Gregor- 
akis branch in Alexandria. The dealers 
in Port Said, Ismalia, Suez, Mansou- 
rah, Assont, and Heliopolis are sup- 
plied with service men who have 
learned their trade in the Cairo 
organization. 


*. * *# 


Small Market 


H. D. McClellan, merchandising man- 
ager of the British Thompson Hous- 
ton Co. in Cairo, doesn’t think much 
of the Egyptian market for refrig- 
erators. 


He showed me some figures supplied 
him by the Le Bon electric power 
company (a private utility owned by 
Belgian and French interests, with 
concessions for Cairo, Port Said, and 
Alexandria) of the number of refrig- 
eration machines on its lines. The 
figures: 


Cairo—30 commercial, 214 household, 
total 244. Alexandria—19 commercial, 
109 household, total 128. Port Said— 
eight commerciai, 28 household, total 
36. 


(Mr. Benghiat of Frigidaire says 
these figures are small because they 


do not contain the units sold to the 
king and government, which are 
lumped together with other current- 
consumers in the palaces and govern- 
ment buildings on a flat rate.) 


Mr. McClellan agrees with the gentle- 
men from Gregorakis & Co. that 
Frigidaire leads, General Electric 
(BTH) is runner-up, and nobody else 
seems to be in the race. 


BTH refrigerators are sold entirely 
by advertising and display. At the 
Cairo showroom there are salaried 
floor men, and a salesmanager on 
salary plus commission. Dealers in 
other Egyptian cities sell on consign- 
ment. 


There is no washing machine busi- 
ness to be had, and very few vacuum 
cleaners are sold. Current comes too 
high for electric ranges to be con- 
sidered. One G-E dishwasher has been 
sold to a doctor. 


Radio, however, is going strong. 
It’s a profitable business, too—divided 
up chiefly between BTH, RCA-Victor, 
and the ever-present Phillips. 


Two Egyptian broadcasting stations 
are putting on good programs, and 
creating a market for small 5-tube 


Egypts Largest Electric Refrigeration Dealership 
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Left: Entrance to the biggest refrigeration firm in Egypt—Gregorakis & Co., Frigidaire. The company is Buick 
distributor as well. In the doorway is J. E. Benghiat, refrigeration manager. Center: the author gets a shine 
as he and a part of the Benghiat family stop at a sidewalk cafe in Cairo. Right: the Benghiat brothers. 


sets (4-tube sets don’t work in Egypt, 
for some reason). One broadcasting 
station is at Abu Zaabel, with an 
alternative transmitter in Cairo. The 
other broadcasts from Alexandria, 
with a relay in Upper Egypt. 


The BTH 5-tube set retails for 10% 
pounds (about $54) with 10% off for 
cash. 


Mr. McClellan thinks it noteworthy 
that Tantah, the third largest city 


in Egypt, has no.electric refrigerators. 


Entirely populated by native Egyp- 
tians, the city has only recently begun 
to enjoy 24-hour electrical service. 
Formerly the Le Bon Company sup- 
plied electricity—at high rates—only 
at night. 


Good Salesmen Rare 


BTH has also found the problem 
of getting good salesmen practically 
hopeless. Once they trained a crew 
of outside salesmen and sent them 
out to call on boarding houses, The 
project flopped dismally. 


Living in Egypt are Egyptians, 
Syrians, Greeks, Italians (and Jewish 
members of all of these races), plus 
a very few British and Americans. 
The British subjects are almost exclu- 
sively army men, who come to Egypt 
for two year periods. The rental 
scheme, which has been found so 
successful among this type of pros- 
pect in India and Arabia, has not 
been tried in Egypt. 


Time payment sales are out of the 
question in Egypt because the seller 
has no recourse to law in the case 
of default. Once the refrigerator is 
installed, it becomes a part of the 
property, and cannot be repossessed. 


Nevertheless, about 50% of the re- 
frigeration equipment brought in 
is sold on credit. The purchaser 
signs a note for a year or 18 months 
and can be sued if he doesn’t pay. 
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Miscellany 


Gas (manufactured from coal) is 
fairly expensive in Egypt. Inasmuch 
as Egyptian servants simply cannot 
learn to shut the gas off—which 
means very high bills indeed—few 
gas ranges are sold. Kerosene and 
charcoal are the chief fuels for 
cooking. 


A few electric ranges have been 
sold to factory managers with private 
power plants, who pay nothing for 
the electricity they pipe over to their 
living quarters. 


Electric teakettles, normally a 
popular British - Thompson - Houston 
item, do not sell in Egypt. The large 
Italian population drinks no tea, and 
everybody else goes out to the innu- 
merable coffee shops for beverage. 


Electric irons are sold widely, but 
these are mostly low-priced German 
irons. Egypt is said to be essentially 
a price market; quality seems to count 
for little. 

*- * *# 


Air Conditioning 


Air conditioning is surely and sorely 
needed in Egypt; but when prospects 
hear a price quotation, their hands 
go up, and their backs turn. 


The cinemas (picture shows to us 
Americans) have sliding roofs which 
expose one-third of the roof area to 
the stars on hot nights. There are 
also open-air theaters, where patrons 
sit at tables and eat and drink while 
the latest importation from Hollywood 
and Paris appears before their eyes. 
These open air theaters are located 
at city outskirts. Many cinemas close 
entirely for the summer. These latter 
should be real prospects for air con- 
ditioning. 


The wagon-lits (equivalent of Pull- 
man Cars) need air conditioning badly. 
Dust and heat are frightful—just ask 
me for corroboration—in the summer. 
It is rumored that Wagon-Lits Inter- 
nationale (the French owners) are 
interested. 


First air-conditioning installation in 
Egypt apparently will be in a build- 
ing which houses the chemical division 
of the Egyptian Administration, which 
has advertised for bids. 


*. * * 


Power Rates 


A special rate for refrigerators is 
offered to Cairo users by the Le Bon 
Company. It works out like this: 


Between 5 p.m. and 11 p.m. the 


rate is 23 millimes (11% cents) per 
kilowatt hour. Rest of the day it’s 
16 millimes (8 cents) per kilowatt 
hour. In Port Said these rates are 
approximately the same, although in 
Alexandria, if you know how, it’s not 
hard to get lower rates. Fact is, if 
you go about it right, you can even 
get a 10-millime rate (5 cents per 
kwh.) in Cairo. 


To tally the current in these cases, 
the Le Bon Company installs a spe- 
cial meter with a clock on the refrig- 
erator. 


The average user (who has a 7-cu. 
ft. model) pays about one pound ($5) 
per month for current. 


Power supplied is 40 cycles, single 
phase. The Le Bon concession will 
run for 10 years more, after. which 


company officials have scant hope for 
renewal. Hence improvements in dis- 
tribution facilities, or long-range pro- 
motion, do not interest the company. 
They’re after all they can get while 
the getting’s good. 


Three Sundays 


Three Sabbath days are observed in 


‘Egypt: Friday is the Mohammedan 


holiday, Saturday the Jewish, and 
Sunday the Christian. Hence the shops 
must stay open seven days a week. 
That knocks out the week-end quanti- 
ty purchase argument for buying a 
refrigerator. There are no week-end 
bargains. 


Nor does the economy argument 
sound convincing in Egypt. Ice is 


Just a Few Steps from Ship 


Left: Natives on the streets of Port 
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to Desert 


Said. Boats are docked right at the end of the street; one may be seen 
at the upper right of picture. Right: On the Egyptian desert. The small figures in the foreground are camels. 


very cheap. Fruit and vegetables are 
very, very cheap. Everybody goes to 
the market every day. 


Furthermore, the orthodox Moham- 
medans who form so large a portion 
of the population, will not keep meat 
over night—it’s against their religion. 
(Many Mohammedan and Jewish re- 
ligious laws were originally hygienic 
in purpose. For instance, the Moham- 
medan must wash before he prays. 
The rule about not keeping meat 
over night was entirely justified when 
it was ordered, for that was before 
the days of proper refrigeration.) 


So, you see, the distributor in Egypt 
has his problems. 


But he lives 


country. 


in an_ interesting 


Egyptian Agencies 


Frigidaire: Gregorakis & Co. 17 
Rue Kasr El Nat. 


General Electric: British Thompson 


_ Houston Co. 


Kelvinator: Mosseri, Curiel, & Co., 
Rue Emad el Dine, Cairo. 


Apex: J. Calderon, Rue Emad El 
Dine, Cairo. 


Coldspot: Thuillot Vincent & Co., 
Rue Soliman Pacha, Cairo. 


Crosley: I. Gattegno, Rue Emad El 
Dine, Cairo. 


Sparton: Grands Magasins Hannaux, 
Alexandrie. 


Copeland: G. Zarb, Rue Fouad ler, 
Alexandrie. 
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_. SPAIN 


Refrigeration & Air Conditioning 


Despite the horrors of today’s civil war, which has been turned 
into a Fascist-Communist dogfight by Italy, Germany, Russia, and 


France, refrigeration equipment is still being sold in Spain. 


This examination of refrigeration distribution in Spain was 
made just before the Civil War broke out; but inasmuch as it con- 
cerns Barcelona and the Catalonian territory—which as yet has 
been unexposed to actual fighting—the conditions set forth still 


hold true. 


At the end is appended a survey of refrigeration business in 


Spain since the war got under way, a survey based on letters written 


to the author by friends who import in or export to Spain. 


Business 


Spain ranks about fifth among all 
the countries of the world in imports 
of electric refrigeration equipment. 
Commercial business has been marvel- 
ous. Household sales have been excel- 
lent, and getting better all the time. 
A real demand has sprung up for air 
conditioning. 


Business is fine, and could be much 
better. But American manufacturers 
can’t get their money for the equip- 
ment they have shipped to Spain. 


That worries Spanish distributors 
as much as it distresses American 
manufacturers. For the distributors 
realize that if this situation continues, 


American manufacturers will soon 
cease shipping equipment to Spain. 
Whereupon all their investment in 
building up a name and organization 
will go blooey. 


(Note: All shipments of refrigera- 
tion and air-conditioning equipment 
from the United States to Spain have 
been held up pending the settlement 
of the revolution.) 

* e¢ 


You Can Come In 
But You Can’t Get Out 


Here’s the how of it: 


Spain is worried about her unfavor- 
able trade balance. America, for 


example, exports far more to Spain 
than she imports from the land which 
once sent Christopher Columbus to 
the New World. 


So the Spanish senors, rather than 
putting up impossible tariff barriers 
or imposing import quota restrictions, 
have hit upon the simple expedient 
of preventing money from leaving 
their land. 


Now when the Maybecold Corp. 
ships over a hundred household jobs 
to the Souedad Electricidad Espano- 
dad Whereismydad, the latter depos- 
its, say, 50,000 pesetas in payment 
with the Central Bank, which is 
government-controlled. 


The Central Bank is supposed to 
buy dollars with these pesetas, and 
send the dollars to Maybecold Corp. 
But the Central Bank can take its 
time in such matters, and it has been 
taking its time for a year and a 
half now with American manufac- 
turers. 


Of course the Spanish distributor 
can go to the Central Bank and get 
the 50,000 pesetas back, but, to tell 
the truth, he doesn’t dare. Such action 
would arouse the suspicions of the 
government. 


It would be guessed that the 
distributor had found a _ bootlegger; 
whereupon hordes of inspectors and 
examiners would descend upon the 
establishment, preceded by the mili- 
tary police, and turn it upside down 
to find evidence that the bill had 
been paid. 


Dollars have been bootlegged into 
Spain, sold at a premium, and then 
bootlegged out again in settlement of 
an account. But that’s against the 
law. In effect, Spain has made paying 
a bill illegal. 


Luckily, HARRY GRANARY had 
warned me to “declare” my money at 
the customs office when I entered 
Spain. They don’t ask you how much 
money you have when you go to 


Spain. But they do when you go out. 
And then, unless you have been fore- 
warned and had the amounts of ready 
cash, letters of credit, and travellers 
cheques you possess stamped on your 
passport visa, that money is taken 
away from you upon leaving, and 
deposited to your credit in the Central 
Bank. Just try and get it out. Num- 
bers of unforewarned travellers are 
caught thus at the border. 
* * * 


They Can‘t Quit 


Sad as this situation is, it’s just one 
of the difficulties confronting Spanish 
distributors. 


Salaries of various classes of em- 
ployes are fixed by law. That runs 
up overhead. What’s more, it’s difficult 
to fire an employe. If he has been 
with the firm a year, he must be paid 
one month’s salary upon dismissal; if 
two years service, two month’s pay, 
and so on. 


Even then, firing a man may visit 
upon an employer the gravest sort of 
woes. Things can happen to his busi- 
ness in much the same fashion as if 
he had offended the “big shot” of an 
American gang. 


The labor unions have things pretty 
much under control, and they all gang 
together. 


Socialistic Republic 


Nominally, Catalonia is a republic; 
but in reality it’s socialistic. At the 
time of my visit the exact form and 
nature of the government was in a 
state of evolution. As is the case with 
our Spanish-speaking South American 
neighbors, evolution in Spanish gov- 
ernment is akin to revolution. 


Occasionally shots were fired. Fre- 
quently things were thrown, and glass 


was broken, and perpetually strikes 
were in progress. 


Naturally, there is a great deal of 
uncertainty in the conduct of busi- 
ness in such a volatile, unstable land. 


But in the face of all the annoy- 
ances, restrictions, fighting, and un- 
predictability, business men in Spain 
were remarkably calm and cheery. 


It’s a rich country, they say, and 
some day things will smooth out, and 
business will be just dandy. Spanish 
government has needed overhauling, 
Spain’s lopsided internal economy has 
been crying for readjustment (work- 
ers and peasants have been oppressed 
in the past), and now seems to be 
a right time to clean up and 
straighten up everything. 


Man of the World 


If nothing else of delightful nature 
had happened to me in Spain—and 


Waiting for Business 


L. M. Rifa (left), Frigidaire 

distributor in Spain, awaits 

customers before his Barcelona 
offices and showroom. 
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THE WORLD. WITH A CANDID CAMERA 


So 


much did—the meeting of R. FAW- 
CETT and his lovely wife would have 
made the visit a memorable pleasure. 


As European manager for Servel, 
he was in a position to give me a 
mass of valuable market information, 
tips on where and how to get further 
information, plus a deal of wisdom- 
evaluated understanding of the gen- 
eral situation which reporters like to 
call “background.” 


Being a rank novice at this globe- 
trotting business, I soon became most 
envious of Mr. Fawcett’s urbanity and 
savoir-faire. The ease with which he 
handles difficult situations in foreign 
countries is really something to see. 


For many years he represented Gen- 
eral Electric and other American 
manufacturers in South America, 
selling heavy equipment, such as 
generators, motors and mining ma- 
chinery. Hence, he knocks off Spanish 
like a grandee. He even speaks the 
native Catalan with Barcelona taxi 
drivers. 


His stunning young wife, a Swiss 
beauty, is also a linguist; and between 
them they are at home in eight or 
more languages. They are charming 
people, and together we explored Bar- 
celona every night during my stay. 

*. * * 


Sausage Dryers 


GEORGE and ROY NOBLE, the 
Spanish-born English brothers who 
run the Cie Anglo Espanola de Elec- 
tricidad, have fine offices and a big 
showroom at 525 Calle Cortes, Barce- 
lona, whither Mr. Fawcett led me as 
soon as the Nobles were open for 
business next morning after my ar- 
rival. 


These gentlemen are _ contractors, 
and do a big business. Among the 
firms they represent is Century Motors 
of St. Louis. They also have the 
Philco agency; and before the previ- 


ously mentioned money trouble in 
Spain, did a whale of a radio business. 


To these enterprising gentlemen— 
the fastest-moving, fastest-thinking, 
fastest-talking Englishmen you’ll meet 
in many a moon of travel—refrigera- 
tion looked like a coming business, 
one which would probably pick up 
where and when radio dropped off. 


At first they sold household refrig- 
erators; but it didn’t take much of 
that to convince ’em that this was 
no game for a white man. So they 
concentrated on Servel commercial. 


Today, along with Frigidaire, they 
are said to lead the field in commer- 
cial sales. And they’re getting into 
air conditioning, having made half a 
dozen installations of various sizes, 
with several more jobs “on the fire.” 
Proudly they showed me drawings for 
an 160-ton job on which they are 
bidding. 


They agree with Mr. Fawcett that 
air conditioning should be the best 
line of business they’ve yet tapped. 


Cabinets for commercial installa- 
tions are generally built on the spot 
in Spain. It the job is large enough, 
the cooling chamber is made of brick 
(insulated, of course, with Spanish 
cork). The Nobles complain that, in 
order to meet competition, it’s neces- 
sary to quote this work at cost. Their 
only profit comes from the sale of 
the machine. 


That doesn’t seem right to them; 
and they didn’t feel one whit better 
about it when we told them that 
“throwing in” the cabinet at cost 
with a refrigerating machine seems 
to be a common practice all over the 
world. 


Perhaps the most interesting com- 
mercial application made by Servel 
in Spain is a number of sausage- 
drying installations. 


Dried sausage seems to be a prized 
Spanish delicacy, and for decades 


those who cater to this demand have 
been putting sausages in racks, and 
hanging them up to dry in the wind. 


Trouble with this method is that it 
takes weeks, especially when there’s 
no wind! Servel cuts the processing 
time down to matter of days by 
forced convection. 


Temperature is of practically no 
consequence in this _ installation; 
humidity control is what counts. It’s 
purely and simply what Mr. Fawcett 
calls an “extraction job.” So at first 
they experienced some difficulties in 
keeping the compressor running; but 
after a number of ingenious solutions 
to that problem had been tried, they 
finally figured out how to jack up the 


controls properly. 
*. * # 


Not Interested 


Chief question ROY NOBLES 
wanted me to answer was: “What do 
you do about uninformed competition 
that cuts prices and extends terms to a 
point where nobody can make 
money?” 


“You form an association,” was the 
reply. 


He said that they had just done 
that, having organized a committee 
of Barcelona Refrigerating Merchants, 
to work in conjunction with the Asso- 
ciation of Electrical Industries and 
Affiliated Companies in Catalonia 
(Spanish province of which Barcelona 
is the trading center). 


P. LLORENS (Brunswick) is presi- 
dent, M. PUIG (York) is vice presi- 
dent, L. M. RIFA (Frigidaire) is 
secretary, and I. CODINA (Crosley) 
and E. BAXERAS (Westinghouse) 
are voting members. 


So far, grimaced Mr. Noble, they 
haven’t got very far. Too suspicious 
of one another. No real confidence in 
the association idea. Mr. Fawcett, 
having noted through the pictures 


and stories in MREFRIGERATION NEWS 
that I had been entertained at a 
luncheon or banquet by every Refrig- 
eration Association along the route 
of this Around-the-World trip, thought 
it would be a good idea to call a 
special meeting of the Barcelona 
Committee to hear me talk. 


But Mr. Noble was not impressed. 
He scrutinized me closely for a 
moment, and grunted: 


“What would you talk about?” 


Nevertheless, he called up a few of 


the other members of the commit- 


tee, suggesting that the editor of 
REFRIGERATION NEws would be willing 
to remain in Barcelona a couple of 
extra days for a special meeting. 


They weren’t impressed either. 


From Mr. Rifa, however, we ob- 
tained a list of the members, and the 
Articles of Agreement thus far ap- 
proved. These follow: 


In order to improve business, the 
Barcelona Refrigerating Merchants 
have decided to fix, starting from the 
1st of May 1936, the following selling 
terms, which must be respected, in 
Catalonia. 


Household Cabinets—The maxi- 
mum easy payment terms which can 
be offered are 18 months in aceepted 
drafts or monthly payments based if 
possible upon an equal mensual sum. 


The first draft must be due, at the 
latest, 30 days after the installment 
date of the Household Cabinet. 


In an instalment sale the client 
must pay a minimum of 15% of the 
value of the Household Cabinet on 
delivery of same. Likewise he must 
include in his account the expenses 
of clearing and settling the drafts. 


On easy payment sales of 18 months 
12% will be charged on the total sum 
of the transaction less cash payment. 


On 12-month sales the surcharge 
will be 8%. 


On 9%month sales the surchargy 
will be 6%. ¥ 


On 6-month sales the surcharge 
will be 4%. 


To wholesale middlemen a maximum 
discount of 25% will be allowed. The 
discount for the resellers of one or 
a small number of Household Cabi- 
nets will be 20%. 


In the case of an exclusive dealer 
the, discount may be increased ito 
30%. 


Under no consideration whatsoever 
shall a larger discount than 10% be 
conceded to the public for prompt 
payment, cash payments, etc. 


Commercial Refrigeration. — For 
commercial installations the maximum 
time payment which can be allowed 
is 18 months in accepted drafts, and 
the first due date is payable, at the 
latest, 30 days after the installation 
has commenced to function. 


Whenever possible the payments 
should be for the same amount. 


In order to qualify for 18 monthly 
easy payment terms, the client must 
make a first cash payment equal to 
25% of the installation when the 
latter functions, or otherwise an ac- 
ceptance for the referred amount, 
payable at 90 days sight, on signing 
the contract. 


The interest chargeable will be the 
same as that ruling for the Househoid 
Cabinets. 


On the estimates presented, includ- 
ing those based on cash payments, 
no reduction exceeding 10% will be 
allowed on the budget price. 


It is understood that the budgets 
presented in payment form, which do 
not state payment terms, shall be paid 
in cash at 90 days sight as a maximum 
time limit after the installation is 
working. In normal cases, when grant- 
ing easy payment terms for the offers 
put forward, the interest will be 
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charged on the prices of the referred 
estimates or offers, and it is under- 
stood that it will not be taken as 
included in the budget price. 


Every fortnight business men. en- 
gaged in the refrigerating trade will 
hold a meeting in order that they 
may become better acquainted per- 
sonally. The referred meetings, con- 
ferences, or “heart-to-heart” talks, 
should enable them to eliminate or 
neutralize the influence caused by the 
competition resulting from the exag- 
gerated offers which come from both 
clients and the salesmen. In the 
course of these meetings, due advan- 
tage would be taken of the opportunity 
to investigate cases in which previous 
agreements had not been strictly 
observed, and also to hear the ex- 
planations of alleged transgressors. 


The associates undertake to impose 
serious rules to which their employes 
and salesmen will rigidly adhere, and 
wil! forbid their employes and sales- 
men to make undesirable or untruth- 
ful comments regarding competition. 


Members of the association include: 


Anglo Espanola de Electricidad— 
Cortes, 525—Servel. 


Anonima Rifa Anglada—Paseo de 
Gracia, 21-23—Frigidaire. 


Auto Electricidad—Diputacion, 234 
—Brunswick. 
M. Ribalta—Diputacion, 258—Norge. 


Refrigeracion S.A. — Consejo de 
Ciento, 471—York. 


Suministros Electricos—Fontanella, 
14—Westinghouse. 

Hispano Nanuk—Rocafort, 98-100— 
Nanuck (Spanish). 

Novitas Bori—Corcega, 196—Baker. 

Bastos y C*.—Claris, 19—Ate (Ger- 
man). 


Vivo, Vidal y Balasch—Cortes, 589— 
Stewart-Warner. 


Hans T. Moller—Cortes, 435—Sabroe 
(Danish). 


Sr. Dn. Jaime Marinel. 10—Creu, 63 
(Badalona) Marinello (Spanish). 


Erebus S.A.—Av. Maristany, 27— 
Ice-O-Matic. 


Oyarzun y C*—Rbla. de Cataluna, 
81—Kelvinator. 


Electro-Lux—Rbla. de Cataluna, 75 
—Electrolux (Swedish). 


Siemens Ind. Electrica—Via Laye- 
tana, 47—Protos (German). 


I. Codina—Napoles, 190—Crosley. 


S.I.C.E.—Paseo de Gracia, 29—Gen- 
eral Electric. 


E. Clapes—Mendez Nunez, 18—Jay 
(Spanish). 


Aniceto Negre—Calabria, 106—Negre 
(Spanish). 


Luis Crhistensen—Manso, 52—Crhis- 
tensen (Spanish). 


Federico Streich—Via Layetana, 21 
—Borsig (German). 


Equipos Bosch—Mallorca, 281— 


Bosch (German). 


Jose Petit—Rbla. de Cataluna, 96— 
Sanitary. Ss 


Et Tu, Bullfighters ? 


Mr. Rifa we found to be a fine 
gentleman, indeed, and a reader of 
and booster for REFRIGERATION NEWS 
from ’way back. 


“It’s the only publication I know of 
that’s really helpful in this business,” 
he declares. “The Frigidaire factory 
men say the same thing, too. We 
take two subscriptions.” 


Although Saturday afternoons seem 
to be sacred in Spain, Mr. Rifa gra- 
ciously took the rest of the day to show 
us around and confab. 


Next day he suggested we go to the 
regular Sunday afternoon bull fights 
at the Barcelona arena. He had once 
taken President E. G. BIECHLER to 
a bull fight, he said, and Mr. Biechler 
seemed to get a big kick out of the 
proceedings. 


Sunday afternoon came, cloudy and 
dreary, which seemed to fit in with 
the general atmosphere. (When you 
can’t even get a cuppa cawfee or a 
sandwich because of a strike, things 
don’t seem so sunny.) 


Mr. Rifa arrived in a cab, and we 
went out to the huge amphitheater 


where the bullfights are staged. But 


no fights—called off on account of 
inclement weather, they said. 


We took a few pictures of the ring, 
and snapped an authentically cos- 
tumed matador when he arrived in 
state in a rubber-tired hack. After 
that Mr. Rifa took us to. a soccer 
football game as a consolation mea- 
sure. But what had been our one 
chance to see a bull fight had passed. 


Next day we learned that the 
threatening weather was simply a 
dodge. Bullfighters Local No. 22 had 
called a strike, in sympathy with 
their comrades in Madrid, who were 
protesting in the same manner over 
the employment of bullfighters from 
Mexico. 


Life has been just one strike after 
another on this trip. But this one, we 
thought, was funnier even than the 
taxi drivers in Bombay who were 
striking for less pay. 

ee @ 


Spain by the Ears 


Mr. Rifa comes from a_ distin- 
guished family, which operates cotton 
mills, a lamp works, a radio broad- 


‘casting station, and controls consider- 


able property. 


But the Frigidaire business is all 
his own. Anonima Rifa Anglada oc- 


A a 


cupies extensive quarters at Paseo de 
Gracia, 23, and maintains a highly 
modernistic showroom at Paseo de 
Gracia, 21, Barcelona. Also there’s a 
branch at Madrid. 


All told Anonima Anglada has 86 
employes, 21 of whom are specialty 
salesmen working the Barcelona terri- 
tory. 


Starting out as a Barcelona dealer 
for Frigidaire in 1929, Mr. Rifa be- 
come “distribudora” for Spain in 1933. 
During that time his organization has 
sold more than 4,000 Frigidaires, of 
which about 40% have been for com- 
mercial installations. 


Last year Anonima Rifa Anglada 
sold 1,219 Frigidaires in Spain. Ac- 
cording to Mr. Rifa’s figures, he gets 
more than half of the total refrig- 
eration business in Spain. 


This comes as a result of defying 
the  that-may-be-all-right-somewhere- 
else-but-it-won’t-work-here theory. For 
example: Mr. Rifa’s salesmen canvass 
for prospects and business—something 
which practically everyone says won’t 
work in Europe. 


Moreover, Frigidaire in Spain fol- 
lows the regular formula: dealers, 
subdealers, salesmen, supervisors, divi- 
sional managers, quotas, conventions, 
sales contests, direct mail, and 
regimented enthusiasm. It all sounded 
like Old Home Week to us, and we 
almost broke down and cried from 
sheer nostalgia. 


Salesmen work on a commission 
basis, getting from 6% to 12%, accord- 
ing to a complex, cumulative system. 
Dealers get 30, 25, and 20%; and 
“spotters” receive 10% commission. 


In his office Mr. Rifa has a map of 
Spain dotted with thumb tacks re- 
presenting dealerships. Every huddle 
of masonry in the country appears 
to be covered. 


Among the interesting facts he re- 
ported was that he does a nice busi- 


ness in Gibraltar—one romantic spot 
we've missed on this trip. And he 
confirmed the report of PHIL 
COPELIN, Frigidaire regional man- 
ager for Spain and the Near East 
(whom we met in Port Said) that 
Algiers is a red-hot market for air 
conditioning—the very best of any 
Mediterranean courtry, and probably 
one of the best in the world. 
s*. ¢ « 


Senora De Kelvinatora 


Head of the Kelvinator organization 
in Barcelona is a woman, Senora 
MERCEDES FIOL COLOMER. 


Senora Colomer speaks no English, 
nor I any Spanish. So we could do 
little but smile at each other. She is 
most gracious; and, judging from the 
tone of a couple of telephone conver- 
sations, must be efficient and com- 
petent in any man’s league. 


Her showroom and office were spot- 
less, and neatly arranged. Toledo 
scales also were on the floor. 


Others around town assured us that 
a woman running a business in Spain 
is as rarely found as a Protestant 
church. 


Nevertheless, Senora Colomer has 
been running the Barcelona branch 
(her title is Apoderada de la Sewrsal 
de Barcelona) of the Spanish Kelvin- 
ator distributorship for five years. 


This distributorship, R. Oyarzun y 
Cia (S. en C.), had headquarters in 
Madrid, with other branches in Bil- 
bao, Valencia, Sevilla, and Lisboa. 
Senor ALVARO ALVEREZ was direc- 
tor of the Madrid office, and Senor 
ROMAN OYARZUN Y OYARZUN is 
the owner. Madrid address was Paseo 
Imperial 10, Edifino Propio. 


Kelvinator and General Electric are 
the only American refrigerating ma- 
chines distributed in Spain through 
concerns with headquarters in Madrid. 
The rest all work out of Barcelona. 
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AROUND THE WORLD WITH A CANDID CAMERA 


ies ce 


General Electric’s agency is the 
Sociedad Iberica de Construcciones 
Espanolas, Calle Zurbano No. 14, 
Madrid. Senor P. GONZALEZ- 
BUENO is the general manager, and 
Senor MELENDRERAS is manager 
of the refrigeration department. 


I. CODINA, Crosley distributor, was 
just about the “hottest thing in town” 
last year. He came into the market 
with a bang, having imported five 
hundred refrigerators as a starter. 


His competitors smiled, shook their 
heads, and said: “Well, one is born 
every minute.” 


But he sold these 500 Crosleys so 
fast it made his competitors’ heads 
swim, and ordered more. “Crosley is 
our toughest competition,” admits 
Frigidaire’s Senor Rifa. At present, 
however, Senor Codina is stymied by 
the currency control, like many an- 
other. 


ANGEL VIVO is “director gerente” 
(general manager) of Vivo, Vidal y 
Balasch, S.L., Cortes, 589, Barcelona 
—distributor for Stewart-Warner re- 
frigerators and radios. 


This is a big concern, dealing in 


engineering and industrial supplies, 
wire and cable, paints and insulations, 
with branches in Bilbao, Madrid, and 
Valencia. Senor Vivo took us for 
an inspection tour of the Barcelona 
establishment and it really covers a 
lot of floor space. 


“Stewart-Warner makes an excel- 
lent refrigerator,” said Senor Vivo. 
“We have only praise for the product 
and the organization. But the present 
policy of the Spanish government in 
regard to currency payments abroad 
is going to make it difficult to main- 
tain the relationship. 


“At present we have on deposit 
some $35,000 credited to the account 
of the Stewart-Warner Corp., but 

ortunately they have been unable 
to collect a penny of it. So they don’t 
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She Sells Kelvinators in Spain 


Senora Mercedes Fiol Colomer, Kelvinator dealer in Barcelona, visits 
with the author—using sign language and smiles. 


feel constrained to ship us any more 
goods until those circumstances are 
changed, nor do I blame them.” 


He then showed us a really hand- 
some refrigerator, resembling some- 
what a cross between a Kelvinator 
and a Norge, externally. It was the 
Jay refrigerator, manufactured in 
Bilbao, Spain. 


A 6.3 cu. ft. Jay refrigerator retails 
for 1,500 pesetas, as compared to 
1,850 pesetas for a 4.5 cu. ft. Stewart- 
Warner. 


Senor Viva indicated that he had 
no great confidence as yet in the 
performance of the Jay, and that he 
would much prefer to sell the Stew- 
art-Warner, which he knows from 
experience won’t give him troubles. 


But then, he shrugs, what can one 
do? 


He is also selling the Fretfort ice 
refrigerator, made in Barcelona. This, 
too, is a handsome box. Apparently 
the Spaniards know how to design 
and build cabinets. 


Vivo, Vidal y Balasch, S. L., manu- 
factures its own radio cabinets, into 
which the Stewart-Warner chassis is 
installed. 

* * & 


Loyal Confidence 


In full accord with Senors Rifa and 
Vivo that Spain is a country with a 
great future, despite present diffi- 
culties and inconveniences, is P. 
LLORENS GISPERT, director gen- 
ente de Auto Electricidad, S.A., Dis- 
putacion, 234, Spanish distributor for 
Carrier. It’s a rich country, he says, 
and is a potentially productive market 
for technical development. 


“Spain needed reformation badly,” pect to find export managers of 


he avers. “When all of our current 
difficulties smooth out, it’s bound to 
be a fine country in which to live. So 
we business men find it easy to accept 
current maladjustments philosoph- 
ically.” 


Thus far Auto Electricidad has in- 
stalled two air-conditioning jobs in 
Spain, one in a cinema (motion pic- 
ture theater) and another in a restau- 
rant. 


“We can’t touch a lot of potential 


business,” Senor Gispert states, “be- 


cause Carrier is so very strict. Every- 
thing must be installed just right. We 
agree with that policy, for we know 
that in the long run that will build 
good will and a sound, permanent 
business for us in the future.” 


Auto Electricidad also has house- 
hold refrigerators for sale. In cabi- 
nets of its own manufacture Westing- 
house units have been installed. 
Kellogg machines are to be tried out 
in these cabinets later this year. A 
4-cu. ft. job sells for 1,900 pesetas. 


Long terms bother Senor Gispert. 
People with the least capital, he com- 
plains, grant the most extended terms. 


Outside of Frigidaire, which utilizes 
the facilities of General Motors Ac- 
ceptance Corp., Spanish distributors 
have to finance time payments them- 
selves, through their none-too-willing 
banks. 


Financing companies do not operate 
in Spain. 


War Front News 


With latest press dispatches from 
the Spanish revolutionary front pic- 
turing bomb-torn cities, scores of 
thousands dead and wounded, and 
normal business activity paralyzed 
while the status of foreign interests 
remains in jeopardy, one might ex- 


American refrigeration companies go. 
ing business in Spain wringing thej,y 
hands as a valuable market goes up 
in the smoke of battle. Not so in at 
least five cases, according to export 
division heads who answered queries 
from the author regarding the status 
of their interests in Spain. 


From headquarters of Crosicy, 
Westinghouse, Frigidaire,  Carricr, 
and Sparks-Withington comes hope‘y} 
news. 


Lack of information from thzir 
distributorships in the war zo 1, 
where thousands of electric refriger-. 
ators are stored and bank deposits 
remain frozen, has caused consider- 
able concern in home offices, but a 
uniformly optimistic spirit prevails 
regarding the export trade in Ameri- 
can refrigerators when peace is once 
more established in the warm lend 
of gay caballeros and softly-stru:n- 
med guitars—a naturally receptive 
market toward refrigeration in all its 
branches. 


A. G. LINDSAY, manager of Cros- 
ley’s foreign division, states that he 
has not been able to contact his 
Barcelona distributor for three wees, 
and that from last communicaticns 
it was feared that the dealer’s stocks 
had been confiscated. 


“As far as our distribution is con- 
cerned,” Mr. Lindsay says, “when I 
was in Spain last year, I got a hunch 
that something more or less serious 
might happen in that country, even 
if I had no clear conception just 
where and how the lightning would 
strike. At any rate, I took immediate 
steps last September to retreat from 
what looked to me an overextended 
position in Spain. We gradually saw 
that all our outstandings were paid 
up and placed all new business this 
year on a basis of cash in this 
country. 


“Of course, we have undoubtedly 
lost some business by doing so, but 
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on the other hand, we now have 
suffered no loss whatever in Spain, 
and look forward to the future with 
ejuanimity. 


‘It is true that we have a few 
thousand dollars in pesetas outstand- 
ing in Barcelona, but these outstand- 
ings are really theoretical, as we have 
s.fficient dollar credits established by 
our distributors in our favor over 
here to permit us to protect the 
unremitted drafts in Barcelona.” 


\/estinghouse 


Although lack of contacts with dis- 
tr'butorships is also reported by R. R. 
MASSEY, manager of the merchan- 
dising division of Westinghouse, he 
does not feel that refrigerator stocks 
have been destroyed on a large scale 
during the war. 


“My own guess is,” says Mr. Mas- 


sey, “that perhaps there has not been | 


a great deal of destruction of such 
products and activities, as the in- 
terest of each faction in Spain for 
the present is more concentrated on 
weapons of war such as can be 
turned into transportation and the 
equipping of military personnel. 


“Consequently,” Mr. Massey goes 
on, “our position at the moment as 
an American exporter to Spain is to 
sit tight, try to retrieve whatever we 
can on present assets in that country 
and observe the direction of the wind 


after the civil strife comes to an end.” 
s* ¢ #& 


Sparks- Withington 


H. O. McCLUMPHA, export man- 
ager for Sparks-Withington, states: 


“Unfortunately, at the beginning of 
the difficulty, we had a shipment on 
the water; and instead of permitting 
it to go forward to destination we 
cabled instructions to have the con- 


signment discharged at Lisbon, where 
it is now being held in a bonded ware- 
house. 


“The above represents the only diffi- 
culties that we have encountered; and 
we have suffered no actual losses of 
confiscation, damage or any other 
losses other than, of course, the fact 
that we have a considerable amount 
of funds frozen in the bank. In other 
words, we accepted a deposit of 
Spanish currency in liquidation of our 
draft, and are now awaiting the 
pleasure of the exchange control 
board to issue the necessary authori- 
zation for the remittance of the 
dollar exchange.” 


Mr. McClumpha further says that 
despite present conditions, he has 
always considered Spain an excellent 
market for electrical appliances, and 
feels that the _ post-revolutionary 
trade will be equally gratifying. 

s* *¢ # 


Carrier, Frigidaire 


H. R. COATE, advertising and sales 
promotion manager for Frigidaire, 
and HERBERT lL. LAUBE, vice 
president of Carrier, replied that they 
are unable to contact their repre- 
sentatives in Spain, and that ship- 
ments were at a standstill, but neither 
one indicated any great worries about 
the eventual future of the electric 
refrigeration business between Amer- 
ican manufacturers and Spanish dis- 
tributorships. 


Barcelona, capital of the recently 
seceded state of Catalonia, is the 
center of business interests of two 
American’ refrigeration companies. 
One export man replying to the News 
queries stated that his firm had about 
$150,000 in assets frozen in a Barce- 
lona bank. Another believes that 
business in the Catalan republic may 
be impeded for several months follow- 
ing the conclusion of the war, due to 
the fact that Barcelona’s warring 
Communist factions will have to be 


subdued by whichever side emerges 
victorious from the present war. 


The province of Catalonia decreed 
confiscation of all private property 
in the fall of 1936, thus virtually 
seceding from Spain. Catalan troops 
expelled the rebel forces early in the 
conflict, and if Spanish loyalist armies 
are defeated, it is felt that Catalonia 
will declare itself an independent 
soviet state. 


Observers state it is quite possible 
that, if rebel forces prevail, they will 
attack and endeavor to subdue Cata- 
lonia as soon as they have conquered 
the loyal government military divi- 


sions. 
eee 


Property in Danger 


Possibility that American firms 
having property in Barcelona and 
other sections of Catalonia will have 
their property confiscated or destroy- 
ed during the upheaval is felt in 
several quarters. 


Previous to its secession from the 
Spanish Republic, Catalonia had en- 
acted a series of social and agrarian 
reform laws of its own and conducted 
its own affairs with little interference 
from the Madrid government. In 
seceding, the Catalan Economic Coun- 
cil wiped out private capitalistic 
possessions, and turned the province 
over to “the workers,” assuming for 
itself the powers of regulation of 
production, monopoly on foreign com- 
merce, collectivization of rural prop- 
erty for later development by the 
peasantry, collectivization of all big 
industry, public utilities, and trans- 
portation systems, control of coopera- 
tives, control of banks, revaluation of 
property, commodities, and produce, 
and establishment of a single tax. 


Such far-reaching changes must 
have a considerable effect on such 
American concerns as General Motors 
and the Ford Motor Co., both of 


Ice Cream in Favor 


Ice cream is just beginning to 
become popular commercially in 
Spain. Here is an open-to-the 
sidewalk ice cream cabinet in 
Barcelona. 


which have extensive interests in and 


around Barcelona. 
s* *« *& 


Slow Recovery 


Some foreign observers for Ameri- 
can companies, the query by the 
News has revealed, hold the opinion 
that whichever faction wins in Spain, 
it will take a long time for the 
country to get underway from a com- 
mercial standpoint. 


A precarious financial situation is 
expected to develop at the end of 
hostilities, according to one answer, 
and doubt is expressed whether there 
is a man in Spain who is enough of 
a Hitler or Mussolini to quell revolts 
which may break out after the main 
controversy is settled. 


This writer feels that a continua- 
tion of Spain’s present Communistic 
government will prove a hardship on 
the shipping of electric refrigerators 
freely into Spain, and that Spanish 
industry will be unable to cope with 
the problems of building its own 


electric refrigerators for some gener- 
ations. Italy and Germany, Fascist 
countries, sympathize with the revolu- 
tionists, while France and Russia, 
socialistically and communistically 
governed, are in sympathy with the 
loyalist, or Red regime. A clear-cut 
decision for either faction will pro- 
duce corresponding reactions in these 
other countries. 
eee 


New Construction 


Another export man notes that 
following the war a great deal of new 
building will have to be undertaken 
throughout Spain, with its consequent 
modernization of old housing and 
business facilities, and the opening up 
of new markets for electric refrigera- 
tion. 


He feels that the revolution will 
be productive of increased business 
for American refrigerator, radio, and 
home specialty manufacturers when 
the Spanish people set about the task 
of rebuilding destroyed cities, homes, 
and buildings. 


One of the export men stated that 
he confidently believed the _ rebel 
armies would win the war, and that 
the worst part of the conflict will be 
ended by the middle or end of 
next summer. 


He also expressed the opinion that 
instead of setting Spain back eco- 
nomically for a generation, the effects 
of the civil war will be quickly over- 
come; and that business, even during 
the next two or three years, will be 
“very excellent.” 


Exchange restrictions, which now 
freeze-American capital in Spain, and 
Spanish deposits on American drafts, 
will soon disappear after the end of 
hostilities, he hopes, and Spanish- 
American business in the future will 
be on the basis of free exchange 
without quotas and payment restric- 
tions. 
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Good Future 


Another exporter writes that his 
company tried manufacturing refrig- 
erators in Spain several years ago, 
and gave the business up as a bad 
job. 


He feels that the _ refrigeration 
industry in Spain must continue to 
rely on American manufacturers for 
its sources of supply, and therefore 
American refrigeration men may ex- 
pect a good market in Spain, as soon 
as fighting ends. 


Sales promotion, he notes, is diffi- 
cult in Spain due to the general 
commercial backwardness of _ the 
people, with Barcelona being the most 
progressive section, while Madrid, the 
capital, is the most backward. If the 
Fascist, or rebel, element’ wins, 
and Spain comes under the rule 
of a hard-fisted dictator, according to 
one man, the electric refrigeration 
business will boom, due to probable 
absence of tariff restrictions under 
that form of government. 


On the other hand, if the present 
Communistic rule prevails, he feels 
that new tariff barriers will be erected 
which will preclude any possibility of 
a favorable trade balance being 
established. 


It is the opinion of another corres- 
pondent that if other European gov- 
ernments kept out of the conflict and 
allowed the Spaniards to settle their 
own “differences,” the present war 
would have been settled long ago. 


Although one export man jokingly 
offers to sell “some pesetas at a dis- 
count” all replies to the queries 
regarding the _ situation in Spain 
reflect a policy of watchful waiting 
rather than concern or despair over 
the war-torn country. 


Export men seem to feel that, like 
many other foreign trade difficulties, 
the situation will eventually remedy 
itself. 
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APPLIA 


_ taken from the actual experisnces 
of dealers who have successfully — 

applied the methods described. 

rot aah VO eee 


BUSINESS NEWS PUBLISHING CO. 
: : Publishera of d 
' AIR CONDITIONING & REFRIGERATION NEWS 


Manual No. R-1 


“APPLIANCE SELLING TODAY” is edited 
exclusively for the appliance distributor, dealer, 
and salesman. 


This 128-page book is packed with hundreds of 
sales ideas, promotion methods, and merchandising 
plans tested and proved in actual use by dealers in 
all parts of the country. 


“Appliance Selling Today” was written out of 
the actual experiences of electrical appliance dealers 
of all types and sizes, in all parts of the country. 
The reports show how such dealers have successfully 
applied various sales and management methods. 


The records were compiled by staff members of 
AIR CONDITIONING & REFRIGERATION NEwS and its 
field correspondents, but the ideas and thoughts 
presented came from appliance dealers. 


The editors of AIR CONDITIONING & REFRIGERA- 
TION NEws believe that “Appliance Selling Today” is 
of greatest value to the dealer right now, for the 
reason that in no other period of appliance selling 
history has the dealer been so much “on his own.” 


Merchandising operations of the retailer are no 
longer so closely guided by the manufacturer, and 
intra-industry agreements have cut down on the 
amount of sales helps the manufacturers can offer in 
the way of contests and the like. 


Thus, the dealer has been left pretty much to 
figure out his own sales and promotion plans and to 
devise schemes to keep his selling operations at a 
high pitch. It is the hope of the editors that the 
description of tested methods given in “Appliance 
Selling Today” may be of some assistance to him in 
working out plans to fit his particular needs. 


Manual R-1 contains 128 pages, size 814 x 11, 
and costs $1.00 in the United States. (See page 63.) 


APPLIANCE SELLING TODAY—A manual of sales ideas and promotion plans 
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AROUND THE WORLD WITH A CANDID CAMERA 


... FRANCE 


Air Conditioning & Refrigeration 


Despite increasing competition from local manufacturers, the 


jitteriness of the franc, and the maze of quotas and import restric- 


tions, France has been for more than a decade one of the two or 


three leading markets for American refrigeration products. 


If this weren’t true, most American firms, confronted with the 
quotas and all the red tape they involve, would probably take one 


or two looks and say: “T’ell with it.” 


But any market so good as France cannot be ignored, no matter 


how annoying or irritating it may be to do business there. Herewith 


is presented a detailed study of the quota system, French mer- 


chandising procedure, and French buying habits. 


Four Other Fellows 


With all his mastery of food and its 
preparation, the Frenchman might 
never have learned about refrigeration 
had it not been for Americans and 
other outsiders. 


Today France is an excellent mar- 
ket for American refrigeration prod- 
ucts—exceeded only by England and 
South Africa. Two or three years ago 
it was first among foreign markets 
for American refrigeration; but in 
the interim French manufacturers 
have become increasingly important 
in their own national picture. 


from 
learned 


Nevertheless, it 
really, 


was not 


Frenchmen, that I 


about refrigeration in France. It was 
from four other fellows: HARRY 
GRANARY (General Electric), an 
American; EDGAR CARMEL (Frigid- 
aire), a Canadian; Baron LUIGI 
PARILLI (Kelvinator), an _ Italian; 
and HARRY NOORDBERG (Mel- 
chior, Armstrong, Dessau), a Dutch- 
man. 


Each of these gentlemen is virtu- 
ally the head man of all European 
refrigeration operations for his com- 
pany. Baron Parilli and Noordberg 
have the title of European Manager; 
and whereas Granary and Carmel 
have no jurisdiction over European 
countries in which branches or affili- 
ated companies operate (General 
Electric, for example, has affiliates in 
Germany, Spain, and Italy), the Paris 


office is considered the key to the 
continent, and the Paris manager the 
senior official. 


Of course many other men con- 
tributed to the knowledge of the 
French refrigeration situation which 
will follow, men who will be named 
as the story progresses. But it is to 
this quartet of non-Frenchmen, per- 
haps, that we owe the most. 

* * * 


Harry Granary, Gentleman 


To HARRY GRANARY, who man- 
ages General Electric refrigeration 
sales for most of the continent of 
Europe out of the Paris office, should 
go an especially large and fragrant 
bouquet. I had met him previously 
in New York, and took the liberty of 
naming his office as my European 
address. 


Harry is an exceedingly busy fellow, 
yet he insisted that everything he 
had was mine—his office, his clerical 
help, his apartment, his friends, his 
guidance, his time, and (best of all) 
his knowledge. 


more gratifying was his 
attitude of giving me the utmost 
freedom whilst offering me all this 
help. He and his facilities were there 
if I wanted them; but he scrupulously 
avoided monopolizing my time and 
attention. 


Even 


Being a bachelor himself, Harry 
appreciates how important freedom 
of action and independence can be 
to another bachelor; and that free- 
dom is especially dear to a reporter 
who is trying to get a complete and 
unbiased picture of a _ particular 
situation. 


Mr. Granary was born and educated 
in Louisiana; but has done most of 
his work in foreign fields. 


He entered the service of the 
International General Electric Co. 
shortly after leaving college, and was 
sent at once to the West Indies. 


Later he was moved to Paris, where 
he has remained for many years. 


He is in all respects a gentleman; 
although his competitors may tell you 
that he is a sharp fighter, and gets 
business grimly. 


‘The French They Are a 


Funny Race, Parleyvoo!’ 


The manufacture and sale of ice 
has never been much of a business 
in France. Even in Paris there is no 
delivery to homes. Big commercial 
users can get regular deliveries, but 
not households. If you really want 
a chunk of ice for your kitchen, you 
must drive ‘way out to hellangone 
and get it yourself. 


Up until the advent of the Ameri- 
can electric refrigerator, most French 
housekeépers attempted to preserve 
their food in various types of window 
boxes, grouped generically under the 
term, garde a manger. 


Apartment houses generally have 
these built in, and underneath each 
kitchen window you'll find vents to 
the outside, through which cool air— 
also dirt and filth—may pass into the 
garde a manger. (See pictures.) 


French servants don’t like to see 
an electric refrigerator come into the 
house because it cuts food bills, and 
they get commissions on everything 
they buy from stores. (Servants get 


At the left, the Frigidaire showroom; at the 
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AROUND THE WORLD WITH A CANDID CAMERA 


their employers going and coming— 
commissions from shopkeepers on the 
one hand, a share of the food to take 
to their own homes on the other.) 


Discounts are the bane of a deal- 
er’s existence. The French are world- 
famed for their thrift and niggardli- 
ness, and it’s no joke, either. No 
Frenchman ever expects to pay the 
list price. He will haggle for weeks 
until he gets what he thinks is a 
flattering discount. It’s a matter of 
pride with him. 


Of course he doesn’t get his refrig- 
erators for less money than members 
of other races. Fact is, he’s likely to 
pay more; for the dealer simply ups 
the list prices to a point high enough 
to take care of the discount which the 
most persistent haggler may succeed 
in obtaining. Before devaluation of 
the franc (at the time I was there) a 
4-cu. ft. box listed at the equivalent 
of $255. 


It’s annoying, of course, to do busi- 
ness that way. It’s even more irritat- 
ing to find that the purchaser of a re- 
frigerator will tell his friends that he 
paid less for it than he actually did. 
The French do so love to brag about 
the bargains they get that all too 
often they lie about the purchase price 
—which, of course, gives the next 
haggler a goal to work toward. 


Time payment sales are gaining in 
popularity, although they still do not 
account for so heavy a proportion of 
the sales as in America. Customary 
formula is 20% down, and the balance 
in payments spread over 18 months 
or two years. The dealer must finance 
his own paper. 


Long-term guarantees are not all- 
important in France either. General 
Electric offers a straight four-year 
guarantee, at the end of which two 
years additional are extended to the 
owner upon payment of 400 francs 
(which figure has undoubtedly been 
upped since the recent devaluation of 
the franc). 


According to Mr. Granary, General 
Electric dealers make money on this 
contract for an extra two years. The 
French climate is mild, the servants 
or housewives insist on shopping for 
food every day and hence don’t load 
up the refrigerators, and _ service 
troubles are relatively few. 


Newspaper advertising is little used 
by distributors in France. Inasmuch as 
the papers are principally political 
flag-or-rag-wavers, with scant reputa- 
tion for truth telling, buyers seem to 
attach little importance to advertise- 
ments placed therein. (The Paris edi- 
tion of the New York Herald-Tribune, 
published in English, is an exception 
to this rule). 


Best method of promotion, all dis- 
tributors agree, is exhibiting at trade 
fairs, of which there are a number 
running at all times in various parts 
of France. 


The writer went out to the Foire de 
Paris during his stay, and found a 
Little World’s Fair in progress, simply 
crammed with refrigeratoir exhibits. 
These were as attractive and eye-com- 
pelling as any at A Century of Pro- 
gress, Dallas Centennial, or Great 
Lakes Expositions, and were drawing 
a steady flow of prospects. (See pic- 
tures). 


There are scads of French refrig- 
eration manufacturers. They come 
and go with the wind, some of them 
eking out a living from the assembly 
and sale of perhaps 30 units a year! 
Like the Australians, the French 
manufacturers are rank pirates, and 
hesitate not at all to copy the design 
of any part which they may fancy 
on an imported unit. 


In some places you hear the com- 
ment that Melchior Armstrong Des- 
sau is “the biggest manufacturer in 
Europe.” This is not literally true, of 
course, for this American exporting 
firm has no factory of its own. But 
Mr. Noordberg does supply parts and 
materials to a vast number of manu- 


vo ee: ee 
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facturers in France and elsewhere on 
the Continent, which parts and ma- 
terials are assembled by the local fab- 
ricators. 


Although all of the American firms 
will tell you that the French make 
poor refrigerating machines, they do 
admit that the French manufacture 
good cabinets. Fact is, the American 
importers buy French cabinets them- 
selves. 


Tariffs are based on weight (so many 
francs per kilometer, dependent upon 
an intricate series of variables), and 
hence it becomes almost prohibitively 
expensive to import either commercial 
or household cabinets. 


In Paris refrigerator users may take 
advantage of a special power rate for 
electrical current which amounts to 
about three cents per kilowatt. Special 
wiring is required on the installation 
in order for the user to get the bene- 
fit of this rate. 


The same rate is also available to 
users of ranges or washing machines. 
Comparatively few American electric 
ranges are sold in France, most of 
this business going to French manu- 
facturers, with German and Dutch 
makes runners-up. 


French, German, and Dutch radios 
also sell well in competition with 
American brands. 


A good market for washing ma- 
chines exists, because laundry is ex- 
pensive in most French cities. (The 
writer paid about 62 cents per shirt, 
24 cents for a pair of sox—although 
the franc has since fallen consider- 
ably, and those prices undoubtedly 
are lower now.) 

* * * 


Dat Ol’Dabbil, Quota 


In order to protect French manu- 
facturers, the government of France 
does not stop with fairly high tariffs. 
It imposes quotas on importers. At 


Baron Luigi Parilli (right), Kelvinator European manager, instructs his 


French Business; Paris Fashions 


Paris dealer before leaving on a motor trip to Belgium and Holland. 
The two gentlemen are standing before the gates to Baron Parilli’s 
sumptuous Paris home, the interior of which is the most expensively 
furnished dwelling in which the author has ever lunched. Picture on 
the right shows a recent Parisian fad in clothes: a young man and 
woman dressed in suits of precisely the same material and cut, with 


matching scarves. 


Everywhere in Paris one saw couples so attired. 


present, these quotas are based upon 
imports in 1934. 


If the Paris Frigidaire organiza- 
tion, for example, imported so many 
kilograms of refrigeration equipment 
in 1934, it can import only a certain 
percentage of that amount of equip- 
ment (measured by weight) in 1936. 


Now it so happens that Frigidaire 
and General Electric had exceedingly 
good years in 1934, and hence the 
quota restrictions don’t bother these 
two firms much. But concerns which 


happened to have an off season in 
1934 fare pretty badly. And firms 
which had no dealer representation 
in France at that time, like Fair- 
banks-Morse, are totally out-of-luck. 


Some French observers are of the 
opinion that the government’s quota 
decree, together with other measures 
apparently conceived to _ protect 
French national enterprise and indus- 
trial independence, will be made, 
sooner or later, into the permanent 
trade control structure of the coun- 
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AROUND THE WORLD WITH A CANDID CAMERA 


Pm a 


try, in the hope of _ relieving 
emergency conditions and hastening 
permanent prosperity. 


Observers are generally agreed that 
local independent and syndicated re- 
frigerator firms cannot supply more 
then a fifth of France’s annual re- 
quirements. So, most believe, the 
authorities should allow the issue of 
public health to prevail over inter- 
national trade adjustments, and lift 
the quota restrictions. 


Since American-made equipment 
comprises fully 70% of the imports 
‘into the country, representatives of 
American firms are, naturally, most 
concerned with having the quota 
res-rictions lifted. 


According to my informants, the 
story behind the adoption of the 
quota runs about as follows: 


whe “Chambre Syndicale des Con- 


structeurs de Materiel Frigorifique 
Francais et Industries Annexes,” com- 
prising 15 enterprises representing 
about 30% of the French industry 
proper, prevailed upon the govern- 
ment to issue a quota decree. In so 
doing, the “Chambre Syndicale” acted 
without the authority of the group of 
60 French national subsidiary enter- 
prises representing the remaining 
70%, who directly and indirectly de- 
pend on the permanently increasing 
imports of foreign, and especially of 
American, refrigerator equipment. 


The government, unaware of this 
situation, issued the following inter- 
locutory decree on May 15, 1935, as 
per publication in the Journal Officiel, 
p. 5275 of May 17, 1935: 


MINISTRY OF COMMERCE AND 
INDUSTRY 


Importation of Refrigerator Appa- 
ratus. 


The President of the French Re- 
public, in view of Article 17 of the 
Customs Code; on the report of the 
president of the council, the minister 
of commerce and industry, the minis- 
ter of foreign affairs, and the minister 
of finance; the council of ministers 
in agreement decrees: 


Art. 1. By special decree and for 
the time being, the importation of the 
goods hereinafter mentioned can only 
be effected according to the terms 
determined by interministerial de- 
cree: 


Ex. No. 524 bis M.—Electrical ma- 
chinery and electro-technical appara- 
tus for domestic use, and electro- 
mechanical small tools: domestic re- 
frigerator machines, scouring ma- 
chines, food mixers, etc. 


527 bis.—Refrigerator apparatus. 


Art. 2. The president of the council, 
the minister of commerce and indus- 


try, the minister of foreign affairs, 
and the minister of finance are in- 
structed, each in his own department, 
to execute the present decree. 


The minister of foreign affairs, the 
minister of finance, the minister of 
commerce and industry, in view of 
the decree of May 15, 1935, which has 
determined for the present the im- 
portation of refrigerator apparatus, 
decree: 


Art. 1—The importation of refrig- 
erator apparatus, revised by the de- 
cree of May 15, 1935, will only be able 
to be effected, until further notice, 
on the production of individual au- 
thorization papers of importation 
issued by the customs authorities 
according to the terms given and 
advised to importers. 


The amount of these authorizations 
will be equal to the quantities which 
the importers can prove to have im- 


- 


ported during the corresponding 


month in 1934. 


Goods which can be proved to have 
been dispatched specifically to France 
prior to the date of publication of the 
present decree of the Journal Offciel 
will be allowed to be imported, with- 
out special authorization. 


Art. 2.—The councillor of state, di- 
rector of customs, is charged with 
the execution of this present decree. 


The decree was to be applied sub- 
ject to the following by-law likewise 
published. in the same issue of the 
Journal Officiel: 


NOTICE TO IMPORTERS 
Importation of Refrigerator 
Apparatus 


The importation of refrigerator 
machines for domestic use (Ex. No. 
524 bis M) and of refrigerator ap- 
paratus (No. 527 bis) is subject to 
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These crowded exhibits were among the two dozen or so put up by Parisian manufacturers and distributors at the annual Foire de Paris in May and June of 1936. In the center is that of the 


Paris branch of the International General Electric Co., which uses the trade name, “Frigeco” (abbreviation of French International General Electric Co.) for its refrigeration products. 
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the production of special authoriza- 
tion papers on importation issued by 
the customs authorities on the pro- 
posal of the Confederation Generale 
de la Production Francaise, 6, rue de 
Messine, Paris, to whom all requests 
for authorization of importation 
should be addressed. 


Goods which can be proved to have 
been dispatched specifically to France 
prior to the date of publication of 
the present decree in the Journal 
Officiel will be allowed to be imported 
without special authorization. 


This established a temporary quota 
for refrigeration material imported 
into France under No. 524 bis M. and 
No. 527 bis of the French Customs 
tariff on the basis of the monthly 
importations of 1934. 


It invited the American government 
to designate a committee to discuss 
the matter with a committee appoint- 
ed by the French government. The 
Refrigeration Division of National 
Electrical Manufacturers Asscciation, 
at the request of United States De- 
partment of Commerce, appointed 
the French Nema manufacturers 
committee to represent the American 
electric refrigeration industry before 
the French Chambre Syndicale in all 
matters pertaining to this quota and 
any possible derivations. 


For 524 bis M. (Household cabinets), 
administration of the quota was 
placed in the hands of the “Comé#éte 
Interprofessionnel des Industries 
Electriques” (CIIE) who delivered up 
to December, 1935, to the old import- 
ers monthly import licenses for 
quantities up to what they imported 
in the corresponding month of 1934. 
The committee obtained from the 
Ministry the authorization to grant 
to new importers—those that had not 
imported in 1934—import licenses up 
to a maximum of 5% of what had 
been imported in 1934, also on a 
monthly basis. 


For 527 bis (Commercial machines),. 
the administration of the quota was 
placed in the hands of the “Comite 
Interprofessionnel de la Mecanique” 
(CIM). Before granting any license, 
the Committee asked the Ministry for 
instructions regarding new importers 
and was told to give the old importers 
only 85% of what they had imported 
in 1934; the balance was to be used 
for taking care of the new importers. 
In case the balance was not fully 
taken up, the remainder was to be 
allocated on a pro rata basis to the 
old importers. The CIM, up _ to 
December, 1935, granted monthly and 
individual licenses according to these 
instructions. 


A series of conferences was held 
during 1935, and efforts were made 


by the American importers’ group to 
arrive at a permanent understanding 
with the French Syndicate in the 
direction of a joint working arrange- 
ment which would guarantee to the 
members of the French Syndicate a 
steadily increasing share in the busi- 
ness and, on the other hand, would 
not jeopardize the heavy pioneer in- 
vestment made in this market by the 
American importers and would not 
deprive this market of their intrepid 
scientific promotional sales activities 
and the annually recurrent propa- 
ganda disbursements aggregating for 
this group roughly 5 million francs. 


The suggestions of this group 
seemed to meet with a favorable re- 
ception by the representatives of the 
French Syndicate. A general plan 
was outlined which would bring the 
importers and the French group to- 
gether in a joint organization repre- 
senting not less than 75% of the 
French market, to which the govern- 
ment’s sponsorship was to have been 
invited. : 

* * * 


More on the Quota 


While independent French manu- 
facturers and members of the Nema 
French organization were engaged in 
their efforts to arrive, with Syndicate 
manufacturers, at a more equitable 


Table 2—Domestic Refrigerator Imports, 1934-35 


During 1934 11 Months, 1935 
No. (1,000 frs.) No. (1,000 frs,) 

Value Value 
GErmMany ....scrcccccsccccsscccercees 486 717 502 668 
AUBTTIA 2. cs ccccccccccccerscccescccees 3 4 1 5 
MEE Sars scrtdaredccsticseshogten nesses ~~." 'l- )eeses 3 12 
Great Britain .....0ccrcercsecccvicves 55 81 9 11 
BEE cc ctcverebivecs scorns tate serneses 11 44 10 28 
PUPTONIONOS «oa cccisccacevcrxsveresesss seers § | esas 1 1 
UNE go ve certiesos ctecctoctscsanseecs Ueters | | Ganeea 1 2 
BWEMEN 2. ccc crccsccsccccccsccseocces 26 51 61 184 
Switzerland ..........sseececceeecees 32 83 40 60 
BIST cose idee sense ccscersrccvecess 25 66 20 34 
IN Ss sh. 6o io 530 640008 0% Fees pre'es 46 a OW eee en cd 
BE NID. a dicinsceeotavorred hases 14,554 16,542 9,869 12,500 
WOES amsivokcocecsiessccctsedashene es 15,236 17,637 10,517 13,605 


In 1934 the United States furnished 95% of the units imported. 


Table 3—French Commercial Imports, 1934-35 


Table 1—~deueeete into France, First Five Months of 1935 


To 
Jan. '35 Feb. 35 March ’35 April ’35 May ’35 5 Monte "35 
Value Value Value Value Value Value 
Country No. (1,000fr.) No. (1,000fr.) No. (1,000fr.) No. (1,000fr.) No. (1,000fr.) Mo. (1,000 fr.) 
Sere prey er rere 5 12 35 52 5 5 148 152 160 169 353 392 
TOC ere ee eT eee i 4 1 a ee Sait 1 5 
EES ret re ee are ere 1 2 Sr 2 9 3 11 
eT eerie eer 3 4 eh wries eae ‘<eee 3 4 
CRE he MARC OES RENE O OTSA EE SOS 1 we 5 12 1 4 6 7 
Cee Ne er eee Pee ‘oa 1 2 Pere ries 1 2 
CPAhN OE ad NOR BORD Ee O885 14 43 1 2 5 17 15 48 13 32 48 142 
NS Terre ere errr eee 5 16 8 9 23 19 1 2 7 12 39 58 
MIU, > ois. disc:arw 604.0 0:0.0504060006-06 2 3 Petr 3 3 1 1 1 2 “i 9 
a eee ee ee 454 479 248 281 221 252 1,073 1,229 1,760 2,239 3,756 4,480 
EO RET CERT CCRT 485 564 £c7 344 257 299 1,244 1,446 1,944 2,467 4,217 5,120 


During 1934 11 Months, 1935 
No. (1,000 frs.) No. (1,000 fxs.) 

Value Value 
I oa a isu hvens soe ueaees eee ees 1,494 3,047 539 1,071 
PE. BALE eedSHEE SOEs FORE RESEDER. . co emE a»  Cseuee 2 
0 ES errererererrr rere rey rn 171 433 217 388 
ME PINNED” “bss axo00 gee er eecegeess 95 230 107 30 
Paneer mre ee nire are 203 422 81 142 
BE Sec uibieeesessssees¥eeeaetees: Geeeet >, jj. ‘S@aas Lay oa 
Netherland ........ sine RAR SRSE PORES AE 92 57 125 84 
NN bootie divisaseiwesdccckccaee eso 953 1,219 572 635 
EDEN 6. sc cusisewensssebsaeeerens 1,299 2,131 437 683 
SINS) 5055163, bea cece aSibbersb becres 630 706 388 429 
i Ber re er 5,672 7,894 3,283 4,721 
MEE 5 5:h06 woke Os 5060 5.548 bbs Tas 5 3 18 31 
Se CO eee eee ee ere e | » | ~a6agae -° 0 “eseeeee ia eee Bh 

PINE 55:06 9.0 bo 03 6 64Eo REGO DOD 2 | Se Css 

RINE: 6.5.66 6000 0000550 K00 09040 40 . eo -  ee eee 
a re eee eee ee 10,667 16,205 5,768 8,316 


arrangement regarding the quota, the 
Journal Officiel reported, in its Dec. 1 
issue, that for 1936 the quota would 
be a quarterly one, with the 1934 
imports as its basis. 


(Setting 1934 imports as the basis, 
however, did not mean that the 
quota would be equal to it, our in- 
formants report. According to them, 
the basis constitutes a mere reference 
figure, to be used in establishing the 
actual quota.) Quota figures for the 
first quarter of 1936, announced at 
the end of December, were set at 


Bi heres Nec 


59,850 kgs., for household refrigera- 
tors, and 54,700 kgs., for commercial 
equipment. 


It was also announced that these 
figures might be increased by 300%, 
at the maximum. 


Shortly afterward, however, the 
figures for commercial equipment 
were altered, the Ministry of Com- 
merce informing the CIM, adminis- 
trative agency, that the basis for them 
would be the amount that had been 
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jraported during the first five months 
of 1935, instead of the 1934 imports. 


Quota for the first quarter of 1936, 
for all countries, finally set by the 
Ministry, was 239,600 kgs., for house- 
hold refrigerators, and 228,800 kgs., 
fo: commercial equipment. This was 
about four times the figures estab- 
licned as the quota on Dec. 31, 1935. 


Sasing its action on information 
ari instructions received from the 
Ministry, the two quota administra- 
ticn committees arranged for imports 
from U. S. manufacturers as follows: 


Household: 


“he quota would be 63% of what 
wes imported in 1934 first quarter; of 
th.s 15% would be taken off to take 
ca-e of new importers; if this reserve 
is not fully taken the balance is re- 
turnable to old importers on a pro- 
ra: basis. 


On this basis, individual licenses 
weve granted for about 53% (63 x .85) 
of the quantities imported in the first 
querter of 1934. 


Commercial: 


Taking the quantity imported in the 
first 5 months of 1935 this was divided 
by 5 and multiplied by 12, to obtain 
a vearly basis; the result was divided 
by 4 to get a quarter. The gross fig- 
ure so obtained is reduced by 20% 
to accommodate new importers and 
licenses were issued to old importers 
on this basis. Anything that may be 
left of the 20% reserve is returnable 
to the old importers on a prorata 
basis. 


In the Journal Officiel of March 8, 
appeared a notice fixing as a basis 
for household units the imports for 
the first five months of 1935. This 
meant that the 1936 imports would be 
governed by imports made in the 
first five months of 1935 (see Table 1). 


During this period, negotiations 
were still being carried on between 
the Chambre Syndicale and _ the 


French non-syndicated enterprises and 
Nema members, with a view to having 
the quota restrictions changed. 


Without waiting for the result of 
these discussions, however, the Cham- 
ber of Deputies passed the decree on 


February 18, without deliberation, and 


the Senate took similar action on 
March 15. The decree thus became 
law, at least until the end of the 
year. 


What puzzles those who were seek- 
ing easement of the quota is that their 
deliberations were ignored by both 
Chamber and Senate. Ordinarily, the 
fact that joint deliberations are being 
held on any important subject is suffi- 
cient to delay legal action, at least 
temporarily. Government officials usu- 
ally let individuals exhaust all ways 
and means of arriving at agreement 
before they step in. This case, how- 
ever, was one important exception. 
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The French Syndicate 


On February 24, the French Nema 
committee received a notice from the 
French syndicate, indicating that its 
members were not opposed to colla- 
boration between French manufac- 
turers and the importers, but it would 
like to study the Nema members’ 
situation in detail. 


Meanwhile, however, the French 
syndicate, Nema members. claim, 
caused the government to embarrass 
the non-syndicated industries and 
foreign importers by scaling down the 
originally agreed 1934 quota to ap- 
proximately half, making hazardous 
any further movement of stocks by 
French organization, and this at a 
seasonal peak. 


This posed still another perplexing 
problem for the non-syndicated and 
French companies, who had already 
found the going very hard, from a 
sales standpoint, because of the in- 
herent sales resistance and the high 
French protective tariff. 


About the only course open to them, 
it appeared, was to request the French 
government to withdraw, or at least 
soften, the so-called “protective mea- 
sures,” until French Syndicate and 
French Nema members had exhausted 
all possibilities of organizing market 
in preference to maintenance of quota 
impediment. 


This, it appeared, was particularly 
valid, especially since the fact has 
long been recognized that the so-called 
“French industry” proper has produc- 
tion facilities incapable of satisfying 
more than one-fifth of the domestic 
refrigerator market, and about half 
of the commercial and industrial re- 
frigerator market, to say nothing of 
air conditioning. 


French industries dependent for 
their livelihood on the growth of 
French Nema committee, protested 
against this “arbitrary, isolated, and 
unauthorized” action on the part of 
the French Syndicate. 


In the denial, the following facts 
were given regarding the Syndicate: 


It was organized in 1933, pursuant 
to and by virtue of an ancient law 
entitled “Law regarding the establish- 
ment of professional syndicates.” 
Article 3 of this law provides that 
“professional syndicates have for their 
exclusive purpose the study and de- 
fense of economic, industrial, commer- 
cial, and agricultural interests.” 


Personnel employed by the Syndi- 
cate enterprises amounts to approxi- 
mately 650 persons, and the salaries 
and commission involved are in the 
neighbourhood of 4,000,000 francs per 
year. 


Dealerships of the Syndicated mem- 
bers total approximately 300; turn- 
over and revenue taxes produce an- 
nually approximately 100,000 francs for 
the French treasury; joint publicity 
and propaganda commitments are not 
more than 100,000 francs per annum. 


Effective realized prices of the Syn- 
dicate members are approximately 25 
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to 30% below the average realized 
prices obtained by Nema importers 
on household refrigerators, and from 
% to % below the average realized 
prices of Nema importers in regard 
to commercial and industrial equip- 
ment. 


The French refrigerator industry 
has no export market, except the 
French colonial market. This is in- 
significant, only 17 units having been 
sold by it to the French colonies 
during 1935. 


The French refrigerator industry’s 
relative position in the world market 
is approximately 0.3%. 


French customs statistics given in 
Table 2 show entries of refrigerator 
equipment and similar apparatus into 
France during 1934 and 1935. 


Volume of export sales of American 
refrigerators and equipment in France 
is reflected by the figures in Table 3, 
values of totals being in thousands 
and representing invoices to distribu- 
tors (exclusive of York and Carrier): 
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French Nema Members 


French Nema importers’ organiza- 
tion members are: 


Mr. Gurtner, Paris, Apex Electrical 
Mfg. Co. 


Carrier Continentale, S.a.r.l.. Paris, 
Carrier Engineering Corp. 


Mr. Dumont “Salvador,” Paris, 
Crosley Radio Corp. 


Local French Refrigerator Organiza- 
tion 


Frigidaire Ltd. Paris, Frigidaire 
Division General Motors Corp. 


Frigeco, S. A., Paris, General Elec- 
tric Co. 


George N. Benkly, Paris, Gibson 
Electric Refrigeration Corp. 


Markt & Co. Paris Ltd., Paris, 


Kelvinator Corp. and Leonard Refrig- 
erator Co. 


Harry G. Noordberg, Amsterdam, 
Merchant & Evans Co. 


Couesnon, S. A., Paris, Norge Corp. 


Cie. Gle. d’Electricite, Paris, and 
Servel Ltd., Paris, Servel, Inc. 


Arce & Cie., Paris, Sparks-With- 
ington Co. 


Berton & Sicard, Marseilles, Uni- 
versal Cooler Corp. 


Societe pour le perfectionnement de 
la Chaufferie, Paris, Westinghouse 
Electric & Mfg. Co. 


York Shipley, Ltd., Paris, York Ice 
Machinery Corp. 


Jean Robert, Clermont Ferrand, 
Brunner Ice Machine Co. 


Importance of these Nema firms in 
the French refrigeration picture may 
be gauged by the following facts and 
figures: 


The purchase made by the members 
with the French subsidiary and de- 
pendent enterprises: 


1930 Frs. 9.3 million 
1931 9.6 million 
1932 10.2 million 
1934 11.5 million 
1934 19.2 million 


Customs duties and taxes paid by 
American importers into the French 
treasury: 


1930 Frs. 5.2 million 
1931 5.8 million 
1932 5.4 million 
1933 5.7 million 
1934 12.6 million 


Salaries, commissions, labour, sales 
personnel (not including expenses of 
agents and representatives): 


1930 Frs. 9.2 million 
1931 12.4 million 
1932 12.6 million 
1933 12.8 million 
1934 , 29.6 million 
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Members’ other overhead expenses 
in France, including publicity and 


propaganda: 
1930 Frs. 9.3 million 
1931 11.6 million 
1932 11.1 million 
1933 11.1 million 
1934 14.9 million 


Personnel employed (excluding per- 
sonnel of representatives and agents): 


1930 426 
1931 506 
1932 515 
; 1933 554 
J 1934 786 


French salesmen of the Nema mem- 
bers in France total approximately 
1,200 men. 


The members of the French Nema 
committee have approximately 5,500 
selling outlets in France alone, and 
a highly specialized selling group. 


Only one-fifth to one-third of the 
average realized price in France flows 
back to the American manufacturer 
in the United States. French national 
economy should continue to benefit 
in the future, at a gradually increas- 
ing rate, by not less than Frs. 76,000,- 
000 per year, on the basis of the French 
Nema group’s sales performance in 
France in 1934, if the quota were 
removed, the distributors point out. 


The normal price in France on an 
American domestic household refrig- 
erator is 4,000 francs, whereas the 
normal price of a locally assembled 
or locally made 4-cu. ft. refrigerator 
is 3,000 francs. Differential in other 
sizes is proportional. 


Prices of American-built commer- 
cial refrigerators are _ substantially 
above those of French-built material. 
This differential is brought about 
entirely by the price difference of the 
actual refrigerator equipment, com- 
pressors and accessories; the other 
elements making up a complete Nema 
installation are in either case of 
French manufacture. 


7 
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In a complete installation, the cost 
of the actual refrigerator equipment 
amounts to from 15 to 25% only of 
the total cost. 


Promotional Development 


It is an acknowledged fact that, at 
the beginning of the American elec- 
tric refrigerator export era, sales re- 
sistance in France was_ notorious. 
French importers time and again de- 
clared that France was no country 
for this sort of business, and that an 
inherent sales resistance of a type 
entirely unknown in the United States 
would for many years to come defeat 
any pioneer work. 


Large and powerful French indus- 
trial units, the legal owners of re- 
frigerator patent and manufacturing 
rights, have steadfastly declined to 
manufacture the equipment. 


Encouraged by the success of Amer- 
ican manufacturers in introducing 
mechanical refrigeration to United 
States homes, with the consequent 
rise in standards of living and drop 
in infant mortality, French repre- 
sentatives of Nema companies began 
what they well knew would be a long, 
uphill fight—the effort to introduce 
and develop electric refrigeration in 
France, and to bring its benefits to 
all the people, rich and poor alike. 


The more important French organ- 
izations of the Nema group have 
made, during those pioneer years in 
France, a joint cumulative investment 
in French goodwill aggregating ap- 
proximately 40 million francs, with 
no other prospect but that of eventu- 
ally reaping, perhaps within the next 
decade, the fruits of their promo- 
tional development activities. 


The combined efforts of American 
manufacturers of electric refrigera- 
tors, and of their representatives and 
distributors in France, have translated 
themselves into an annually recurrent 


increment of sales volume. This, how- 
ever, will still have to be considerably 
accented in order to be come produc- 
tive of net profits in reasonable pro- 
portion to the cumulative investments 
made in the interest of constructive 
market development and rapid pene- 
tration, say Paris distributors. (And if 
you can gargle that sentence in one 
breath, you should be making cam- 
paign speeches.) 


Competitive Troubles 


In addition to their troubles with 
a stubborn market, French Nema re- 
presentatives have also had to combat 
another sales-dropping factor, they 
assert — unfair competition from 
French firms in advertising. 


The expression “unfair competition” 
{concurrence deloyale), although not 
found or defined anywhere in the 
codes or statutes of France, is in 
general use by French courts. 


The cardinal principle of unfair 
competition in France, as shown in 
the court decisions, is intent to injure. 
French jurisdiction makes a distinc- 
tion between unfair competition (con- 
currence deloyale), and unlawful 
competition (concurrence __illicite), 
based on the existence or non-exist- 
ence of wrongful intent. Where an 
act is done with intent to injure, it is 
considered an act of unfair competi- 
tion. Where a party in good faith 
commits a legal wrong or simply 
through negligence or carelessness 
injures another, it is considered an 
act of unlawful competition. 


Advertising Laws 


According to French law, a manu- 
facturer has the right to use every 
legitimate means in advertising the 
merits of his goods or of his establish- 
ment, but he must refrain from doing 


anything of a nature to injure the 
reputation of his competitors or to 
disparage their business. It is not 
considered unfair for a person or 
enterprise to indulge in the most 
extravagant claims for his or its own 
products, as long as he or it does 
not refer to a competitor or competi- 
tors disparagingly. 


In order to constitute an act of 
unfair competition, disparaging state- 
ments must be proven to have been 
publicly made. 


Advertising has been used by the 
French Syndicate and its members re- 
spectively as a weapon of destructive 


and predatory competition, competi. 
tors assert. * 


Although the disparaging statements 
do not mention any competitor or 
competitors, or their products opr 
establishments by name, the unfair 
competition, it is claimed, lies in the 
nature of the allegations and insiny- 
ations which cause injury to the com- 
petitors. The public, it is said, can 
easily understand to whom the <gis- 
paraging statements refer, it being 
common knowledge that the French 
organizations of the foreign importers 
and the non-syndicated manufac. 
turers or distributors in France sup»ly 


How the French “Refrigerate ? 


Two types of the garde a manger, or “fresh air refrigerator” with which 
practically ail French apartments and homes are equipped. At the left 
is an apartment in which the garde a manger is on the inside, with 


square vents to the outside air. 


outside, just under each window. 


On the right the box is on the 
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about 90% of the French refrigerator 
market and that out of these 90%, 
709. are Nema importers. 

s *¢ # 


Trade Restraint Charged 


French non-syndicated refrigerator 
manufacturers or assembly works and 
the French organizations of Nema 
see in the syndicate’s action, as well 
as in its isolated action which pre- 
cipiiated the issuance of a refrigera- 
tor quota, (1) an attempt to control 
the supply or the channels of supply; 
(2) a combination in restraint of 
exis\ing trade; (3) an attempt to 
limit and restrict French non-syndi- 
cated assembly production based on 
American imports; (4) an attempt to 
damage non-syndicated and dependent 
enterprises and dealers by gradually 
forcing their plants and_ establish- 
ments into idleness. 


All of which, they assert, constitutes 
unfair and illegal competition and an 
action in restraint of trade to en- 
hance the price and retard the dis- 
tribution of equipment which is “of 
primary necessity for the improve- 
ment and the maintenance of public 
health and constitutes a powerful, 
efficient and successful weapon to 
combat infant mortality, thus seri- 
ously encumbering public health and 
the freedom of. individual action 
necessary to national economy,” as 
the Nema distributors put it. 


Inability of the French assembly 
firms to satisfy the French market 
qualitatively and quantitatively is un- 
deniably demonstrated by the fact that 
it took the industry from 1910 till 1935 
to reach an annual output and sales 
turnover of only 2,000 domestic house- 
hold refrigerators and of only 1,500 
commercial installations. 

+. * * 


French Market Saturation 


Compared with this country, France 
shows a very low rate of refrigera- 


tion saturation. United States, with 
an estimated 7,250,000 electric refrig- 
erators in use as of Jan. 1, 1936, has 
a saturation of 34%. France, with an 
estimated 8,000,000 wired homes, has 
but 56,000 electric refrigerators on its 
lines—a saturation of but 0.7%. 


In other words, to equal the point 
to which this country is already 
advanced, in terms of refrigeration, 
just 2,664,000 more units than are in 
use today in that country would have 
to be added to French power lines. 


Consistent guaranteed increment of 
domestic load has become a life factor 
to the power companies who, in 
France as in many other countries, 
are barely succeeding in riding out 
the economic storm. 


Refrigerator selling in France, 
under the auspices of the national 
power producers, should have reached 
today a measure of commercial pro- 
ficiency which is only defeated by 
the quota obstacle, and again by a 
guarded, but none the less effective, 
policy of obstruction and _ restraint 
emanating from the cobwebbed 
strongholds of ancient vested private 
interests. 


Slow progress, if any, is being made 
by most of the French companies in 
the development of a larger use of 
electricity in homes. The average 
performance might have been an 
annual increase of somewhere  be- 
tween 2 and 5%, which would mean 
that at this rate the French power 
companies would take from 20 to 50 
years to double the present average 
consumption of their domestic load 
consumers. 


These analytical flashes on French 
refrigerator market potentialities and 
on refrigerator merchandising activi- 
ties, and their bearing upon the load 
factor in France, critics say, demon- 
strate the stifling effect directly and 
indirectly radiating from the refrig- 
erator quota throughout the network 
of the economic system of France. 
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Prominent utilities in the metro- 


’ politan area, asked to estimate their 


1936 increase in domestic loads for 
non-lighting purposes, were loath to 
venture any sales forecasts while 
the refrigerator quota decreed by the 
government continued to weigh heav- 
ily upon the most important factor of 
non-lighting current consumption in 
France. 


With the exception of electric cook- 
ing ranges and water heaters, which 
are relatively scarce in France, the 
refrigerator is the biggest current 
user, as is shown by the following 
list: 


Cost of Electricity 

Per Month, Francs 
CN PERE 0.55 600s kc seahaas ened 1.00 
rere errr ery 1.00 
Er ee eee ee 1.50 
Washing machine .............. 2.00 
APT ee eee eee 3.00 
SEEN SUI i ci dae es tesnesicdas 3.00 
i ee ee eee eee 4.00 
WE. a s.csnk oh0500084 85044 Hee 4.00 
5) ARS ee sre a Sorte ert 4.00 
oe Se er eee 4.00 
BOMOWION TORSIE? 6 060.626 cessicwae 4.00 
Se errs Terrie eee ae ee 
pe re tere eae 8.00 
ME SEE bx bern cs Cats hea CaaS 15.00 
PUEPIERNOE i dines sadeuces ceneue 31.00 


Revenue prospects awaiting French 
utility companies, if the refrigerator 
quota is lifted, has been sized up as 
follows by French Nema refrigera- 
tion engineers and salesmen: 


Every 1,000 electric refrigerators on 
the central station lines means the 
equivalent of 1,000 new residential 
customers without any expense on the 
part of central stations for additional 
equipment. 


The installation of an electric re- 
frigerator in any home will definitely 
increase the current consumption by 
600 or more kwh. per year. 


Electric refrigeration insures such 
an unvarying load, day and night, 


winter and summer, that it tends to 
smooth out the peaks and valleys 
caused by the natural fluctuations of 
the lighting load. 


The predetermined current con- 
sumption of an electric refrigerator 
permits to central stations an accurate 
anticipation of revenue. 


The quota on refrigerators, these 
men claim, is costing the French 
power producers annually a loss of 
about 5 million francs, a loss which 
will be magnified if the quota becomes 
a permanent impediment. 


While the composite loss to the 
French treasury may not be quite as 
evident, it is there, these men say, 
and is as important as the loss to 
national labor and its dependent 
homes, to the power companies and 
their stockholders, and to scores of 
groups or interests which are essen- 
tial contributaries to the common- 
wealth. 


Cooperative Campaign 
Plans Abandoned 


American importers had made broad 
plans for cooperative campaigns with 
French utility companies, to bring 
low-cost refrigeration to the masses— 
but, unless the ban is lifted, most of 
this planning will have to go by the 
board. 


The quota system has been used 
widely in France for the purpose of 
restricting. imports of items other 
than refrigerators. 


Main objections to the way the 
system works out are these: 


If individual licenses are not issued 
to the importers proper, there is a 
rush of imports to the ports, and the 
quota is exceeded, because of the 
time necessary to collect returns from 
each port and issue the notice closing 


the quota. Goods in transit at the 
date of closing the quota are fre- 
quently admitted, and these have 
sometimes amounted to more than a 
year’s quota. 


The rush of imports at the begin- 
ning of each quota period and the 
consequent lack at the end bring 
about fluctuations of the market. 
(The allocation of refrigerator import 
licenses avoids these difficulties, im- 
porters admit, but this allocation in- 
volves a great deal of work and many 
questions of discrimination between 
competing firms, especially in view 
of the fact that the license is treated 
by the government in the manner of 
a vested right of the importer’s agent 
in France.) 


Quotas tend to increase prices, to 
the great profit of those who obtain 
licenses. The system tends to reserve 
trade for existing firms and existing 
sources of supply. This may have its 
advantages in times of crisis and dis- 
turbance besetting an_ established 
industry, but it is a serious fault in 
the initial phases of a new industry 
or in a permanent system. 


The refrigerator quota decree, im- 
porters assert, will increase competi- 
tion on the home market by diverting 
to or retaining within itself goods 
normally exported; and the intended 
benefit of the reduction of imports 
will be, to a considerable extent, lost. 


The value of the growing domestic 
industry, they say, is lessened by this 
state of affairs, and monopolistic 
tendencies are cultivated to the detri- 
ment of consumers. The quota mea- 
sure is, apparently, much less bene- 
ficial than it was intended to be by 
its advocates. 


Disregarding the public health angle, 
opponents insist, the quota system will 
have outlived its purpose when it 
fails to produce less than the maxi- 
mum intended, 
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Depreciation Surtaxes 


Recent figures show that, while 
France’s customs receipts have con- 
siderably risen above those for the 
comparable period of last year, despite 
curtailment of imports, the economic 
situation tends to stagnate under the 
protective national trend which seri- 
ously stifles the normal exchange of 
national wealth. 


In addition to the quota, various 
other measures subsidiary in their 
nature, have been adopted by France 
ostensibly with a view to restoring 
her foreign trade to a sound basis. 
The principal expedients under this 
heading are the institution of cur- 
rency depreciation surtaxes and the 
increase of customs duties. 


It is said that the Chambre Syndi- 
ecale is pressing for more stringent 
application of these expedients, in 
connection with the foreign refriger- 
ator imports into France. 


Depreciation of the currency of any 
country, it is generally agreed, lessens 
costs of production there, measured 
in terms of other currencies, and 
thereby lessens the effectiveness of 
protective duties of other countries 
aimed at keeping out its products. 


France, in such cases, imposes extra 
duties on imports from the countries 
concerned, except on goods whose 
price is fixed by a world market and 
goods admitted free of duty. 


This surtax, in the opinion of many, 
has probably prevented France from 
obtaining relief which would other- 
wise have been given against some 
of the British duties which bear 
heavily on French exports. While this 
may demonstrate in favor of a stable 
currency, it may also tend to unite 
countries whose currency has depre- 
ciated in a common opposition to the 
country imposing this surtax. 


French organizations feel that the 
French independent industries enjoy 
a safe margin of protection in the 


« ial ts gees any Fee. 


tariffs which, including heavy trans- 
portation, incidentals and _ others, 
bring the landed cost to the importer 
in France to more than twice the 
average cost F.A.S. New York. 


Under the circumstances, they say, 
a currency depreciation surtax ap- 
pears unnecessary. 


* * * 


Lack Detailed 


Classifications 


Another difficulty in the way of 
doing business with France arises 
from the fact that the present cus- 
toms regulations were formulated be- 
fore the development of the electric 
refrigeration industry in the country, 
and hence there is no specific and 
detailed classification for such equip- 
ment. 


For example, thermostatic expan- 
sion valves which are required for the 
operation of automatic commercial 
units are subject to quota restrictions 
for some other class of devices. When 
the quota for these other devices has 
been filled, no thermostatic expansion 
valves can be imported, in spite of 
the fact that these articles are not 
manufactured in France, and are 
almost exclusively purchased from 
the United States. 


American representatives are widely 
recognized as the most active in the 
French refrigeration field. They work 
harder, sell more (when they can get 
the units to sell), employ more sales- 
men, office workers, and warehouse 
men, and pay more taxes than regu- 
lar French concerns. 


With few exceptions, all of their 
employes are natives of France; and 
they use a great many parts manu- 
factured in the country. 


In the commercial field, especially, 
value of the imported machinery is 
only a small part of the total price of 


an installation. In many cases, the 
electric motors are purchased in 
France. So also are evaporators. 


Cabinets and cases, in most cases, are 
bought from French manufacturers. 


Purchases of importers from de- 
pendent industries, such as_ those 
named, totaled about 20 million francs 
in 1935. 


To give some idea of the importance 
which importers have gained in the 
French refrigeration market, consider 
these figures, covering the years 1930 
to 1935: 


Quantities imported (in metric hun- 
dredweights): 1930, 5,600; 1934, 16,195. 


Number of appliances imported: 1930, 
3,800; 1934, 13,828. Duties paid: 1930, 
3,400,000 francs; 1934, 9,305,499 (not 
including import taxes). Import taxes: 
1930, 1,756,780 francs; 1934, 3,291,928. 
Commissions and salaries: 1930, 9,188,- 
500 francs; 1934, 29,619,700 francs. 
Number of employes: 1930, 426; 1934, 
786. Equipment purchases made in 
France (motors, evaporators, etc.): 
1930, 9,275,300 francs; 1934, 19,999,810. 


Limiting importations of a group 
which enters this much into the 
financial picture of the country, 
American representatives claim, seems 
to be in the nature of biting the 
hands that feed you—in other words, 
hurting the French treasury more 
than the country’s own refrigeration 
firms will help it. 

a 


Advertising Hopeless 


A good part of American represen- 
tatives’ expense is speculative sales 
promotion in the hope that business 
increases will follow. With things as 
they now stand, of course, expenses 
for this sort of “propaganda,” as the 
French call it, is curtailed. 


Importing firms, with the quota 


stacked against them, spend only 


what they must. They dare not go 
out after all the business they can 
get—all they can do is sell all the 
refrigerators they can get, and watch 
the prospects go by after that. None 
of them is altruistic to the extent of 
prepping the market for a competitor. 


The present specific rates of duty 
average approximately 48% ad 
valorem on household refrigerators, 
and 21.1% on commercial refriger- 
ators. In addition, there is an import 
tax of 2% of the duty paid value on 
American, Italian, Belgian, and Eng- 
lish refrigerators. 


Prices offered by French industrial- 
ists to commercial customers are 
generally less than those of importers. 
Daily, importers are forced to give 
up business because of the better 
terms offered by French producers. 
The same is true of domestic equip- 
ment. Where the price of American 
equipment for 100/120 litres of ca- 
pacity runs between 3,500 and 4,200 
francs, refrigerators of French manu- 
facture are offered between 2,500 and 
3,200 francs. : 


Frozen Distribution 


Under the present system of ad- 
ministrating the refrigerator quota, 
any exporter who changes his French 
agent or representative takes the 
risk of losing his basic quota, since 
all right, title, and interest in and to 
such quota is treated by the govern- 
ment as belonging to the agent. 


If the new representative was not 
in the refrigerator business at the 
time of the issuance of the quota, 
under the present system he cannot 
obtain a quota permit. 


Present method of issuing import 
permits makes it comparatively easy 
to freeze the established channels of 


distribution. Manufacturers are al- 
most compelled to maintain their 
ee eee = eke * ‘ ; aa 7 TU. eRe Serer a 


connection with their present repre. 
sentatives in France, no matter how 
much he loafs on the job. Otherwise, 
the manufacturer will lose his basic 
quota. 


Abuses in the system, it may read ily 
be seen, may easily arise. If ag 
French manufacturer wants to get an 
American rival out of the way, ali he 
has to do is to induce that eo. 
pany’s agent to sell his “right” to js 
own representative. When this bh: p. 
pens, the first dealer is put out of ‘4. 
selling picture as effectively as if 4¢ 
had shut up shop for good—that is, 
at least until he can get himself . -. 
other agent who has an impori:.g 
“right.” 


All this may happen to an American 
manufacturer, regardless of how wel] 
his product is known in the coun‘:»y 
or how much money he may h: «e 
spent in building up his produ. ’s 
worth in the public eye. Lose yur 
agent, and you're lost, too. 


Legal Interference 


Of course, a good deal of tuis 
speculation comes under the categ: ry 
of legal inference—that is, it con 
happen, although it actually does»'t, 
often. But the mere fact that it 
might—that a representative of in 
American refrigerator manufactu”er 
could be bought out by a native 
French concern, and be thus forced 
off the market, hasn’t done a lot to 
encourage American firms to spend 
an overly large amount in sales pro- 
motion. 


The fractional monopolies which 
this practice tends to create, French 
non-syndicated manufacturers and 
American representatives claim, are in 
restraint of trade. By weight of both 
ancient and contemporary authority 
of French doctrinal commercial juris- 
prudence, they point out, the system 
is “wholly untenable,” both from the 
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Comparative Sales 


of American and 


French Refrigeration Equipment in the 
French Home Market, 1925-1935 


Part of American Production Sold in France 


meneiog French Production 
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Commercial Refrigeration 


standpoint of international trade ex- 
changes and the freedom of trade 
within France itself. 


As a temporary measure, pending 
more complete agreement between 
France and the United States on the 
subject of administrating quotas, the 
French government is understood to 


be planning the institution of internal 
license system for the allocation of 
industrial quotas among the various 
importers, subject administration to 
be submitted to an organization au- 
thorized by the United States govern- 
ment and approved by France. This 
plan, it is said, would allow the 
French government to resume its 


freedom of action, if it thinks the 
licenses are not being allocated 
properly. 


A licensing organization of this 
type, it is reported, would have access 
to French government officials to 
insure the smooth operation of the 
quota system. 


Central Organization 
Suggested by Nema 


Unfairness of the present quota sys- 
tem, which, in effect, puts the Ameri- 
can importer at the mercy of his 
French agent, whom he supports by 
advertising campaigns and sales pro- 
motion efforts, would have been 
largely avoided, Nema representatives 
believe, if administration of it had 
originally been placed in the hands 
of one central organization. 


They suggest, for this important 
work, either the French Nema com- 
mittee, or the U. S. Chamber of Com- 
merce in Paris. 


In their efforts to bring about a 
change in the present quota system, 
American importers’ agents and inde- 
pendent French manufacturers have 
established about 70 “reasons why,” 
covering what they believe are the 
most unfair portions of the decree. 
Some of the important points brought 
up are: 


1. That the French Syndicate does 
not represent more than 30% of the 
country’s enterprises whose interests 
are involved in the outcome of the 
quota problem. 


2. That the Syndicate, in putting 
through the quota decree, did so with- 
out consulting independent French 
manufacturers and American agents, 
who dominate the French market, and 
whose payrolls, expenses, and contri- 
butions to the French treasury are 


much greater than the Syndicate’s 
own. 


3. That the Syndicate’s action is an 
ill-concealed move, in the guise of 
national protectionalism, to run the 
French non-syndicated firms and 
American import agents out of the 
refrigeration business. 


4. That instead of periling French 
industry, American imports have 
really given it life, and have furnished 
all the impetus the industry has re- 
ceived up to this time. Importers, 
they assert, are still the backbone of 
the French industry. 


5. That much of the refrigerating 
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machinery imported is not obtainable 
in France; that, in the commercial field, 
only about one-fifth of the machinery 
is imported, the other four-fifths being 
manufactured in France, employing 
French labor. 


6. That importers spend about 5 
million francs a year in advertising 
to promote the good of the industry 
as a whole. French firms themselves 
do little or no advertising. 


7. That the so-called “independent” 
French industry itself imports from 
one-third to one-half of its equipment 
from other countries, principally from 
the United States. 


8. That there was no abnormal in- 
crease of imports during 1934, as 
shown in French customs figures. 
While composite imports totaled 16,195 
metric quarts, about 9,000 mq. of this 
was imported under a different tariff 
7,195 mq. as the 1934 import figure, a 
reasonable increase over 1933 imports, 
which totaled 5,958 mq. 


9. That the Syndicate’s charges of 
dumping by importers is unfounded 
in fact, but that Syndicate members 
themselves are known to have en- 
gaged in price cutting under circum- 
stances which leave them open to 
charges of unfair competition. 


10. That American models and 
equipment are currently being copied 
by French manufacturers, who them- 
selves do not have research facilities 
to design models of their own, and 
who cash in on the time and money 
spent by American manufacturers 
whose products they are trying to bar 
from the country. 


11. That large and powerful French 
manufacturers, who hold refrigerator 
patent and manufacturing rights, have 
steadfastly refused to get into pro- 
duction, principally because of the 
high expense involved and the diffi- 
culty of making any sort of showing 
in the foreign field, now pretty well 
conceded to other countries. 


12. That keeping up the quota 
impediment will result in a loss of 
approximately 10 million frances a 
year to French utility companies, 
because native manufacturers do not 
produce enough refrigerators to justify 
an extensive load-building campaign. 


Potentialities of the 
French Market 


Potentialities of the French refrig- 
eration market are considered very 
promising by those in the country 
who have made a close study of the 
situation. These observers believe 
that, despite the rather notorious 
sales resistance factor, the French 
market could easily absorb 50,000 
refrigerators annually. 


France, these observers say, is 
slowly entering upon an era when 
the home of a new type, with new 
comforts and “necessary luxuries,” 
will be accepted generally. 


Pioneer promotion work by its 
electric industry, and by the advo- 
cates of new materials and new 
methods, it is believed, will then bear 
real fruit. 


Not Enough Space 
For Wine Bottle Storage 


EDGAR CARMEL, manager of 
Frigidaire, Ltd., 46 Rue la Boetie, 
Paris, says that the greatest hold- 
back to American household refrig- 
erators in the French market is the 
fact that there is not enough space 
between the shelves to permit storage 
of the high bottles in which French 
wines are corked. 


The coils ordinarily used in Amer- 
ican-made refrigerators, Mr. Carmel 
also says, are not very well adapted 


to local French requirements. They 
need to be spaced differently. 


Frigidaire’s Paris organization is a 
Canadian company, although it is 
backed by American capital. It oper- 
ates as a factory branch, and sells 
Frigidaires at retail in Paris only. In 
the provincial centers, the company 
acts as distributor, working through 
52 exclusive dealerships. 


Salesmen, says Mr. Carmel, are re- 
cruited mainly by advertisements in 
newspapers. There is a high turnover 
in the large cities, but the men stay 
with their selling jobs a lot more 
steadily in the provincial towns. 


But, wherever they may be picked 
up, the men are all green, and re- 
quire several weeks of intensive sales 
training before they can be trusted 
to take to the trail with any degree 
of selling success. 


Mr. Carmel, to meet this deficiency 
in sales material, runs regular train- 
ing schools for new men. American 
sales manuals, translated into French, 
are used in the schools. In Paris, 
Mr. Carmel supervises the _ school 
personally. In the provinces, dealers’ 
schools are operated by traveling in- 
structors, working out of the Frigid- 
aire Paris headquarters. 


The company’s advertising program 
is divided between newspapers, trade 
magazines, motion pictures, exhibits 
at French fairs, and direct mail. Of 
all these, Mr. Carmel says the last 
has proved the most effective. He 
credits this with bringing in the 
“most of the best,’ as far as pros- 
pective buyers are concerned. 


Fully 55% of the company’s busi- 
ness is of the credit variety, Mr. Car- 
mel says. The company uses. the 
GMAC plan in financing time pay- 
ment sales. 


On credit sales, the company de- 
mands a down payment of 25% on 
commercial equipment, and from 10 
to 15% on household equipment. Maxi- 
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mum length of time permitted cn 
household sales is 18 months. 


France’s future is bright, as far 
as refrigeration is concerned, in Mr. 
Carmel’s opinion. The factors which 
he thinks will govern the future de- 
velopment of the French domestic 
market are: 


1. A more thorough education of the 
public to refrigeration’s benefits. 


2. Better prices on refrigeration 
equipment. 


3. Closer adaption of American- 
made equipment to prevailing French 
local conditions. 


French Sales Engineer 
Learns, Then Teaches 


L. L. MERTENS, Frigidaire’s chief 
engineer in the Paris branch, sees 
eye to eye with Mr. Carmel on the 
matter of shelf arrangement to take 
care of tall wine bottles, as well as 
on the need of different coil spacing 
in household units. 


A reader of the News for several 
years, Mr. Mertens would welcome 
more technical news, and liked the 
paper especially in the days when a 
special engineering section was pub- 
lished. 


Work in the sales engineering de- 
partment, over which Mr. Mertens has 
supervision, consists mostly, he says, 
in “learning” and “teaching.” 


After obtaining the factory litera- 
ture from headquarters in America, 
the company engineers first digest 
it, master it themselves, and then 
translate it into workable material 
for use in the field. 


Once the material is put out in the 
field, the department must next watch 
its use. As Mr. Mertens puts it: “We 
must see that it is read, understood, 
and used.” 


The sales engineering department 
of Frigidaire, Ltd., Mr. Mertens ex. 
plained, is divided into four sections. 
First of these is concerned with con. 
struction work, the second with pro. 
posals, the third with sales training, 
and the fourth with the inspection 
of installations, to see that they are 
operating satisfactorily. 


The sales training under Mr. Mer. 
tens, which beginning salesmen myst 
all undergo, covers both technical ang 
sales work and lasts for two weeks, 
After the fledgling salesman gets into 
actual production, weekly meetings 
keep him abreast of what’s what in 
the industry. 


For those who are extra ambitious, 
brush-up courses are conducted; for 
those who may be slipping, there «re 
regular courses for improving szleg 
technique. 


RENE DUMING is sales manager 
of Frigidaire’s retail operations in 
Paris. 


Crosley Can‘t Import Fas’ 
Enough, Claims Sopher 


Managing director of Shelvador, 
which, as you have probably already 
guessed, is the French agent for prod- 
ucts of Crosley Radio Corp., is §. 
SOPHER, Parisian theater and night 
club tycoon, who helped us see the 
bright lights. The company is well 
established financially, with a capital 
of about 650,000 francs. 


P. DUMONT is sales manager of 
the company, which sells both house- 
hold refrigerators and air-condition- 
ing equipment. 


Mr. Sopher is among the represent- 
atives of American manufacturers 
most troubled by the quota decree, 
and nobody will be happier than he 
if and when it’s eventually lifted. 
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Under present restrictions, the com- 
pany is allowed to import 115 tons of 
equipment, by metric weight. Mr. 
Sopher says, however, that the com- 
pany could sell twice that amount, 
without half trying, if he could get 
the equipment. 


He would like to see few mechanical 
changes in American machines brought 
in for sale to the French market. 
Hermetic units, to his way of think- 
ing, should be included on all ma- 
chines shipped to the country. 


Crosley is the third largest importer 
of American-made machines _ in 
France, Mr. Sopher says. He estimates 
the first nine companies as being 
Frigidaire, Frigeco (General Electric), 


Crosley, Kelvinator, Westinghouse, 
Norge, Gibson, Sparton, and Fair- 
banks-Morse. 

Distributing through about 20 


dealerships, scattered all over France, 
the company operates its own retail 
outlet in Paris, just as does Frigid- 
aire. 


And, just as with Frigidaire—or, for 
that matter, just as in the United 
States—good salesmen are mighty 
hard to find, and hard to hold once 
you get one. 


The old saying is that “everything 
comes to him who waits,” but Mr. 
Sopher finds this isn’t true, with 
good salesmen. You have to go out 
after them. And he does, mostly 
through newspaper advertisements. 


But, even as the Good Book says 
about the poor, Mr. Sopher finds that 
the poor salesmen are always with 
him. Drifters, he finds, usually come 
in without invitation—and do they 
stop drifting, once they find what 
they consider a soft berth! 


“You have one hell of a time giv- 
ing them the sack,” Mr. Sopher says. 


Good men, however, are worth 
training hard, Mr. Sopher finds. He 
holds school for newcomers for an 


hour every morning. When they get 
on their own feet, the men are paid 
a salary and commission—mostly com- 
mission. 


Main advertising mediums employed 
by the company are newspapers, 
direct mail, and sizeable exhibits at 
the many fairs held annually through- 
out France. This last type of adver- 
tising, Mr. Sopher has found, is par- 
ticularly advantageous to his com- 


pany. 


About 78% of the company’s sales 
are for cash, the rest on six months’ 
time payment terms, with the notes 
discounted at the banks, and pay- 
able at the cashier’s cage instead of 
at the dealership. 


The future of refrigeration in 
France? It’s great, Mr. Sopher says 
—if the quota system somehow disap- 
pears, and prices are lowered to per- 
mit sales at a more reasonable figure. 
Otherwise, he’s not so sure about it. 


That Bottle Storage 
Complaint Again 


Mr. Dumont, sales manager of the 
Crosley Paris agency, thinks Amer- 
ican manufacturers might profitably 
take into consideration the customs of 
the countries in which they hope to 
do business. 


Translated into terms of*the French 
market, this means that refrigerators 
exported from the United States ought 
to have more room for tall bottle 
storage. This seems to be a dominant 
French complaint against American 
machines. 


For instance, the real Frenchmen 
likes to be able to put a few bottles 
of champagne or Alsace wines in his 
refrigerator—on the right side. If the 
cabinet is not adaptable to this old 
French custom, the salesman who’s 
handling the line runs into a sales 


barrier that is not always so easy to 
surmount. 


Mr. Dumont has given the future 
of the refrigeration market in his 
country considerable thought, partic- 
ularly as regards foreign firms and 
the sale of American-made machines. 
His conclusion is that the French 
companies—or American companies 
who are able to establish manufac- 
turing operations in the country—will 
eventually have things pretty much 
their own way, unless the quota sys- 
tem is changed. 


This latter happening, of course, is 
what he’d like most to see. Unless 
something of that sort does occur, 
though, he’s pretty much sold on the 
opinion that the potentially fine French 
refrigeration business of the future 
will be dominated by firms who man- 
ufacture their units within the country 
and get away from imposts, duties, 
quotas, and all the other attendant 
bothers with which importers are 
currently and constantly beset. 


* * # 


Kelvinator Manager Sees 
Great Future Market 


Markt & Co. handles Kelvinator 
equipment in Paris and throughout 
France. RAOUL BASTIEN is manag- 
ing director of the company, at its 
Paris headquarters. 


Handling domestic, commercial, and 
industrial refrigeration equipment 
(Kelvinator domestic equipment, York 
commercial, and Temprite beverage 
and ice cream equipment) Markt is 
no small organization. The company 
has offices in New York City, Paris, 
London, Hamburg, and other Europ- 
ean centers. 


“American manufacturers of refrig- 
eration parts should not attempt to 
sell to everybody in France,” Mr. 
Bastien says. “They should sell only 
to responsible concerns. 


“The market, though progressing, 
is still at the beginning of its real 
development, and such development 
can only be taken care of by respon- 
sible companies—those who are spend- 
ing money in promotion work, adver- 
tising, and who pay representative 
salaries. These firms must rely, for 
success, upon the effective support of 
interested American manufacturers. 


“In 1934, for instance, only 10,000 
domestic refrigerators were sold in 
France. The market was not able to 
absorb any more, because the demand 
for refrigeration has not been de- 
veloped to any considerable extent.” 


Markt & Co. is wholesale distributor 
of hardware specialties, and has close 
to 8,000 retailers as customers through- 
out France. Besides, the company 
has some 150 provincial retailers for 
domestic refrigerators, and about 30 
retailers for its commercial equip- 
ment. 


This organization, says Mr. Bastien, 
covers practically the whole of the 
French market. 


Kelvinator and Frigidaire, being the 
first American refrigerators offered 
the French public, hold an advantage 
over other manufacturers in this 
respect, Mr. Bastien believes. 


“We have full confidence in the 
prospective development of the French 
market,” he declared. “We are work- 
ing in friendly cooperation with our 
competitors, and only wish that our 
cooperation is not crossed by irregular 
imports of refrigeration equipment 
from America.” 


Salesmen employed by the company 
are paid salary and commission. Most 
of them, says Mr. Bastien, have been 
with Markt & Co. for a number of 
years. Service men, who are paid 
straight salaries, are required to keep 
in step with developments through 
a training course each year. 


The company’s advertising efforts 
are spread between large exhibits at 


fairs, newspaper splashes, and direct 
mail campaigns. 


One of the principal reasons why 
the French domestic market has been 
slow in developing, Mr. Bastien de- 
clares, is that practically every French 
country house has a good cellar, in 
which, the French believe, food may 
be kept in good condition. 


Rapid spread of electric service in 
the past few years, however, is a 
factor most favorable to increase in 
the use of refrigerators’ and other 
domestic electrical appliances, he 
believes. - 


zs. * *# 


Export Price Concessions 
Fair, Says de Castro 


La Representation Generale is sole 
distributor, in Paris and the Seine 
region, for all products of General 
Electric Co. The company also dis- 
tributes Easy Washers, Devoe & 
Reynolds paints, and Fairbanks-Morse 
radios in France and colonies. RALPH 
E. pe CASTRO is owner and director 
of the organization. 


Most of the company’s advertising 
program is concentrated on French 
fairs, although a considerable amount 
is spent in newspaper advertising and 
direct mailings to prospective buyers. 


Sales possibilities in the French 
home market, Mr. de Castro believes, 
hinge on one all-important thing— 
price. If prices of American-made 
units for sale in France can be re- 
duced, he thinks the industry can 
really go places in that country. 


Today, an American refrigerator of 
about 4 cu. ft. capacity sells for 
approximately 4,200 francs—about $280 
in American money. Naturally frugal, 
the average French homeowner won't 
touch one with a 10-foot pole at that 
price. 
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It will pay American manufacturers 
to realize, Mr. de Castro says, that, 
since service costs to the factory are 
eliminated in sales made to foreign 
countries, special price concessions 
may easily be made on exported ma- 
chines. This should apply to com- 
plete units, as well as to replacement 
parts. 


Shipping and duty charges must be 
paid by the local distributor, Mr. de 
Castro reminds, so that a lowering 
of wholesale costs would not make it 
any harder for the manufacturer— 
but, at the same time, would ease 
conditions considerably for the French 
importer. 


La Representation Generale’s sales 
are handled both directly and through 
dealers. The company itself employs 
14 retail salesmen, and good men are 
hard to find. 


Eight out of every 10 applicants, 
Mr. de Castro says, are floaters, who 
go from one house to another. Gen- 
erally these men will start with either 
Frigidaire or General Electric, and, 
failing to make good there, will go 
on down the line, stopping at each 
dealership a short while before being 
pushed out of the selling picture al- 
together. 


Mr. de Castro handles training of 
new men personally, both individually 
and by group classes. Salesmen are 
paid on a commission basis, with 
extra premiums for the sale of certain 
models and a bonus if sales go over 
the regularly established quota. 


Sales are divided about 50-50 be- 
tween cash and terms, Mr. de Castro 
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says. All time payment sales are 
financed by investment companies, 
and, by a special exclusive arrange- 
ment with power companies, G-E is 
able to offer its buyers up to four 
years to pay on a “rental-sale” basis. 


As an example of what a really top- 
flight salesman can do in the French 
market, Mr. de Castro cites the case 
of a Mr. Stirby, one of the men in 
his organization. This man has for 
several years averaged more than 
$60,000 per year in sales to individuals. 


If this sort of selling isn’t a world 
record, Mr. de Castro is willing to 
bet that it’s at least a new high mark 
for France. 


Frigeco Distributes 
G-E Products 


HARRY A. GRANARY, managing 
director of Frigeco, S. A., whose Paris 
office was my headquarters, and 
RONALD WOODROFFE SUTTON, 
refrigeration engineer with Interna- 
tional General Electric, both are close 
students of the News, and get a lot 
of their sales ideas from it. 


Mr. Granary is still interested in 
following the course of the retail re- 
frigeration field in France, although 
IGE has been out of that side of 
the picture for some time. 


Frigeco, trade name of General 
Electric refrigerators in France, sells 
through dealers exclusively, with about 
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180 firms throughout the country act- 
ing as its representatives. 


General Electric, Ltd., the British 
manufacturing firm, has prior rights 
to the use of that name in Europe, 
so the very fortunate combination of 
letters FR-I-G-E-CO (French Inter- 
national General Electric Co.) was 
adopted. 


The company handles General Elec- 
tric refrigerators and all other appli- 
ances, with the exception of ranges, 
radios, and a few small items. 


Westinghouse Values 
News’ Service Data 


Westinghouse distributor in France 
for domestic refrigeration equipment 
is JEAN LAVAL. 


E. E. DYBWAD represents West- 
inghouse Electric International in 
Paris, headquarters of the organiza- 
tion being in Lourdes. 


Mr. Laval, a News reader for eight 
years, also handles Universal Cooler 
commercial refrigeration. 


Service information in the News, 
and particularly the Master SERVICE 
MANUAL, are among the features he 
values most highly. French service 
men have a real need for the infor- 
mation contained in the Service 
Manual, he thinks—and the only set- 
back to its popularity in the country 
is the fact that service men can’t 
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read it, because it isn’t printed in 
the mother tongue. 


Mr. Laval is of the belief that a 
French translation of the Manual 


would have a real market. 
s «+ ¢& 


Quota System Hits Norge 
Organization Hard 


M. COLIN is managing director and 
M. LAURENT chief engineer of the 
Norge distributing organization in 
France, headquarters of which is in 
Paris. In addition to household and 
commercial units, the company also 
handles washing machines. 


Quotas, duties, and prices are the 
bane of Mr. Laurent’s life at the 
present time. His company is one 
which got a bad break when quotas 
were established on 1934 import 
figures. The quota established for 
Norge, in Mr. Laurent’s opinion, is 
woefully insufficient to cover poten- 
tial sales—and its supervision on a 
quarterly, instead of an annual, basis 
has been another deterring factor. 


If he could obtain the equipment, 
Mr. Laurent believes at least twice as 
many Norges could be sold in France 
each year than are sold there at 
present. High duties on refrigerators 
do nothing to make the frugal French 
homeowner look more kindly upon 
American-made products, either, he 


says. 


Two changes in American machines 
would also ease their acceptance in 
the French market, Mr. Laurent told 


us. In the first place, shelves shouig 
be constructed so as to allow fo; 
storage of tall bottles of wine co; 
champagne; and _ secondly, motors 
should be supplied for both 110 ang 
220-volt current. 


The company sells direct to con- 
sumers in the Paris territory. i! 
French provinces and colonies, sales 
are through regularly established 
dealerships. In an effort to strength: » 
dealer representation, the firm no-» 
has a man constantly in the fie!;, 
looking for likely “agents” in towns 
throughout the country. 


Advertising and promotion by t).« 
company covers advertising in new-- 
papers and trade periodicals, catalor.. 
and exhibits at most of the Fren-c, 
fairs every year. As an added sai-: 
punch this year, the company has «» 
entrant in the bicycle race arou:: 
France. This man, well up amor 
the leaders, has kept the Norge nar = 
before the public as well as any oth: + 
promotion method used this year, hl .. 
Laurent believes. 


Preponderance of the firm’s year, 
refrigeration business is done on 
credit basis. Fully 70% of last year’ 
sales, Mr. Laurent says, were clos 
on terms of from 60 to 90 days. Sal: 
for cash totaled 20%, and about 10°; 
were on terms of a year. 


Qe um Ww 


Development of the French mark:; 
in the future, Mr. Laurent believes, «s 
very much dependent upon the lowe:- 
ing of tariff duties, so that American 
refrigerators may compete more eve: - 
ly with those of French manufacture. 
At the present time, he feels, the 
price (with imposts and duties added) 
is too high for volume sales. 
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AROUND THE WORLD WITH A CANDID CAMERA 


/. TTALY 


Refrigeration & Air Conditioning 


Refrigeration and politics in Italy are practically inseparable. 
Speak of one, and you must explain in terms of the other. 


Because of Mussolini’s determination to make Italy as nearly 
self-sustaining as possible, it is extremely difficult for American 
refrigeration and air-conditioning equipment to gain entrance into 


the country. A separate permit must be obtained for each piece 


of equipment imported, and these permits may be had only through 
Pull, Prayer, Personality, Pulchritude, and Payment. 


Most Italian refrigeration manufacturers are small-shop assem- 


blers. 
described in this chapter. 


A few, however, are substantial concerns; and these are 


been paid is in the neighborhood of 
$200. 


Five or six refrigeration manufac- 
turers in Italy together account for 
most of the 2,000 to 3,000 household 
jobs sold each year. 


Commercial installations have hov- 
ered around the 10,000 mark annually 
for some years, with more than 100 
different manufacturers contributin;z 
to the total. 


* * #* 


Italian G-E 


Around Europe one finds a number 
of manufacturing and selling organi- 
zations affiliated with the General 
Electric Co. of the United States. 
They import some equipment, manu- 
facture most; and handle all mer- 
chandising activities in their own 
manner. Generally they have mutual 
patent agreements and exchange-of- 
ideas arrangements. 


Such a concern is the Italian Gen- 
eral Electric Co. This organization, 
located in the thriving industrial city 


of Milan, imports household refriger- 
ators whenever permits can be 
wangled, and manufactures its own 
commercial machines—which are exact 
copies of the American designs. 
“Everything electrical” is also manu- 
factured in the Milan plant. 


Currently this organization is plan- 
ning to manufacture a _ household 
refrigerator powered by a conventional 
compressor of its own make. A 414-cu. 
ft. box, it will sell for 4,250 lires 
(about $325) with a one-year guar- 
antee. 


If as and when service troubles 
arise on a hermetically sealed refrig- 
erator, the customer must be patient. 
It must be taken to the customs 
office, sealed, and shipped to America. 
After being repaired, it must be 
shipped back to Italy in the same 
seals. That takes about five months. 


Practically all service troubles on 
these machines have been located in 
the motor—rarely anywhere else. 


All the Italian G-E machines use 
sulphur dioxide as a refrigerant, as 


do approximately 60% of the com- 
pressors manufactured in Italy. Some 
30% use -methyl chloride, the rest 
ammonia. They are just now be- 
ginning to experiment with Freon. 


Very little air conditioning has been 
installed anywhere in Italy. Board- 
of-directors room at the offices of the 
Milano Power Co., big public utility, 
has been completely air conditioned 
by the Italian G-E company. 


Schraemli & Foster, which manu- 
factured Frigidaire products in Italy, 
has made an installation in Rome. 


G. Dell-Orto & Co. has made some 
installations (see next page). 


And that’s just about the entire 
list of jobs which deserve the name, 
“air conditioning.” 


Cardenas of Turino is beginning to 
get into the business, specializing in 
elaborate ventilating machines which 
circulate air and water together 
through porous clay. Installations of 
this type have been made in a 
number of Italian theaters. 


_ 


No Business 


Sales of American refrigeration and 
air-conditioning equipment in Italy 
are practically non-existent. Musso- 
lini’s government has placed a strict 
prohibition upon the import of auto- 
mobiles, radios, refrigerators and 
refrigeration products, copper tubing, 
and supplies. 


Other items of import, like food- 
stuffs and textiles, are placed on a 
quota system, something like that 
which obtains in France. 


This does not mean that no refrig- 
eration equipment manufactured in 
the United States ever finds its way 
to Italian shores. 


Once-in-a-while a 


household refrigerator, or even a piece 
of commercial apparatus, is allowed 
to enter. But for each piece of equip- 
ment a special permit must be ob- 
tained before it may be unloaded 
from a ship. 


Those permits are difficult to obtain. 
If you have friends in the government, 
and can state a logical reason, you 
may obtain a permit or two a year. 
You then pay $35 for the permit, 
plus 20% tariff on the refrigerator, 
and wait patiently. The refrigerator 
may come through. 


In the case of a Monitor Top G-E 
refrigerator obtained on permit, the 
lowest price which the Italian Gen- 
eral Electric Co. can place on a 
5-cu. ft. box after all charges have 


Milan—A Combination of Beauty and Industry 


1. A. Tamai of the Westinghouse organization in Milan. 2. In the highly commercial and industrial city of Milan, 
a triumphal arch like the above is no mere ornament—it is commercialized. This one forms the entrance to an 


arcade of shops. 3. In this corner of the big Italian General Electric plant in Milan, compressors are made. 
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AROUND THE WORLD WITH A CANDID CAMERA 


Aeromeccanica Marelli of Milan 
has made some installations which 
draw air over direct expansion cooling 


coils. 
ok ca ok 


Wait for Business 


According to the Italian General 
Electric people, specialty selling is 
simply not done in that country. One 
waits for prospects to come into the 
office. 


Household refrigerators are sold— 
or purchased—almost entirely by this 
passive method. A wealthy client 
hears about these newfangled refrig- 
erators, calls up headquarters and 
arranges an appointment with some- 
body he knows. If he decides he 
wants one after looking it over, it 
then gets down to the question of 
what discount he is to receive. 


The haggling may extend over quite 
a period of time, with the discount 
being based on the “stand-in” he has 
at headquarters, the amount of his 
other purchases from the company, 
or how important a man he is. Of 
this type of customer, 95% pay cash. 


Radaelli Most Important 


R. Radaelli & Co., Milan, manufac- 
tures its own line of household refrig- 
erators under the trade name 
“Algidus” in a factory employing 600 
workers. This line has been made by 
the company for the past nine years. 
Besides refrigerators, the firm manu- 
factures gas meters, bath heaters, 
chromium plated taps, and stamped 
iron cabinets. 


This concern is easily the most 
important in the Italian field. 


“Algidus” units are manufactured 
entirely in the company’s plant with 
the exception of the motor, which is 
a Leland (Leland Electric Co., Day- 


ton) and Ranco thermostats. Radael- 
lis Leland motors are made in Italy, 
under patents held by the American 
company, by Brown-Boveri, the li- 
censees. 


P. P. R. RADAELLI of the com- 
pany reports that the Italian. domestic 
market is heavily subnormal consider- 
ing the hotness of the climate. He 
estimates that 3,000 domestic units 
are sold each year, and reports that 
his firm made 1,000 units last year, 
with bright prospects for 1937. 


The company’s new line will in- 
clude streamlined models using a new 
type of highly finished hardware. 


Mr. Radaelli says that he expects 
the importation of American units to 
decrease next year, due to the present 
unfavorable rate of exchange, which 
recently dropped from 13 lira to 19 
lira to the dollar. 


Five household units and one com- 
mercial box are included in the Rada- 
elli line. 


The domestic units have capacities 
of 70, 100, 140, 220, and 350 litres, and 
the commercial unit a capacity of 510 
litres, net storage space. In styling 
the units are similar to American 
models of a year or so ago—with 
broom high legs, bottom-mounted con- 
densing unit, and the ice cube cham- 
ber against the upper right wall, ex- 
cept in the largest model, in which 
it is against the left wall of the two- 
door cabinet. 

ef @ 


Dell’ Orto 


One of the largest Italian refrigera- 
tion firms is G. Dell’ Orto & Co.,, 
makers of the “Ortofrigor” line, with 
extensive factories at Milan. Both 
domestic models and industrial coolers 
are made by the firm, together with 
parts and fittings. The company was 
established in 1901. GUISEPPE DELL’ 
ORTO is president. 


Vertical ammonia compressors are 
among the chief products of the Dell’ 
Orto Company, ranging in capacities 
from 10,000 to 250,000 h./frig. Another 
well-known “Ortofrigor” product is a 
double-acting ammonia compressor, 
with capacities from 60,000 to 500,000 
h./frig. for each cylinder. 


Other products made by the firm 
are condensers and evaporators for 
replacement and other installations. 
Small automatic cooling assemblies 
with an output of from 150 to 15,000 
h./frig., using sulphur dioxide, methyl 
chloride, and Freon refrigerants, are 
manufactured in greater numbers by 
Dell’ Orto than any other firm in 
Italy. 


All automatic devices used in the 
line are imported from the United 
States, with especial preference given 
to Fedders thermostatic valves. 


Special branch of the company is 
maintained for cabinet construction, 
where joinery and brass work opera- 
tions are taken care of in the making 
of ice cream counters, cooling cabi- 
nets, doors, etc. 


Dell’ Orto is also engaged in the 
air-conditioning field, having just 
completed making air-conditioning ap- 
paratus with Freon compressors for 
the new aerodynamic trains on the 
Italian State Railways and for Fascist 
submarines patrolling tropical seas. 
Mr. Dell’ Orto’s home has also been 
air conditioned with Freon equipment. 


During the recent war in Ethiopia, 
“Ortofrigor” cooling units powered by 
combustion engines went along with 
Italian troops into the most torrid 
parts of Ethiopia in the campaign 
against Haile Selassie. 


Luciano Dell’Orto also went to 
Ethiopia at the close of the campaign, 
and: made several large installations, 
notably in hospitals. 


The company claims the distinction 
of being the oldest as well as the 
largest refrigeration factory in Italy, 


and manufactures all types of cooling 
plants with the single exception. of 
carbonic acid machines. 


Sales policy, according to the presi- 
dent, has resulted in the country be- 


ing divided into various zones, each - 


in charge of a sole agent who ap- 
points sub-agents. Certain good sales 
producers receive a percentage com- 
mission on sales volume over a certain 
figure besides regular commissions. 


A few years ago, “Ortofrigor” units 
were exported to France, Spain, the 
Blacanic Peninsula, and other points, 
but recent trade restrictions have hit 
the trade considerably. Mr. Dell’ Orto 
anticipates a good business in the 
future and a growing export trade. 


Fantini 


With a 30-year record in the manu- 
facture of electrical apparatus for all 


kinds of industrial purposes, Alberto 
Fantini & Co. of Milan now makes a 
line of automatic switches, controls, 
feeders, and valves for refrigerating 
units and oil burners. 


BRUNO FANTINI, son of the 
founder, has recently been engaged in 
translating K. M. Newcum’s Master, 
Servic—E MANuaAL into his native tongue 
with the view of making it availabic 
later for use by Italian refrigeration 
service engineers. 


The Fantini concern employs about 
60 workmen in its plant with a cler- 
ical force of a dozen. Members of the 
Fantini family assumed control of its 
operations after the death of Alberts 
Fantini, its founder. 


Although most sales are made 
through correspondence, the compan, 
keeps two traveling salesmen on th: 
road doing contact work. Solicitatior. 


Frigomat Factory and Its Leaders 


1. Entrance to the Frigomat factory in Milan, which specializes in 
household refrigerators. 2. The Mayer family, which guides the 
destinies of Frigomat, come outside to greet the author. 
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THE WORLD WITH A CANDID CAMERA 


of sales by anything approaching 
specialty methods is almost unknown 
to the firm, Bruno Fantini says. 


The company’s engineering depart- 
ment, headed by the son, designs all 
products for the Italian market. Ef- 
forts are being made, however, to 
interest American refrigeration firms 
in using facilities of the Fantini com- 
pany to manufacture their products 
in its factory. 


According to Bruno Fantini, about 
jalf of the refrigeration units sold in 
italy are manufactured by Italian 
arms. He estimates that 4,500 com- 
mercial machines in the fractional and 
small horsepower ranges are sold 
annually. Domestic sales, he says, total 
only about 1,000 per year, the average 
base price of $250 being above the 
purchasing range of the majority of 


Italian families. 
* * + 


sucker 


A Milan parts firm, Giacomo Jucker 
& Co., employs a special manufactur- 
ing department and sales staff and 
keeps on hand a large stock of parts 
and accessories for the Italian trade. 


The Jucker company does most of 
its importing of parts from American 
supply houses, and also obtains some 
of its products from England and 
Switzerland. It acts as agent for the 
British Thermostat Co. valves, pres- 
surestats, and thermostats, are im- 
ported, with metal forging operations 
and manufacture of certain types of 
thermostats and electric switches 
being done in the home plant. 


Recently a Jucker engineer (Dr. 
Marzorati) spent six months in this 
country observing American manu- 
facturing processes and contacting 
refrigeration firms with which his 


ie? ee ee x el ial 3 . 
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company does business. At the present 
time Jucker serves the whole of Italy. 


Giacomo Jucker is president of the 
firm, with Alberto Saibene acting as 
managing director. 

* * #8 


Schraenli & Foster 
—They Made Frigidaires 


When the wave of nationalism 
which engulfed Italy under Mussolini 
swept the _ refrigeration importing 
business out of the country, a couple 
of Milan bankers by the names of 
Schraemli and Foster negotiated for 
the rights to manufacture Frigidaire 
products in Italy. 


Two years ago Frigidaire withdrew 
entirely from the field, and Schraemli 
& Foster took over the business. 


In their Milan plant they have 
manufactured Frigidaire household 
and commercial refrigerators. 

* * + 


No Welcome Mat 


This was one firm the writer failed 
to crack. Couldn’t get past the non- 
English-speaking man at the front 
door, nor could I find anyone to 
arrange an introduction for me. 


Through the Milan showroom 
window, however, I got glimpses of 
machines which seemed exceedingly 
well made. Fact is, the commercial 
compressors were neater in appear- 
ance than any I have seen in the 
United States. 


According to reports, Schraemli & 
Foster is manufacturing according to 
its own designs, rather than those 


of Frigidaire, at present. 


Westinghouse with a 
Dash of Perfume 


Electrodamus S/A, a company which 
is primarily in the perfume business, 
distributes Westinghouse refrigerators 


in Italy. 


Soon, I was told, Westinghouse her- 
metically sealed compressors will be 
manufactured in the great FIAT 
motor car plant at Turin. This fac- 
tory had just begun turning out the 
sealed units when the Ethiopian war 
came along, and production had to 
be abandoned in favor of the manu- 
facture of military supplies. 


By this. time, production should 
have been resumed. 


At the time of my visit to Milan, 
there wasn’t a Westinghouse appli- 
ance for sale anywhere—all sold out, 
and no import permits on hand. 


Biggest Westinghouse merchandiser 
in Italy is C. Bosio of Milan, who 
has branches at Rome, Turin, Varese 
(a small town which does a big 
Westinghouse business), Busto-Arsizio, 
Biella, Bolzano, and Novara. 


* * #8 


Tripoli Buys 


According to A. Tamai, who rep- 
resents Westinghouse International in 
Italy, exports of refrigeration products 
to Italian Tripoli have been highly 
gratifying in the last couple of years. 
The dealer down there is known by 
a long set of initials: S. A. F. E. I. T. 


Water in Tripoli is both warm and 
expensive, which is said to be one 
reason why air conditioning hasn’t 
made any strides down there. 


Other Appliances 


Kelvinator’s business in Italy has 
been picking up recently, under the 
aegis of Fonodisco Italiano Trevisan 
of Milan. Norge is being sold by 
M. Osiatinsky, a Rumanian. 


No washing machines are sold in 
Italy, and few vacuum cleaners. Elec- 
tric range business is pretty good. 
Power companies act as dealers, sell- 
ing to the public on very small instal- 
ments collected with the lighting 
bills. This procedure has been tried 
in a small way with refrigerators, 
too. 


Electric rates are expensive in 
Milan—one kilowatt hour costing the 
equivalent of seven cents. Up in the 
northern provinces electric rates actu- 
ally get down below one cent per 
kilowatt hour. On the other hand, 
in Sicily they run from 21 cents to 
35 cents per kwh. 


Three or four private power trusts, 
which submit to a measure of state 
supervision, have the electrical gener- 
ating and distribution business under 
control. 


These trusts act as holding compa- 
nies for individual operating units. 


Comfort for Italians 


AN 


a 
SSE TE Se 


The above electric train, which connects Rome and Naples, also Bologna 


and Florence, has been completely 


air conditioned by Ing. Guiseppe 


dell’Orto, large Italian refrigeration and air-conditioning firm with head- 


quarters in Milan. This train’s maximum speed is 192 kilometers per hour. 
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AROUND THE WORLD WITH A CANDID CAMERA 


.. HUNGARY 


Refrigeration and Air Conditioning 


Proportion of hospitality to refrigeration sales reached a new 


world’s record when the author arrived in Budapest, glamorous 


capital of Hungary. 


Because of stringent import and monetary restrictions, Buda- 


pest refrigerator distributors have been virtually unable to obtain 


new models for the last two or three years. Nevertheless, these 


hospitable people practically suspended operations for four days 
and nights to give the visiting representative of the American 


refrigeration and air-conditioning industry a thoroughgoing view 


of the city and the country. 


Those refrigeration distributors—both at home and abroad— 


who think they have annoying obstacles in their business paths 


should read this short description of the troubles of their Hungarian 


cousins. It should cheer them up immeasureably! 


1931 Kelvinators— 
1941 Night Life 


First refrigeration distributor I 
called on was L. Reichard, who has 
the Kelvinator agency. 


When I got there he was dusting 
off two of the three repossessed 1931 
Kelvinators he had on display. Import 
restrictions prevent him from bring- 
ing new models into the country. 
But, say! Wouldn’t I come upstairs 


and meet the wife? And stay for 
luncheon. How about doing the town 
tonight? I would, and did. And Mr. 
Reichard, his pretty wife, and their 
friends turned out to be as charming 
and pleasant as anyone I’d met. 


The Reichards and their witty, cul- 
tured companions took me on a two- 
night tour of the restaurants and night 
clubs—and such a gay time we had! 


Hungary itself is not large enough 
to supply Budapest’s industrial plants 


with the necessary raw materials. As 
a result, most of this must be im- 
ported, which gives the country a 
perpetually unfavorable trade balance. 


“It’s very difficult for a merchant 
in Budapest,” most of those engaged 
in that business will tell you, readily 
enough. Income taxes are very high. 
A sales tax on all goods sold is 
imposed at the factory, and the mer- 
chants are burdened with that from 
the moment the merchandise reaches 
their shelves. Then there is a luxury 
tax, and (as though that were not 
enough) a rent tax which amounts, in 
some cases, to almost 50%. 


*. * * 


2000 Units in Use 
In All the Land 


I had some trouble convincing Dr. 
Paul Szecsi, manager of Arthur Hahn 
& Co., Frigidaire representative in 
Budapest, that I was really the man 
who was making the trip around the 
world for the News. 


“You wrote those long articles?” he 
asked, unbelievingly. 


He had a stack of copies of the 
News on his desk almost a foot high. 
And he was more than glad to talk 
about the refrigeration market in 
Hungary. Together with the helpful 
Mr. Reichard, he supplied the infor- 
mation which follows. 


Hahn & Co., in addition to handl- 
ing Frigidaire, also has the Ford 
agency for Budapest and Hungary. 
Which situation is a little unusual, to 
say the least: Ford and General 
Motors under the same roof. 


There are less than 2,000 mechanical 
refrigeration units in use today in all 
of Hungary—in fact, American-made 
machines in use number only about 
1,000, I was informed. Only United 
States manufacturers represented in 


the country are Frigidaire and Kelvin- 
ator. Of the 1,000, it is estimated that 
about 700 are Frigidaires, and 150 
Kelvinators. Electrolux, according to 
reports, has sold about 50, and Linde 
(the German company) about 20 or so, 
although the company does not now 
sell domestic units in the country. 


Getting Machines Into 
Hungary Is Not Simple 


Getting Frigidaires into the country, 
Mr. Szecsi told me, is a complicated, 
now-you-have-it-now-you-don’t proce- 
dure. First the dealer applies for an 
import permit, making his attempts 
by a devious route. Then, even after 
he gets one, there’s only a faint 
chance that the request will be 
granted. 


The few permits the company has 
been able to obtain were for replace- 
ment parts. Most of these were pur- 
chased through the Harry Alter Co., 
Chicago. 


To complicate matters further, pay- 
ment for the parts cannot be made 
in American dollars. Companies can 
pay, however, in German currency, 
because of the trade agreement be- 
tween the two countries and the ex- 
ports Hungary makes to that country 
—pigs, legumes, bacon, etc. 


* * * 


Hungary Unprepared for 


Industrial Development 


As Mr. Szecsi explained it, Hungary 
has been chiefly a food-producing 
country. In the last 10 years, however, 
its industrial development has come, 
and the country hasn’t been able to 
get ready for it. 


Textiles, glass (for export to Amer- 
ica), sugar, white flour, shoes, furni- 


ture, guns, Diesel cars for railways 
(exported to the Argentine), radio 
tubes, and electric lamps (known 4; 
Tungstram) are manufactured = a: 
present—and, as previously mentioned 
most of the materials have to be 
brought in from other countries, 


Refrigerator factories, of whic! 
there are several in the country, «)j 
make less than 100 units per yea- 
Mr. Szecsi said—most of them le:: 
than 50—and they are all hand mad 
machines, built to order for individu:: 
purchasers. The high resultant pric. 
hasn’t done much to popularize m- 
chanical refrigeration in Hungar. 
despite the fact that the commerci: 
price of 210 pounds of ice is abo: 
161.80 pengoes, delivered. The pen; . 
is worth about $0.2961, per value. 


In addition to American machine. 
the chief manufacturers operating 
Budapest are German—Bosch, DK‘ 
and Linde, although the latter mak-- 
no household machines. Electrolux, th. 
gas refrigerator, is another competitc.. 


No air conditioning has found i‘: 
way into commercial use in Budapes' 
A couple of engineers have installe: 
systems for use in their own labore- 
tories, but purely as experiments an< 
with no evident intentions of strikin= 
out for a larger market. 


* * * 


Electric Current and 
Its Distribution 


In Budapest, electric current is dis- 
tributed by a municipal company; in 
the provinces, distribution is in the 
hands of privately owned companies. 
Budapest has a special rate for electric 
refrigerators: .18 pengoes, about 3% 
cents, per kwh. up to 5 kwh.; and 07. 
pengoes, about 1% cents, for more 
than that amount. The regular elec- 
tric light rate is .52 pengo per kwh. 


Production of electric current in the 
country has increased a few per cent 
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Hungarian Refrigeration Distributors Handicapped by Stringent Import Restrictions 


1. Dr. Paul Szecsi of Arthur Hahn & Co., Frigidaire and Ford (surprising combination) distributor in Budapest, wonders where and when he’ll be able to get another Frigidaire to replace the 


one in his show window, if either of the two prospects gazing at it decided to buy. 2. L. Reichard, Kelvinator distributor, hasn’t much left but this sign (and some repossessed models) to 


indicate he’s in the business. 3. Sidewalk ice cream shop in Budapest, harbinger of the opening of a new market for commercial equipment. 


4. Patrons of an ice cream shop in Budapest 


shop take more interest in their reading than in their eating. But it is true that ice cream is becoming more and more popular in the Hungarian capital. 


during the last two years. This in- 
cvease, however, has been due entirely 
to the increased consumption on the 
part of industry, as domestic con- 
sumption has remained practically 
unchanged. 


Contrary to the custom in most 
countries, the cost of current increases 
with the amount consumed. Until re- 
cently, this was true both in Budapest 
and the provinces. 


Recent reductions in Budapest, 
however, have made current for 
household appliances (refrigerators, 
vacuum cleaners, and electric irons) 
cheaper, although it is of the same 
voltage as that used for lighting 
purposes. 


In selling electric refrigerators, Mr. 
Szecsi employs “spotters,” who are 
working regularly at other jobs, to 
ferret out prospects for him on a 
commission basis. There is no such 
thing as a regular salesman—business 
is not good enough to support one. 


Rebuilt American machines sell for 
about the same prices as do new 
Hungarian models; for instance, I 
noticed a 5-cu. ft. rebuilt Kelvinator 
and a new locally made unit, each 
priced at 900 pengoes, about $180 in 
American currency. 


Because of the difficulty of obtain- 
ing complete machines, Frigidaire last 
year imported the refrigerating units, 


and made its own cabinets, Mr. Szecsi 
told me. The complete job sold, when 
assembled for about 1,500 pengoes, 
about $300. He admits it wasn’t so 
good, because the cabinets were not 
well made. They had porcelain in- 
teriors, Dulux exteriors. 


Service a Bigger 
Business Than Sales 


The largest field for business at 
present, Mr. Reichard says, is service. 
Kelvinator sales during 1936 had been 
discouraging—only about five units— 
because of the low purchasing power 
of the average Hungarian. 


Budapest dominates the Hungarian 
radio market, all models being manu- 
factured -by agencies in the city. 
Smaller models, using from two to 
four tubes, are the most popular. 
Selling prices of these models range 
around 450 pengoes. Electrolux is on 
the market in Budapest with a 
vacuum cleaner. 


Electric Range Industry 
Looks Promising 


The electric range industry is begin- 
ning to be developed here on a small 
scale, and three or four companies 


are producing models, I was told. The 
recent special appliance rates should 
prove advantageous to the new indus- 
try, it was felt. 


At present, most of the country 
cooks with coal gas or coal. Gas, in 
Budapest, was about one-fifth pengo 
per cubic foot—about 5 cents, in Amer- 
ican money. 


There is fair market for commercial 
refrigeration equipment in Budapest’s 
meat markets, restaurants, and con- 
fectioners; several ice cream cabinet 
sales have been made recently to mer- 
chants of the latter class. Water 
cooler installations, however, have 
been sparse—the number in use in 
the city was estimated at a dozen, 
two Kelvinators and 10 Frigidaires. 
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AROUND THE WORLD WITH A CANDID 


CAMERA 


... SWITZERLAND 


Refrigeration and Air Conditioning 


With a highly intelligent population, a stable currency, a 
country unravaged by the World War, a steady influx of tourists’ 
gold, and a national belief in the efficacy of electricity, Switzerland 


is an excellent appliance market. 


Only flies in the ointment are— 


yes, you guessed it—the tariff and the import quotas. 


Just who gets the business, and how much, is told here. 
Because of quota restrictions, Frigidaire is practically the only 
American make of refrigeration equipment sold in Switzerland. 


Others have quotas which are highly restrictive. 


Electrolux accounts for a big share of the household sales, 


especially in the German section of Switzerland (which has German, 
Italian, and French sectors), of which the capital is Zurich. Most 
of these units (fully 70%) have electrical heating elements; the 


rest use gas. 


Autofrigor is the leading Swiss manufacturer of household 


refrigerators. 


Swiss Sales 


Zurich, Switzerland, is a very busy 
town. It is the metropolis of the 
German portion of Switzerland, is set 
on the end of a long lake, and is a 
thriving industrial city. 


Partly because of import quota 
restrictions, Frigidaire was the only 


American make represented in Zurich 
at the time of my visit. 


Quotas are assigned in kilos. (ac- 
cording to weight), based on the 
imports of a particular company in 
1931. Frigidaire was going strong 
then, and does not find the restric- 
tions bothersome as others do. Gen- 
eral Electric, Westinghouse, Norge, 
Stewart-Warner, and Fairbanks-Morse, 


for instance, have so small a quota 
as to make it scarcely worth while 
to set up an agency. 


In addition to quota restrictions, an 
import duty of 200 francs ($66) for 
each 100 kilos (220 pounds) must be 
paid. Frigidaire’s two best sellers in 
Switzerland have these cash prices: 
Standard 3—$240; Master 4—$950. 


Most household refrigerators are 
sold for cash, although Frigidaire 
offers 24-month terms. There’s a very 
good reason; i.e., according to Swiss 
law, if the customer makes one pay- 
ment he is legally bound to make the 
rest. 


Nevertheless, some 70% of the com- 
mercial installations are sold on credit. 
**. * * 


Frigidaire Leads 
According to Arnold Aeschbacher, 


Direktor of Applications Electriques 
S.A. Frigidaire Elektrisch-Vollauto- 


matische Kohlung, and A. Zuerrer, 
Frigidaire sells twice as much equip- 
ment as its nearest competitor in 
Switzerland. 


Since 1927, Frigidaire has sold more 
than 8,000 units in Switzerland, and 
more than 3,000 in Zurich alone. In 
1935 Frigidaire sold 1,300 machines in 
Switzerland, of which 500 were in- 
stalled in Zurich. 


Household sales account for less 
than 35% of these figures; although 
the percentage is steadily rising. 


Commercial sales are made entirely 
by direct selling, with salaried outside 
salesmen. On the other hand, no out- 
side salesmen are employed to move 
household refrigerators, which are 
merchandised through display dealers. 


Promotion consists chiefly of adver- 
tising in newspapers and trade papers, 
although direct mail is used to some 
extent. 


Most household jobs sold are Duco- 
finished. There is a steady though 


smaller demand for porcelain, too. 
Convenience and pride of ownership 
are major appeals. 


Some service trouble has been ex. 
perienced with controls. 


Ice, Solid COs 


Little ice is used in Switzerland. 
Solid carbon dioxide is becomin; 
more prominent in truck refrigera- 
tion, and for cooling ice cream ir 
the “kiosks” (little sidewalk booths 
where periodicals, fruit, chocolate 
bars, and ice cream are sold). 


s * * 


No Air Conditioning 


High prices and quota restriction- 
have all but kept air conditionin: 
out of the country. Theaters have 
roofs which slide back to expose th: 
sky on hot summer nights. 


Postman Doesn’t Need to Ring Here 


(Left) The world-touring editor gets a welcome glimpse of an issue of Air Conditioning and Refrigeration News 


at the office of Arnold Aeschbacher, Frigidaire distributor in Zurich, Switzerland. 


(Right) Full view of the 


Frigidaire showroom in Zurich. Note glass-door household model in right window. 
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Among Frigidaire’s leading Swiss 
competitors are Electrolux, Autofrigor, 
Therma Schwanden Glarus (Swiss 
manufacturer operating under Kelvin- 
ator license), Kaegi-Treulin (German 
Westinghouse), and Krieg (German 
General Electric). 


Electrolux 


Electrolux A. G., Zurich branch of 
the Swedish company, is directed by 
R. Schwenk. C. Blumer is refrigera- 
tion manager. 


This firm has done most of its 
business with “flats” (apartment 
houses), employing two salesmen on 
an 8-to-10% commission basis, includ- 
ing traveling expenses. 


Promotion is carried on _ chiefly 
through newspaper and magazine ad- 


vertising. The latter are published in 
French, German, and Italian, to reach 
the three different Swiss population 
groups. 


Approximately 70% of these Elec- 
trolux absorption-type household re- 
frigerators are installed with electrical 
heating elements. (It is interesting 
to note that even so high a proportion 
as 30% are equipped with gas heating 
elements, for Switzerland is known 
far and wide as the Electrical Coun- 
try.) 


More than 50% of the Electrolux 
boxes have been installed in the 
German section of Switzerland. An 
especially good sales record has been 
established in the city of Basle, where 
the municipal gas works has promoted 
Electrolux heavily. 


In Geneva and the French section 
of Switzerland, Electrolux ranks sec- 
ond to Frigidaire in household sales. 


_Autofrigor 


Established in 1909 as a department 
of Escher Wyss & Co., the Autofrigor 
A.-G., the first manufacturer of small 
refrigeration units in Switzerland, 
soon spread its wings to become a 
separate concern, and expanded its 
activities until now the firm has 
factories in Germany, Paris, and 
Zurich, and has agents in most 
European countries. 


Dr. R. Zoelly directs the Autofrigor 
A.-G. Zurich factory; that in Lindau 
on Lake Constance, Germany, is under 
the directorship of Dr. M. Metzenthin, 
and the Paris branch of the concern 
is managed by Dr. G. Champendal 
and Dr. L. de Weck. 


Odd Shaft Seal . 


First refrigeration unit built by the 
company in 1909 was provided with 


direct electric drive, reciprocating 
compressors, and a shaft sealed with 
a gland. Chiefly because of the gland 
on the shaft, and because of the de- 
composition of the refrigerant (ethyl 
chloride and later methyl chloride 
were used), these early units did not 
prove entirely satisfactory, company 
engineers report. 


The new unit which was then manu- 
factured was designed so that the 
use of a gland on the shaft seal was 
eliminated, since it was found that 
with a gland-sealed shaft in the unit, 
water caused the decomposition of 
the refrigerant and the corrosion and 
resinification of the oil in the unit 
parts. 


Characteristic feature of the Auto- 
frigor, introduced for the first time 
at the Swiss Exhibition in Bern in 
1914, is the inner casing of metal which 
is arranged between the rotor and 
stator of the electric driving motor. 


Welded connections eliminate the use 
of piping in the unit. 


By means of special processes and 
equipment, the refrigerant and lubri- 
cating oil are rendered anhydrous and 
the unit is kept water free to a con- 
siderable extent, its manufacturers 
claim. 


Seeking to introduce an inexpensive 
refrigeration unit, Autofrigor A.-G. next 
added Frigomatic refrigerating units 
to its line. : 


This unit has a reciprocating com- 
pressor driven by an electric motor. 
It is provided with a gland for seal- 
ing the shaft, and can be operated 
with most of the commonly known 
refrigerants. 


Thermo-regulating devices are used 
in both types of refrigerators manu- 
factured by this company. 


COMPLETE 


REFRIGERATION & AIR CONDITIONING 
SPECIFICATIONS OF ALL MAKES & MODELS THROUGH 1936 


THE REFRIGERATION LIBRARY—VOL. 4 


The first comprehensive compila- 
tion of key specifications for all 
models and makes of household and 
commercial refrigeration equipment 
and air conditioners through 1936. 


This 512-page book was designed 
primarily for the use of service men 
in identifying operating characteris- 
tics and specifying replacement parts. 


For example, it offers such perti- 


nent data as the oil and refrigerant 
charge, belt size, and compressor 
Then it also tells 
the make and type of such com- 


model number. 
ponent parts as controls, motor, 
evaporator and condenser. The book 
will also prove valuable to dealers 
and salesmen in establishing trade-in 
values on used refrigerators. 


In addition to the specifications of 
all models of all makes the Refrig- 


eration and Air Conditioning Speci- 
fications Book offers a brief corpo- 
rate history of all companies that 
have manufactured electric refrig- 
eration equipment. 


Manual S-1 contains 512 pages and 
originally sold for $3.00. The price 
has now been reduced to $2.00 in 
the United States. Add 50 cents to 
order for shipment any place outside 
of the United States. 


1936 xk * 
REFRIGERATION 
& Air Conditioning 
SPECIFICATIONS 


x * 


Household & Commercial Types 


i 
BUSINESS NEWS PUBLISHING CO. Hil | 
Publishers of wllp 
ELECTRIC REFRIGERATION NEWS } 


Manual S-1 
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AROUND THE WORLD ‘WITH A CANDID CAMERA 


.. NETHERLANDS 


Refrigeration and Air Conditioning 


The Netherlands, a land wrested from the sea by the ingenuity, 
industry, and persistence of a hardy race of people, is a very small 
country with an exceedingly big influence in world commerce. 


Scene of the Seventh International Congress of Refrigeration, 
doors of The Netherlands were flung wide open to delegates, of 
whom the author was one, and all sorts of facilities were extended 


to enable visitors to see the country from stem to stern. 


Frigidaire, Kelvinator, Copeland, Servel, General Electric, and 
Electrolux refrigeration units are sold in Holland—also several 
German makes, notably Protos, Bosch, DKV, and Ate. 


Commercial business has been fine, household a bit slow in 
starting. It is a cool country. The people are relatively well-to-do, 
however, and proud of their homes and the equipment therein. 


Standards of Living 


Important differences in the manner 
of living will have to be made before 
electric refrigeration can be expected 
to make the gains in Holland which 
could be comparable to those already 
made in the United States, in the 
opinion of W. J. VAN WULFFTEN 
PALTHE, former Kelvinator distribu- 
tor in the Netherlands. 


Home owners are not used to re- 
frigerators or ice water in their homes, 
Mr. Van Wulfften Palthe points out. 
Shops will bring food, in any quantity, 


ey. eae ak is ai ” 


any distance every day, so there is 
no need to store food over week-ends. 
Also, families buy from day to day. 
No one ever thinks of buying a big 
piece of meat to last for a week. 


Potentially, there is a great market 
for electric refrigeration in the coun- 
try. Of the 8,000,000 residents in the 
Netherlands, approximately 80% live 
in homes wired for electrical service. 


Climatic conditions, however, are not 
overly in favor of the adoption of 
refrigeration, Mr. Van Wufften Palthe 
contends. Highest temperature in 
summer is about 80° F., lowest in 


winter, about 14° F. The warm months 
are from May to September. Average 
summer temperature is about 67° F.; 
average winter temperature about 
34° F. 


Importation of American refrig- 
eration equipment began in 1927, the 
former Kelvinator distributor says. He 
was one of the country’s pioneers in 
this respect. Before that time, some 
European makes were known in Hol- 
land, but these did not operate auto- 
matically and were all of the water- 
cooled variety, making them incon- 
venient for household use. 


About 7,000 pieces of refrigeration 
equipment are in use in Holland at 
the present time, Mr. Van Wulfften 
Palthe says. Of this number, about 
4,000 are commercial machines, and 
about 70% of them are used in 
butcher shops. Other commercial uses 
are principally in hotels and restau- 
rants. Only about 3,000 household 
units are in use in the country, he 
says. 7 


Firms selling American refrigeration 
equipment in the Holland market 
include: Rietschoten & Houwens, 
Rotterdam (Frigidaire); Marynen 
Waldorpstr., the Hague (Kelvinator); 
Mijnssen, Amsterdam (General Elec- 
tric); Servel Tadema, Amsterdam 
(Servel); and Copeland Bouwman, 
Amsterdam (Copeland). 


Sales of air-conditioning equipment 
in Holland, in Mr. Van Wulfften 
Palthe’s opinion, are severely handi- 
capped by the cold climate. There 
are practically no heat waves, he 
points out. Another deterrent to me- 
chanical condensers is the constant 
water temperature prevailing in the 
country, 53° F., making this a good 
agent for refrigeration. 


The few air-conditioning systems 
now in use in Holland are all equip- 
ped with a water-curtain system, Mr. 
Van Wulfften Palthe recalls. These 
include the Insurance 1845 building, 


the Tuschinsky Picturehouse, the State 
Railway office, and perhaps one or 


two others. 
- * a 


The American Way 


Mr. van Palthe is a big, fine-looking 
chap who has earned a livelihood in 
many parts of the globe—in Java and 
the Orient, and in several European 
countries. At one time he was the 
Kelvinator distributor in Holland. 


He is now interested in representing 
American air-conditioning manufac- 
turers in the Dutch East Indies, and 
will welcome correspondence on that 
subject. 


Holland is home, but “in Europe 
they make business too complicated” 
to suit him. He vastly prefers the 
American Way of doing things. “The 
long arm of the law,” he says, is al- 
ways reaching over your shoulder in 
Europe.” 


Mr. van Palthe went with me while 
I checked passport visas with consuls 
of the various nations I was to pass 
through next (Germany, Denmark and 
Sweden). After a spell of redtapery, 
he exclaimed: “See? That’s what I 
mean. You wouldn’t have to go to all 
that trouble to make a 600 mile busi- 
ness trip in the United States.” 

es ¢ 8 


15 Men Per Copy 


Present Kelvinator distributor, N. V. 
Technisch Bureau Marynen, is a big 
firm, live and alert. Mr. Harold S. 
Schwalbach of the distributorship says 
that they are really just learning about 
the business. When they know more 
about it, and if they can ease the 
prices down a bit, he feels that there’s 
a potentially big refrigeration business 
in Holland awaiting his concern. 


The News has been of considerable 
help in educating himself and his 
organization, he claims. 


“Each week 15 of our men reag 
REFRIGERATION News. from front io 
back,” he states. “Sometimes we think 
we ought to invest in another syp. 
scription!” 


Some time ago he met Howard 
Lewis, Kelvinator treasurer and vice 
president in charge of export sales, a; 
a banquet, and was considerably in. 
pressed. Mr. Lewis, he feels, unde». 
stands the European market situatic., 
better than any American he has ey; 
met. 


Kelvinator household models ar. 
sold in Holland through dealers wor':. 
ing on a 30% discount. Commerci..) 
salesmen work out of the home office 
on a strict commission-against-draw,-. 
ing-account basis. 


Headquarters are maintained at The 
Hague, where a big showroom =: 
literally filled with Kelvinator equi>- 
ment of all sizes. This showroom hovw:- 
ever, is not exactly on a promine:t 
corner. It took me an hour and 
a half to find it, even though I hei 
the address, and though it is with's 
half a mile of my hotel (The Te~- 
minus). 

eee 


Electrolux Begins 


Up until 1936, Electrolux wasn’t 
much of a factor. But last year the 
Dutch gas utilities began active co- 
operation with and promotion on the 
Electrolux refrigerator, and _ they 
hope to get going in earnest in 1937. 


A. F. M. Stubbe is managing director 
of the Dutch firm, N. V. Electrolux 
(also called Electrolux House). The 
firm is located opposite the Queen's 
palace at the Hague. 


Holland Engineering 


N. V. Hollandsch Ingenieurs Mij. 
(Holland Engineering Co.) has com- 
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pleted over 1,500 commercial refrigera- 
tion installations in this country, 


Regular customers of the company 
include hotels, restaurants, butchers, 
shipping companies, and the Royal 
Dutch Navy. The firm also received 
an order for Her Majesty, the Queen 
of The Netherlands. 


Holland Engineering Co. made an 
installation for Philips Electric Bulb 
Factories, Eindhoven, requiring the 
production of extremely low tempera- 
tures, and also installed the equipment 
for the country’s first open-air arti- 
ficial skating rink here. 


For two years, Holland Engineering 
Co. has been selling Norge products. 
The company. operates its own show- 
room and service repair shop. 


M. E. A. W. MOHR and J. Ph. 
TOLLENAAR direct the company; 
F. HENNEMAN manages the refrig- 
eration equipment. 


Besides handling refrigeration equip- 
ment, the firm imports foreign ma- 


chinery of various types, and main- 
tains the sole Dutch agency for Bab- 
cock & Willcox, London, and James 
Howden & Co., (Land) Ltd., London 
and Glasgow. 


Holland Engineering Co. also ex- 
ports Dutch engineering products, 
especially cane sugar machinery to 
British India, and oil refining ma- 
chinery to Roumania. 

* * * 


No Figures 


From K. ALTES, managing director 
of the General Electric distributorship, 
Mijnesses & Co., Keizersgracht 205, 
Amsterdam, I learned most of my 
lessons on economic and political the 
Netherlands. 


Mr. Altes, ably seconded by three 
henchmen, Messrs. MULDER, METS- 
GER, and HAMER, spent the greater 
part of a day analyzing the current 
situation in his country for me. A 
fundamentalist in his economic think- 
ing, some of his pungent statements 


would have assuaged the hearts of 
our own Liberty Leaguers and “eco- 
nomic royalists.” 


The Netherlands, you see, have had 
their New Deal, too. But more of 
that later. 


Mr. Altes is quite conscious of com- 
petition from German electrical appli- 
ances, namely the Protos (an off-peak 
refrigerator), Bosch, Ate, and DKV. 
He has also noticed the rise of Electro- 
lux. Competition from American makes 
hasn’t bothered him much so far. 


But he agreed with everyone else 
I interviewed over there that nobody 
really knows how he stands, because 
there are no figures available on sales 
in the Netherlands. Apparently it’s a 
law, or something. 

* + ®8 


Other Appliances 


General Electric refrigerators bring 
the biggest business to his firm of 
anything they handle. The oil furnace 


is just catching on, and some business 
has been done with the sewing ma- 
chine. No room coolers or ranges have 
yet been sold by his organization. A 
G-E dishwasher was on display in the 
showroom, but none have been sold 
yet. 


Swiss and German electric ranges 
are sold at prices ranging as low as 
150 guilders; the G-E base price is 
750 guilders, so you can see. 


G-E commercial refrigeration equip- 
ment is sold on two-years’ terms, 20% 
down. For awhile there was a general 
agreement among all refrigeration dis- 
tributors in the Netherlands not to 
exceed these terms, but this agree- 
ment had broken down by the spring 
of '36. 


Money was bringing only one-half 
of one per cent per annum at the 
bank at that time, and investors were 
looking for new risks, such as the 
time payment financing field, in hopes 
of getting a larger return. 


Washing machine business in the 
Netherlands is at present being battled 


for by two types: the wooden, and 
the enameled (but not rust-proofed). 
Wooden washers, manufactured in the 
Netherlands and Belgium, are being 
sold for 35 guilders, with motors lack- 
ing starting torque. To start, the 
owner must give the belt a tug, or the 
motor will burn out. 


General Electric washing machines 
were quoted at 135 guilders and up. 
s6368s 


Utility ‘Promotion’ 


Most of the power companies are 
municipally owned, are “always 
broke,” and spend practically nothing 
for promotion, new equipment, or ex- 
tension of lines. Sole exception: water 
heaters, called “reservoirs” over there. 


Because of utility promotion and 
selling, water heaters have gone over 
big in the Netherlands. A 40-litre 
model retails for 95 guilders; an 80- 
litre model for 125 guilders. Installa- 
tion is free. A great many are rented 


Activities of Refrigeration Industry 


in the Netherlands 


Conducted in Unique Surroundings 


(1) Dr. J. F. Koopman, foremost Dutch refrigeration engineer, welcomes delegates to the Seventh International Congress of Refrigeration at The Hague. He is the very tall, hatted gentleman 


facing the camera. (2) Entrance to the building where the Congress was held. 
Electric distributor. 


yee rbd ei ie eur vs 


(3) This canal-street in Amsterdam runs past the headquarters and showroom of Mijnssen & Co., General 
(4) The well-glassed, modern building at the right is a department store in Rotterdam, typical of the new architecture. 
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The Editor Looks in on Household and Commercial Showrooms 


in Rotterdam and Amsterdam 


(1) Outside of the General Electric showroom in Rotterdam. (2) A prospect peeps through the Frigidaire display window in Amsterdam. This picture was taken from inside the showroom. 


(3) Commercial refrigerator shop of Van Rietschoten & Houwens, Rotterdam. 


(4) M. Saarloos and his partner, Crosley distributors in Rotterdam. 


by the utilities at rates ranging from 
90 cents per month. 


Holland is also said to be “vacuum 
cleaner mad.” Per capita use is un- 
usually high, and there is a large local 
manufacturing industry, of which the 
Efa is the most popular. Electrolux 
leads those of foreign make. 


Canvassing, declare Dutch distribu- 
tors, is out of the question in their 
country. Practically all prospects have 
household servants, and the salesmen 
never get past them. Electrical appli- 
ances are sold chiefly through “house- 
hold stores,” which sell kitchen uten- 
sils, dishes, and the like. 


Ice is available almost everywhere 
in the Netherlands. In Amsterdam 25 
kilos (55 pounds) retail for about a 
quarter. This price is cut in half in 
some of the smaller cities where 
butchers own shares in the ice plants. 


In Amsterdam the power rates are 
a bit complicated. A flat rate, differ- 
ent for every house (dependent upon 
the number of outlets) is charged, 
with supercharges for water heaters 
and other appliances. 


Westinghouse 


Groenveld & Co., large ‘distributor 
of electrical and industrial machinery, 
represents Westinghouse Electric 
International Co. in Holland, specializ- 
ing on the promotion of the Golden 
Jubilee line of household refrigerators. 
Directors of the firm are F. C. W. 
KOKER and P. J. GROENEVELD. 
Headquarters have been established 
in Amsterdam. 


The firm has a working capital of 
$100,000, and operates its appliance 
business chiefly through salesmen, 
who act as its subdealers in principal 
Holland cities such as Den Haag, 
Rotterdam, Arnhem, Haarlem, Gro- 
ningen, Utrecht, Roermond, and 
Zwolle. 


In addition to handling Westing- 
house products, Groeveveld is also 
Holland agent for Oil-O-Matic oil 
burners, Mueller Brass Co. “Stream- 
line” fittings, and Detroit Lubricator 
Co. products. The company maintains 
a department for the installation and 
servicing of heating, refrigeration, and 
pumping plants. 


Export Managers Note 


Klisser & Citroen specialize in the 
sale of sewing machines, washing 
machines, and cleaners, but wish also 
to include a line of electric refriger- 
ators, and any other appliances which 
they might handle advantageously, 
according to a communication received 
from this firm. 


Turnover of household refrigerators 
in the Dutch market is not very rapid, 
officials of this company say, for while 
the Netherlands is a hot country, re- 
frigerators are considered a luxury. 


Very few large units are sold here, 
the communication revealed, but there 
is some demand for a 3-cu. ft. refrig- 
erator. 

Se a. 


‘Frigoplate’ Invented 
By a Dane 


“Frigoplate,” the refrigerated dis- 
play slab gaining wide-spread atten- 
tion in European commercial circles, 
was introduced to the market by 


Carp & Co.’s Handelmaatschappij N. 
V., a firm with headquarters here, 
which sponsors, pioneers, and sells 
the patent rights on mechanical in- 
ventions to independent manufactur- 
ing firms. 


Invented in 1933 by Ingvardsen, a 
Danish inventor, the Frigoplate was 
introduced by Carp & Co., who since 
have arranged for and control its 
merchandising in 40 countries. 


Designed so that the equipment can 
be connected to any refrigeration unit, 
the Frigoplate can be automatically 
adjusted to cool any perishable foods 
placed upon it. Similar to an ordinary 
display counter in having no glass 
cabinet or cover, the Frigoplate can 
be made available in any size, form, 
or design. It is suitable for use in 
meat and fish markets, restaurants, 
butcher shops, pastry shops, and bars. 


Illustrating the successful reception 
which Frigoplate is receiving in mar- 
kets where it is merchandised, J. R. 
Carp, head of Carp & Co., reports 
that there are more than 400 Frigo- 
plate installations in Copenhagen 
alone. 


The unit is being marketed in the 
United States by General Electric ©». 
under the name “Polar Plate,” wiih 
the units being manufactured by Russ 
Soda Fountain Co., Cleveland. 


One of the largest installations of 
Frigoplate equipment in Englard 
(where Frigidaire, Ltd. is sole con- 
cessionaire for the product) is that 
in the Billingsgate fish market, oper- 
ated by J. Bennett (Billingsgate) Lid. 


Second product in the refrigeraticn 
line put out by Carp & Co.’s Hande!- 
maatschappij N. V., is the Carpomatic 
ice cream vending machine, refri- 
erated by dry ice. Consuming only 
7 lbs. of dry ice in 24 hours, the 
machine need be re-filled only once in 
36 or 48 hours, its manufacturers 
claim. 


The Carpomatic cabinet has a 
capacity large enough to hold 175 ice 
cream bricks. The purchaser inserts 
two pennies in a slot and receives 
his ice cream from another slot. The 
unit was developed under the super- 
vision of Prof. Dr. W. J. de Haas, 
head of the Kamerlingh Onnes Lab- 
oratory in Leyden, Holland. 
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_. SWEDEN 


Air Conditioning and Refrigeration 


Sweden is a cool country. 


It is not highly industrialized. 


tence air conditioning hasn’t gained much of a foothold there yet. 
3ut the cool climate hasn’t hindered progress of refrigeration sales. 


Imports of household refrigerators have been small, largely 
secause Sweden is the home of Electrolux, which gets around 
20% of all the household business in Sweden. 


The romantic story of Electrolux, the two bright schoolboys 
who invented and developed it, and the vacuum cleaner salesman 
who built the company and its world-wide organization, is told 


in this chapter. 


Hospitable Electrolux 


Arrival in Stockholm was coinci- 
dental with the celebration of Mid- 
summer Day, a national time of 
festivities which draws _ representa- 
tives of all Sweden to Stockholm for 
pageants, music, and dancing. It is 
the longest day of the year; and in 
Stockholm the sun was below the 
horizon for less than two hours. 


All this provided an excellent chance 
to see the various breeds of Swedes 
in traditional apparel, and to observe 
them at play. 


It also afforded Electrolux men a 
chance to entertain me. Dr. W. R. 
Hainsworth, vice president and lab- 
oratory chief of Servel-Electrolux in 
America, was there at the same time; 
and the two of us were dined, talked, 


~ 


e . 
Ate ere: 


and toured until we were ready to 
call it a week. 


Nils Laurin, manager of the refrig- 
eration department of Electrolux 
(which is also one of the world’s 
largest manufacturers of vacuum 
cleaners, you know) probably did 
most to make our stay profitable. 
Managing Director H. G. Faulkner 
was also of particular assistance. 


Others who gave us information— 
and time—included G. Sahlin, assist- 
ant managing director; A. Engberg, 
technical manager; S. Widdell, sales 
manager; M. Beckstrom, laboratory 
chief; and Gunnar Gruwe, manager of 


sales in Sweden. ‘ 


All in all, it was as hospitable a 
crowd as any I’ve ever met in the 
air-conditioning and refrigeration in- 
dustry—anywhere in the world. 


Fairy Tale 


The story of Electrolux is like a 
fairy tale. This ingenious mechanism 


for household refrigeration—the only. 


successful absorption system which 
can be manufactured by mass produc- 
tion methods—probably ranks second 
to Frigidaire in number of refriger- 
ators in use around the world. 


It was invented by two college boys. 


These lads, B. von Platen and C. G. 
Munters, devised a working model of 
the first Electrolux as a project to 
qualify them for a degree from a 
technical college! They got the degree, 
all right, and a fortune, too. 


Munters has never left the Electro- 
lux fold, having worked ever since 
on refining and further developing the 
product. Platen, who is more or less 
a “Bohemian” of artistic tempera- 
ment, has used his royalties to further 
his laboratory research into other 
problems—notably a direct current 
high voltage machine. 


Platen and Munters completed their 
project in 1922. 


Enter Mr. Wenner-Gren 


Nothing much was done about mar- 
keting their invention until A. L. 
Wenner-Gren, present chairman of 
the board of A. B. Elektrolux, came 
along. Mr. Wenner-Gren was the spe- 
cialty salesman who started out by 
purchasing a hundred vacuum clean- 
ers, and ended up by owning the 
company which manufactured them. 


Sensing the possibilities inherent in 
a household refrigeration device (re- 
member, this was the early 1920's, 
when the idea hadn’t even caught on 
in the United States, let alone Europe 
or elsewhere) he experimented with 
the model, tested it. 


In the autumn of 1924 he acquired 
sole rights to its manufacture, paying 
cash, shares in A. B. Elektrolux, and 
arranging for royalties. 


Since that time he has built the 
business into one of the greatest 
institutions of Sweden, and easily the 
most international one. A. B. Elektro- 
lux, with factories in Sweden, Ger- 
many, England, and France, produces 
and distributes the refrigerator all 
over the world, except in the Americas. 


Manufacturing rights for North and 
South America are held by Servel, 
Ine., of New York City and Evans- 
ville. Mr. Wenner-Gren, however, has 
a large bloc of stock in this corpora- 
tion, and keeps an active hand in the 
control. ; 


Mr. Wenner-Gren is one of the lead- 
ing citizens of Sweden. He is an 
adviser to the government, close to 
the crown, and prominent socially. 
His interests now are extended into a 
variety of enterprises. 


Business vs. Politics 


Mr. Faulkner, the managing direc- 
tor, is an Englishman. He came over 
to Sweden to join Electrolux as an 
accountant; and rose to become the 
chief of all operations of both the 
refrigerator and vacuum cleaner divi- 
sions. 


He is a comparatively young man, 
as is Mr. Laurin; but has the gravity 
and composure of a much older man. 


It’s his experience that 90% of the 
time of an executive whose business 
is international must be devoted to 
finding ways and means of operating 
despite governmental restrictions. Not 
that Sweden makes it so tough to do 
business—but oh, boy!—what troubles 
they have in other countries in 
Europe! 


Raw materials are more costly in 
Sweden than they are in the United 
States, he finds. Moreover, the rise 
and spread of economic nationalism 
in Europe makes for small markets. 
A manufacturer in Europe thus sel- 
dom is able to get production up to 
a point where prices can come down 
much. : 


Comparatively cool is the climate in 
Sweden, which has been no help to 
the development of the home market. 
That’s been done by intense specialty 
salesmanship. But Mr. Faulkner 
doesn’t feel that even the latter could 
create much of a demand for refrig- 
erated air-conditioning equipment in 
Sweden. It’s just too cold. 


Cabinet construction need not be 
held to such strict standards in 
Sweden as elsewhere, however, be- 
cause the low external temperatures 
put no-heavy strain on the box. 


90% Captured 


Nils Laurin claims that Electrolux 
captures 90% of the household refrig- 
eration sales in Sweden. This, despite 
the fact that American and German 
makes are sold there at competitive 
prices. Sweden being a low-tariff coun- 
try, the duty on foreign makes is 
only 10% of the invoice price. 


In the larger cities Electrolux main- 
tains its own branch operations. 
Elsewhere in Sweden are 120 dealers 
who sell and service. No consignment 
business is done. 


Ironmongers, who happen to main- 
tain big stores in Sweden, are the 
most numerous classification of deal- 
ers. Others are electrical shops and 
steamfitters. 


Most Electrolux refrigerators in 
Sweden employ an electrical heating 
element; although some gas-fired jobs 
are used, depending on the relative 
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rates quoted on the two varieties of 
power. Elsewhere in Europe about 
17% of the Electrolux installations are 
gas jobs. 


Absolutely no retail price-cutting is 
permitted, Mr. Laurin declares. Dis- 
counts just don’t go in Sweden. 


Sizes range from 1% cu. ft. (the 
only size sold in Germany, and the 
most popular in Sweden and England) 
to 5 cu. ft. The smallest size box is 
sold chiefly to two-room apartments. 
Mr. Laurin feels that there is a real 
need among Swedish bachelors and 
couples living in a single room for 
a1 cu. ft. box. 


Electrolux is fortunate in having a 
mechanism readily adaptable to these 
extremely small sizes. 


Motor-compressor systems do not 
find it economical to provide refriger- 
ation for boxes of less than 2 or 2%- 
cu. ft. capacity. 


* * * 


Low Selling Costs 


Electrolux Svenska Forsaljnings 
A.B., Kylavdelningen, is the jaw- 
breaking name of the Stockholm Elec- 
trolux selling organization which 
Gunnar Gruwe heads. 


More than 2,500 refrigerators were 
sold in Stockholm in 1935 by his crew, 
at a valuation of a million kroner. This 
included the complete equipping of 80 
apartment houses. 


Two of his salesmen accounted for 
more than 1,000 refrigerators each, 
all to apartment houses. 


Mr. Gruwe has sales crews in Malmo 
and other Swedish cities, also. Alto- 
gether, his outfit sold more than 
5,000 Electrolux refrigerators in 1935. 
Some 4,500 of these were to apart- 
ments; 500 to individual homes. 


He claims that the selling cost per 
refrigerator in 1935 was less than five 
per cent! 


This figure, it should be noted, is 
for Electrolux refrigerators sold in 
Stockholm, most of which went into 
apartment houses on block orders. 


Frigilux in France 


Swedish Electrolux factory is lo- 
cated in Motala, between Stockholm 
and Malmo. English factory is just 
outside of London. German factory 
is in Berlin. French factory is at 
Courvevoie. 


In France the Electrolux is called 
Frigilux. 


General Manager of the French com- 
pany is A. Papillon; sales manager 
is R. Biny; and the factory manager, 
a Swede, is S. Lange. 


French gas utilities cooperate with 
this company, to the extent of helping 
with advertising, promotion, service, 
and installation. Partly as a resuit, 
50% of the installations in France 
are of the gas-operated machine—pby 
far the highest gas percentage in 
Europe. 


In Paris the gas utility pays Elec. 
trolux a premium of 75 francs and 
up for each refrigerator installed, 
This sum is turned over to the adver- 
tising fund. 


Built-In Kitchens Conserve 


Builders of Swedish apartment houses have been exceedingly clever in saving space, as the above 


Space in Modern Swedish Apartment Houses 


pictures demonstrate. 


Electrolux designed and provided the built-in refrigerators. 
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A similar scheme is in operation in 
Belgium. Information on the Elec- 
trolux operations in Germany and 
England—where large factories and 
closely-controlled merchandising or- 
ganizations are maintained—will be 
found in the chapters devoted to a 
survey of the refrigeration situation 
in those countries. 


* * * 


Frigidaire in Sweden 


Because of Electrolux dominance in 
the household market, Frigidaire 
docsn’t pay much attention to house- 
ho!d sales in Sweden, I was informed 
by H. Roos, engineer of the Frigidaire 
distributorship. 


In commercial sales, however, 
Frigidaire claims leadership. No air- 
conditioning installations had been 
sold at that time. 


Under the leadership of G. Jonell, 
director, five commission salesmen are 
maintained in Stockholm to sell com- 
mercial equipment. 


At the time of my visit, Frigidaire 
had 14 dealers working with Mr. 
Jonell, half of whom also handle 
service. 


Little complaint against govern- 
‘mental restrictions could be found by 
the Frigidaire men. They simply pay 
the 10% duty, and that’s all there 
is to it. 


Frigidaire seems to be no more 
conscious of competition in the com- 
mercial field than Electrolux does in 
the household market. Occasionally 
the agent for a German machine 
underbids Frigidaire, but not often. 


* * * 


Radios 


Aga and Ericsson radios are among 
the leading makes sold in Sweden. 
Philco goes good, too; with Asea and 
Telefunken (German) following close- 
ly behind. 


All broadcasting in Sweden is under 
direct governmental control. No ad- 
vertising is allowed on any of the 
programs. 


Electrolux leads in vacuum cleaner 
sales. German manufacturers supply 
the ranges and small appliances. 


Alfol (aluminum foil) insulation is 
largely used, with some cork. Alfol 
is a German patent, but is made in 


Sweden by several different manufac- 
turers, including one of the large 
Cooperatives. 


* * * 


Says the Consul 


The market for American electric 
household appliances in Sweden is 
limited, declares the American consul, 
Walter A. Leonard of Stockholm. 
Domestic production practically ex- 
cludes all foreign competition. 


Electric fans are an exception and, 
incidentally, one of the few electrical 
items separately listed in the official 
import statistics. 


Swedish imports of electric fans in 
1935 amounted to 213,702 kilograms, 
valued at 703,406 kroner. The chief 
sources of supply were, in the order 
named, the United States, Germany, 
and The Netherlands. Imports from 
the United States in 1935 amounted 
to 55,329 kilograms, valued at 262,574 
kroner. 


Power ‘Taxes’ 


Electricity rates are called “taxes” 
in Sweden. Here are the varieties of 


“taxes” that are applied in the city 
of Stockholm to households and 
similar consumers. 


Tax 1. (“Belysningstaxa”). 


This tax is applied when the electric 
current is only to be used for lighting 
purposes, and in homes where the 
consumer has no electric range or 
refrigerator. The price is 25 ore (6 
cents) per kilowatt hour. 


This tax is independent of the num- 
ber of rooms. 


Tax 2. (“Vaningstaxa”). 


This tax is applied when a certain 
amount of energy is consumed for 
purposes other than for light, although 
installation of Electrolux refrigerators 
generally allows the use of a still 
cheaper tax. 


This price is 12 ore (3 cents) per 
kilowatt hour. If a refrigerator of any 
make other than Electrolux is used, 
this tax is applied. 


In addition to this tax the consumer 
also has to pay a certain sum depend- 
ing on the number of rooms, which 
can be roughly calculated as between 
5 and 10 kroner per room. 


Tax 3. (“Hushallstaxa A”). 


This tax is applied when the net 
consumption of energy amounts to at 
least 200 kilowatts per year. Consumers 
having Electrolux refrigerators are in 
this classification. 


This tax is also applied to big house- 
holds consuming large quantities of 
energy for cooking purposes, etc. 


The price for this tax .is four ore 


(one cent) per kilowatt hour. The 
minimum amount has to be paid for, 
even if it is not consumed. For every 
kilowatt hour consumed above the 
minimum amount the price is 12 ore 
(three cents) per kilowatt hour. 


In addition to this figure the con- 
sumer has to pay a so-called energy 
tax, and a tax depending on the 
amount of rooms. These two taxes 
together amount to approximately 10 
to 15 kronor per room per year. 


Tax 4. (“Hushallstaxa B”). 


This tax is applied to very small 
homes (of one or two rooms), where a 
great deal of energy is consumed for 
cooking purposes, and is, therefore, 
somewhat cheaper than the above tax. 
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.. GERMANY 


Refrigeration and Air Conditioning 


Germany, land of a desperately regimented populace, is also 
the home of high technical development, scientific progress, and 


advanced industrial processes. 


The American refrigeration engineer who goes to Germany 
will be intrigued no end by the innovations in production technique 


and product design he will find there. 
absorption-type refrigeration systems, 


In addition to advanced 
slick and tiny vacuum 


cleaners, and powerful midget radios, the visitor will find such 
oddities as an off-peak refrigerator, and a combination electric 


and coal range. 


Low average incomes, combined with a comparatively cold 
climate, have stunted the growth of Germany’s refrigeration busi- 
ness, both household and commercial. Trade restrictions have 
further prevented American development of the market. Only 117 
machines came in from the United States in 1935. 


In this chapter, a condensed analysis of most of the German 
refrigerating machines on the market is presented. 


Matter-of-Fact 


Personalities are submerged in Ger- 
man electrical, refrigeration, and ap- 
pliance organizations. About their 
machines—yes, they’ll tell you. And 
with much pride. About their people, 
their sales executives, their design- 
ing engineers? Well, no; you wouldn't 
be interested, they. say. 


Scarcely any American electrical 
appliances come into Germany, of 
course. Tariff and import restrictions 
in Germany are practically equivalent 
to prohibition. So Frigidaire has its 
own factory in Berlin—which I visited 
—and gets a lot of the business, as 
Frigidaire does everywhere. 


Other leading refrigeration firms are 
AEG (which has a working agreement 


on designs and patents with the Gen- 
eral Electric Co. of the good old 
U.S.A.), DKW, Bosch (which puts out 
a cylindrical cabinet and a machine 
which operates on an off-peak-load 
cycle), and Electrolux, which also has 
a factory in Berlin. AEG is so 
gigantic and so important that you 
shall hear about it in detail—now. 
- * * 


Giant Aeg 


Universal Electrical Co., known 
throughout the world under the de- 
signation AEG, was founded April 
19, 1883, by Emil Rathenau as the 
“German Edison-Company for Applied 
Electricity” with an initial capital of 
5,000,000 marks. Its original purpose 
was to commercialize the lighting sys- 
tem invented by Edison by furnishing 
incandescent lamps and_ erecting 
power stations for the production of 
electric current. 


This basis of the undertaking soon 
proved too circumscribed, especially 
the stipulated conditions which had 
to be entered into for the acquisition 
of the licenses. In the long run they 
proved to be an unbearable restraint 
upon the young enterprise. Hence the 
agreements were placed upon a new 
basis which enabled the free develop- 
ment of the company. As an external 
expression of the newly founded rela- 
tions the name of the company was 
changed on March 23, 1887, to the 
“Universal Electric Co.” 


The patents, for which the company 
up to that time had possessed a gen- 
eral license, passed into possession of 
the new enterprise. Stock capital 
was increased to 12,000,000 marks. 
At the same time the Wedding Ma- 
chine Factory was acquired, together 
with the land belonging to it, which 
was bounded by the Acker, Herms- 
dorfer, Feld, and Hussiten Streets. 


At the beginning of 1888 the pro- 
duction of dynamo-machines and mo- 
tors was begun by AEG. Broader 
fields of production were added, and 


new factories for the preduction of 
electrical products were erected. More 
central power stations in Berlin, in 
the nation, and in foreign countries 
followed the first power stations, 
which had been erected for the capital 
city alone. 


Electric Railways 


Next field to be exploited was elec- 
tric railways, for which the AEG 
made use of her acquired German 
Local and Street Car Joint Stock Co. 
In the field of transmission of 
current a great step forward was 
taken in the year 1890 by the new 
rotary current system, developed by 
the AEG engineer, von Dolivo-Dobro- 
wolsky. 


This system was initiated at the 
Frankfurt Electrical Exhibition in 
1891 with the transmission of water 
power current from the 175-kilometer- 
distant power house of Lauffen on 
the Neckar, to Frankfurt on the 
Main. 


The best picture of the company’s 
rate of development is given by the 
increases in capital, whose rate and 
tempo manifested themselves in equal 
measure in the expansion of the 
ground work business (power works, 
railways, industry works) as well as 
in the enlargement of the production 
factories, especially in the erection of 
the large factories in Brunnen Street, 
the cableworks at Oberspree, turbine 
factories, transformer factories in 
Oberschoneweide, and of the factories 
in Henningsdorf. 


In 1890 the capital stock of the 
company, founded seven years previ- 
ously upon 5,000,000 M, amounted to 
20,000,000 M; in 1900 it was 60,000,000 
M, and in 1914 at the outbreak of the 
war 115,000,000 M. At the conclusion 
of the inflation period following the 
war the capital stock had, after the 
change in gold valuation, the same 
worth with 156,259 million M as it 


had before the war. In 1927 and i929 
further increases brought the capita) 
stock to 200,000,000 marks. 


Several Factories 


During the recent period of cx. 
pansion has come the erection of 
a large factory in Treptow, as we!) 
as large additions to the Brunn-;- 
strasse (Brunnen Street) factories, :, 
the Oberspree Cable Works, and io 
the transformer factory in Obe;. 
schoneweide. 


The groundwork area, which »:- 
longs to the company, covers a toi.) 
of 4,000,000 square meters; the nv. .- 
ber of employes working in Ai'G 
concerns numbers more than 80,000 


Factories maintained by the A'G 
include: 


1. The Treptow factory, which 
makes control apparatus, miercry 
vapor tube adjusters, measuring n- 
struments, cinematic film projecto:s, 


relays, Telefunken apparatus, and 
radio parts. 
2. The  Brunnenstrasse woris, 


which builds railroad materials, lift- 
ing machinery, large-scale machinevy, 
‘fractional-horsepower motors, and «ir 
dusters. 


3. The Hennigsdorf works, which 
fabricates electric and steam loco- 
motives, special instruments, trai- 
ways, powdered carbon combustion 
engines, industrial furnaces, tanks and 
accessories; products in Novotexie, 
Micanite, Tenacite and porcelain; in- 
sulating lacquers, silk and fabric in- 
sulation, insulating tubes; welding ma- 
chines, stamping machines, nuts and 
bolts, mechanical and electrical sig- 
nals for railroads. 


4. The Oberspree cable works, man- 
ufacturing live and insulated wire 
and cable, enameled wire, rails, sheet- 
irons, tubes, metal ribbon, stamped 
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and impressed pieces, material for 
acrial and railroad lines, casting alu- 
minum, brass and bronze, copper, 
siiumine, Electrone, white metal, tap- 
ping metal, ebonite products, Stabilite 
and rubber asbestos, insulating paper 
tubes sheathed in lead or brass, trim, 
running cables and their accessories, 
Pupin spools, amplifiers, and cable 
d:ums., 


5. The porcelain works at Hennings- 
dorf, which concentrates on electro- 
technical porcelains. 


The transformer plant, which 
makes transformers and high-tension 
equipment. 


v, The turbine factory, which builds 
steam turbines, auxiliary motors, 
pemps, compressors, air ventilators, 
turbo-generators, heavy oil machines, 
ard turbo-dynamos for locomotive 
ili:mination. 


8. The Ackerstrasse works, which 
consists of: 


(a) Comptometer factory, 


(b) Carburetor and feed pump fac- 
tory, and an 


(c) Electrical clock factory. 


9. The Annaberg plant, which makes 
contact breakers, accounting tables, 
and apparatus for laying conductors. 


10. Crottendorf works, which makes 
fusible shields, contact screws, fusible 
plates. 


i1. The Scheibenberg plant, which 
makes sockets and portable lamps. 


12. The Freiberg works, which 
makes fusibles and “Elfa” automatons. 


13. The factory at Mulheim-on-the- 
Ruhr, which is maintained for the 
repair of machines, transformers, and 
electrical apparatus. 


14. The Stuttgart works, which 
makes lighting equipment by magneto 
and by accumulator, dynamos, elec- 
trical accessories for automobiles, re- 
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pair facilities for machines, trans- 
formers, and electrical apparatus. 


15. The factory at Nuremberg, which 
is devoted to electrical apparatus for 
firing and cooking. 


Quite on array, what? 
s. * # 


Santo Refrigerators 


Today, AEG manufactures a wide 
range of electrical household appli- 
ances, including refrigerators, cookers, 
heating equipment, ranges, and toast- 
ers. AEG’s leading appliance is its 
“Santo” refrigerator. 


Standard “Santos” range in cabinet 
size from 0.12 cubic meters, approxi- 
mately 4.24 cu. ft., to 0.62 cubic meters, 
or approximately 21.9 cu. ft. They are 
completely automatic, the entire me- 
chanical unit being installed in the 
top of the lidded box, while the 
freezer itself is mounted in the upper 
right-hand corner of the cabinet. 


Under normal conditions, the tem- 
perature is maintained at about 6° C., 
or 42.8° F., although naturally the 
freezing compartment is much colder. 


Two of the smaller refrigerators 
constitute the “Santo Junior” line, 
their cooling capacities being 130 
liters, or about 46 cu. ft., in the 
“Grosse 1” box and 205 liters, or ap- 
proximately 7.24 cu. ft., in the “Grosse 
Naga 


Both “Juniors” have freezing capac- 
ities of 2 kilograms (approximately 
4.4 lbs.) of ice, the maximum number 
of cubes being 52. Their cabinets are 
of similar construction, consisting of 
two fitted frames of sheet steel sepa- 
rated by a thick layer of insulating 
material. The outer frame has a finish 
of a manifold coating of white enamel; 
three coats are applied to the inner 
case. 


Though the corners and edges of 
the cabinet are rounded, they are not 
curved, and the general appearance 


of the refrigerator is one of old- 
fashioned squareness. This impres- 
sion of out-modedness is made firmer 
by the fit-over lid, the square, pro- 
truding hinges, and the high, spindle 
legs. 
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AEG Products 


“Grosse 2,” the larger of the “Jun- 
iors,” has an overall height of 1,415 
millimeters, or about 4 ft. 7% in. 
“Grosse 1” is 100 millimeters shorter, 
its height being about 4 ft. 4 in. Be- 
cause of this shortness, the cabinet 
doors can be opened by pressing the 
handle with the knee, even though 
the handle is in the center of the 
machine. 


Net weight of the complete “Grosse 
1” refrigerator is approximately 270 
Ibs., the cabinet weighing 147 lbs. and 
the mechanism 123 lbs. Gross, or ship- 
ping weight is considerably more, the 
assembled appliance weighing about 
664 lbs. The cabinet weighs 222 Ibs. net 
weight of 336 lbs., and the mechanical 
unit weighs 194 Ibs. 


“Grosse 2” is heavier yet. Its net 
weight is 354 lbs. and its gross weight 
664 Ibs. The cabinet weighs 222 lbs. net 
and 462 lbs. gross. Net and gross 
weights of the machine are 132 lbs. 
and 202 lbs. respectively. 


Handle, hinges, and other trimmings 
are of polished chrome, and _ the 
shelves are of tinned wire in grate 
form. There is, in “Grosse 1,” only 
one full shelf in addition to the bot- 
tom, or floor, of the cabinet interior. 
Under the freezer is a half shelf to hold 
a tray, and stepped down from that 
is another half shelf. In the top left 
hand corner is a tiny quarter shelf. 


Compact Machine 


AEG’s refrigerating machine itself 
is a compact unit consisting of a 


motor, condenser, evaporator, regula- 
tor, and liquifier all affixed to a single 
base in the top of the cabinet. Con- 
denser and impulse motor. are 
mounted upon a frame suspended on 
springs, thus eliminating noise and 
vibration. 


Of simple construction, the rotary 
condenser has a high efficiency and 
a high measure of cold production. 
The motor has exclusively internally- 
moved valves, and almost all joinings 
are either welded or securely soldered. 


Moving parts are few, and they are 
lubricated by a spontaneous flow of 
oil carried from the condenser hous- 
ing through grooves and channels. 


The impulse motor is adaptable to 
either type of electric current, and 
can be operated as a one-phase con- 
denser or as a continuous current 
compound motor. The impulse of the 
condenser comes from a rubber wedge 
belt. 


Consisting of a coil of ribbed pipes, 
the liquifier is mounted behind the 
motor so that the ventilator on the 
shaft end of the motor sucks a power- 
ful current of air through it, thus 
increasing the efficiency of the venti- 
lator. 


Passage of the liquified refrigerant 
to the condenser is regulated by a 
spontaneously operating float valve 
installed on the ground bed of the 
machine. 


Suspended from the underside of the 
ground bed, the evaporator is shaped 
to facilitate lively circulation of air 
in the cabinet and to enable quick, 
thorough cleaning. Trays are made 
of aluminum. 


Regulation of the machine is con- 
trolled by a thermostat connected to 
the evaporator, the device turning on 
or shutting off the motor according 
to the temperature. Hand control of 
the temperature and the machine is 
made possible by two buttons on the 
front panel of the cabinet just above 
the door. One button is for tempera- 


ture increase and decrease, and the 
other is the on-and-off switch. 


Ordinary-sized refrigerators can be 
operated in the warmer seasons on 
an electricity bill averaging from 
seven to 10 schillings per month. At 
the normal rate of exchange, this 
amount would be equivalent to from 
$1.61 to $2.30. During the winter, the 
cost of electricity drops to about half 
this sum. 

zs * * 


The Table Hearth 


One of the smallest, most compact, 
yet most serviceable of AEG’s house- 
hold appliances is the household 
grill with incandescent rod heating. 
It is almost a cube in shape, its 
dimensions being approximately 10 
in. in height and 114% in. in width 
and depth. 


Side walls of the grill are finished 
in ivory enamel, and both the top 
cover and the back wall are black 
enameled. The interior of the unit is 
also finished in black enamel. The 
front is open to admit the grill pan 
which fits into the chamber on wall 
runners, like a drawer slides into a 
desk. 


The pan, which, with a ground- 
enameled roaster, is provided as an 
accessory with every grill, has a black 
wooden handle and ivory enameled 
body. 


Consisting of an _ electric table 
hearth and two cooking plates, AEG’s 
electric hearth for household use has 
automatic temperature regulation. A 
large aluminum cover mounted on a 
swivel hinge on the back of the unit 
can be swung down to cover the plate 
in which are set the cookers. 


Purpose of the cover is to retain 
heat while pots rest on the circular 
cooking plates. Hardly any work or 
care is required of the housewife to 
operate the stove. She just puts the 
pans on, closes the cover, and 
switches on the electric current. 


eee a , 
4 “oie gle Rie ay ‘ ‘ ‘ ¢ - } ‘ - ~ = 4 a 2 
ee 47 abi 
CE - 4 Poe es 
a 
Bed 
asia 
a 
— 
ae Al 
| a 
y 
n- ee 
‘Ss, 
ae 
Po t uate : 
Gaia: s 
Gio ae 
‘Ss, sic 
ft- a 
- pi 
cy, si e 
ir i 
co By" 
m- ; 
and 
xe, ; 
in- gare 
ma- gare 
and Toile 
sig- * * * Bi 
wire ae 
1eet- at - e 
aped j 
ii sara Sa : - eS aa a “e on, ee. See teed at Poe ee ee i. a we ee ee ie . PE Re he, ee ae) Sea os kiya : rans. — ea ae ey. SS tame. * Nea eee 
se - OSES See ae - ao i ite ; a | + aa gue ee ae aa oe By oe yee 7 ed "s Hing), By ages 74 
a oe iS aes “Saas Bog. PN RA eS fe ee a ee eee, A i ge eee eC Ogee mee ore NR 2: en 


48 


AROUND THE WORLD WITH A CANDID CAMERA 


The rest of the cooking is taken 
care of by the device, for it is con- 
tinually turned on and off by the 
automatic regulator whenever a tem- 
perature too low or one high enough 
is reached. No stirring or watching 
over the pans is necessary. 


Beneath the heaters is a steam 
drawer which pulls out from the left 
side of the stove just below the switch. 


AEG produces two table hearths, in 
different sizes, both fully automatic 
and practically identical in construc- 
tion to the standard machine. The 
larger of the two table models has 
its exterior sides enameled an ivory 
color, its feet and exterior of the 
steam drawer nickeled, and the hearth 
plate finished in black enamel. The 
removable aluminum cover is double- 
walled and is insulated with esparto, 
a material fabricated from certain 
types of Spanish and Algerian grass. 


Feet, removable plate, and hearth 
of the smaller table model are in 
black enamel, the sides and steam 
drawer exterior being finished in ivory- 
colored enamel. The cover is practi- 
cally the same as that of the larger 
hearth. 


Optional with the larger hearth is 
a black-enameled additional plate with 
a built-in, special burner which can 
be attached to the regular frame and 
used for the preparation of smaller 
portions of food independent of cook- 
ing in the automatic hearth. 


Built for a full-sized kitchen, the 
AEG combination coal and electric 
hearth has a firing compartment in 
one portion and an electric range in 
the other. The hearth is used for 
cooking and as a room heater. 


Hard coal is the best fuel for the 
furnace, which is a filler fire-room 
with a shaker grate and fire clay 
walls. During the warmer weather, 


the cooking fire may be elevated in 
the stove by inverting the summer 
grate with which every unit is equip- 


ped. 


To make the heat cover the greatest 
expanse possible, the hearth has a 
precipitate draft system. An ascend- 
ing and descending draft is placed 
directly behind the firing compart- 
ment, and the smoke withdrawal 
canal is laid along the entire back 
wall of the hearth. 


Besides this, and for the same 
reason, there is arranged between the 
coal and electric parts of the hearth 
an intervening chamber acting as a 
sort of chimney and permitting the 
hot air to course from top to bottom. 
This chamber is not visible from the 
outside. It also serves as a protector 
for the electrical arrangement, keep- 
ing out a great deal of the stove heat 
that might harm the wiring. 


All sides of the firing portion are 
arranged to reflect heat into the kit- 
chen. Draft is provided by a slide in 
the ash door at the bottom. It can 
be turned off by a valve so that the 
smoke is carried directly to the chim- 
ney, taking with it some of the heat 
and thus decreasing the temperature 
in the room. 


Two cooking plates are set in the 
coal hearth, and they are removed 
by a ring lifter. The electric range 
also has two cookers, and in addition 
it has a broiling oven below the 
switch panel. 


Front and side walls, broiling oven 
door, and switch panel are done in 
white enamel. Feet, broiling oven 
frames, hearth plate, and hearth well 
of the electric range have a coating 
of black enamel. 


Black graphite is used as a finish 
on the fire compartment, hearth plate, 
and smoke outlet of the coal stove. 

* * * 


Electric Ranges 


Small electric cookers with a capac- 
ity of 25 liters, or about 5% gallons, 
form another line of AEG products. 
They are used as hot water storage 
tanks for kitchen use. 


Noted Scientist 


Prof. Rudolph Plank, director of 


refrigeration research at Ger- 
many’s famous Karlsruhe Tech- 
nical Institute, is one of the 
leading refrigerating engineers 
of the world. He was first to 
propound the theory of quick- 
freezing of foods. 


AEG’s larger electric cookers, used 
in hotels, boarding houses, restau- 


rants, hospitals, etc., have served with ~ 


considerable efficiency. One type of 
such cooker is an electric boiling 
kettle for large kitchens. It has a 
capacity of 150 liters, or approximately 
33% gallons, and runs on 15 kw. 


Another product is a hot water 
steam storage tank for the mainten- 


‘ance of a number of spigots. Its ca- 


pacity is 400 liters, or 90 gallons. 


For large kitchens, restaurants, and 
such places, AEG makes a large elec- 
tric cooking hearth with six big cook- 
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ing plates. Operation of the stove 
requires 28.5 kw. 


Santo Promotion 


Electric refrigeration, from the mer- 
chandising standpoint, is not far out 
of the pioneering stage in Germany, 
so a major part of the AEG promotion 
material is still concerned primarily 
with selling the idea of refrigeration 
to prospects. 


One of the company’s promotion 
pieces discusses in considerable detail 
the operation of the Santo-Junior re- 
frigerating system, describes the tem- 
perature-regulating mechanism, and 
shows a chart of the even temper- 
atures maintained by a unit during 
several days’ operation. 


The cooling unit is explained, and 
some details of its installation shown. 
Following that is an outline of the re- 
frigerator’s convenience features, such 
as ease of cleaning the interior, how 
the door may be opened when the 
housewife’s hands are filled with 
dishes, and the number of ice cubes 
available for use by both sick and well 
(“Gesunde und Kranke,” the booklet 
calls them.) 


Testimonials from satisfied users of 
Santo-Juniors are printed in the back 
section of the booklet. 


Another AEG promotion piece fea- 
tures Freda, the fat-cheeked German 
maid who has become one of the best- 
known figures in German appliance 
advertising, and pictures her delight 
at all the food she can keep safely in 
her Santo refrigerator. 


A novel arrangement on the inside 
two pages of the folder has a Santo- 
Junior model taking up all of one side, 
its food compartment door opening to 
disclose all the various types of pro- 
visions which might be stored inside. 
Shown are meats, dairy products, 
vegetables, frozen desserts, fruits, and 
beverages. 
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Finally, the empty food compart- 
ment, with shelves and evaporator, js 
disclosed. Opposite side of the in-the. 
door folder tells a brief story of the 
Santo’s value in saving money for the 
German housewife by quantity buying 
and keeping foods from spoiling, ang 
stresses the even interior cabinet tem- 
peratures which the refrigerator wil) 
maintain. 


Cold control, easy cleaning, ample 
ice cubes, and other convenience fea- 
tures are shown photographically on 
the back cover of the folder. 


“Unexpected guests are always ar- 
riving” is the theme of a single sheet 
handout or envelope stuffer, which 
shows a hostess welcoming visitors 
who evidently arrived without warn- 
ing. 


Copy stresses the value of a Santo 
refrigerator in such emergencies, es- 
pecially in the summer months, when 
cooling beverages are most welcome 
and hardest to obtain. With a Santo- 
Junior, the moral is, the housewife 
can add to her guests’ pleasure in the 
spirit of true German forethought and 
hospitality. 


Siemens-Schuckert 


Another leading firm among German 
manufacturers of household refrigera- 
tors is Siemens-Schuckert, which 
fabricates an off-peak absorption unit. 


Sold through dealers, electric power 
companies, and its own retail branches 
(the “Protos” stores—a retailing cor- 
poration affiliated with Siemens-Schuc- 
kertwerke A.G.) the Siemens-Schuckert 
“Protos” refrigerators are manufac- 
tured in the following sizes: 2.1, 2.8, 
4.25, 7.1 and 10.6 cu. ft. 


They utilize a dry air-absorption 
method (Normelli Patent), in contrast 
to the compressor system mainly used 
in America. The alternating evaporat- 
ing and reliquidizing of the cooling 
medium is released through current 
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heat rather than through motor- 
driven power. 


A short period of time occupied by 
taking in power (fluidizing the cooling 
medium) is always followed by a 
period of cold-generation (evaporat- 
ing of the cooling medium) which 
lasts approximately six hours. 


A cold-storage space joined with the 
evaporator stores a large amount of 
this cold air during that period, and 
then release it to the cooling space 
again, thus serves to keep equalized 
low temperatures in the food-storage 
space. 


As the “Siemens-Dry-Absorber” takes 
up % of its electric power during the 
night, a very low night current rate 
offered by most electric power com- 
panies in Germany is therefore made 


available. 
of * * 


Kleinkaltemaschinen 


German words are notorious jaw- 
breakers. The term for small refrig- 
erating machines is “kleinkaltema- 
schinen.” Think of the difficulty a 
salesman must encounter trying to 
sell something with a name like that. 


In addition, the climate is colder 
than it is in the United States, and 
average incomes much lower. Satura- 
tion of the household market, you 
are not surprised to find, is no more 
than one to every 1,000 inhabitants. 


According to Herr Braun-Angott, an 
engineering statistician whose reli- 
ability is vouched for by Siemens- 
Schuckert, 30,598 machines were man- 
ufactured and sold in 1935 in Germany. 
This number was reached after total- 
ing the figures furnished by the 
following firms, and adding 2,000 more 
units as an estimate for the sales 
of other German firms: 


General Electric Co. (AEG), Berlin; 
Bitter-Polar Co., Kassel; Brown, Boveri 
& Co., Mannheim; German Refr. & 
Power Machine Co., Scharfenstein; 


Electrolux Corp., Berlin; First As- 
berger Ice-Box Factory (Carl Fink), 
Asberg; Siemens, Schuckert Corp., 
Berlin; Lumaphon Corp., Nuernberg; 
Lindes Ice Machine Co., Mainz-Kos- 
theim. 


The firms mentioned above sold a 
total of 2,558 machines for export. 
Based on these figures, it is estimated 
that the total export sales would reach 
2,700, or about .09 of the entire pro- 
duction. 


The number of refrigerators im- 
ported is not revealed by commer- 
cial statistics available. But inas- 
much as the United States unquestion- 
ably sends practically all of these 
the number of American importations 
only were given consideration. These 
were only 117 during 1935, against 
1,560 in 1934. Refrigeration parts im- 
ported from the U.S.A. during 1935 
had an approximate value of 12 times 
that of the complete boxes sent over. 


Final grouping of the figures on 
the sale of mechanical refrigerators 
in Germany in 1935, would therefore 
be as follows: 


Total sales by German firms........ 30,598 
Po . Beeee 117 

30,715 
po a rete rere eee 2,700 
Number sold in Germany .......... 28,015 


Against the preceding year’s total 
sales of approximately 10,000 (units) 
there was an increase of almost 300% 
in German refrigeration sales in 1935. 


These figures by far outdistance the 
sales of electric ranges. 


There exists considerable dissension 
as to production cost figures on Ger- 
man mechanical refrigerators. 


About the only agreed-upon figure 
in this connection is that dies and 
tools for a single model may reach the 
sum of 15,000 to 20,000 German marks. 


Herr Brown-Angott offers the fol- 
lowing table comparing the manufac- 


turers—and their products—during the 
seasons 1931-32 and 1934-35. 


1934-35 1931-32 

1. Firms manufacturing 

small refrigeration 

DE a nasa bas pckena's 46 43 
2. Number of machine 

CORMIPUBEIONS (nce ccccsse 73 55 
3. Machines without 

Dereen WOO as s05<h 000s 8 5 


a 


. So-called aggregate for 
household and industry, 
constructed upon block- 


See SOON saseverss sees 37 28 
5. Industrial compressors 

of greater effect and 

stronger construction ... 24 18 
6. Absorption machines 

(only for household 

MEEEE, GoX Gays gt accent Res 4 4 


7. Compressors with rotary 
|. BARA e erin 7 7 


8. Compressors with oscil- 
IOtINE PISTONS 4 <.26.000 62 44 


9. Number of machine con- 
structions working with 
a eae oe 26 21 


10. Number of machine con- 
structions working with 


methyl-chloride 19 16 


11. Number of machines con- 
structions working with 
sulphur dioxide ........ 23 14 


12. Number of machines 
working with Freon 
(F12) 


13. Number of machines 
working with ethyl- 
a ee ee 3 2 


14. Number of machine 
constructions working 
with dimethylether ..... 1 1 


Leading Makes 


From various authorities we re- 
ceived information on leading makes 
of small German refrigerating ma- 
chines, and their characteristics, all 
of which can be compiled and pre- 
sented as follows: 


1. Edward Ahlhorn, Joint Stock Co.; 
trade mark: Ahlhorn. 


Stationary capsule compressor, sim- 
ple working, oscillating pistons, wedge 
belt impulse, plastic metal piston rod 
packing, rolling bearing, water-cooled 
condenser, inundated bundle pipe 
evaporator with floating valve on the 
high compression side. Refrigerant: 
ammonia. 


2. Universal Electrical Co., Berlin; 
trade mark: “Santo.” 


Santo Limited Liability Co. Hen- 
ningsdorf; Osthavelland. Rotary piston 
compressor with air-cooled condenser; 
refrigerant: sulphur dioxide. To one 
suspendable block are built damper, 
condenser, compressor, motor, and 
regulator. 


Belt impulse of the compressor, 
sliding ring piston rod, motor power 
¥ hp., current expenditure 0.2 kilo- 
watts per hour, direct evaporation, 
inundated damper (evaporator) with 
floating regulator, cabinet model with 
125-200 liter refrigerating chamber. 


“Santo Junior” was marketed first in 
1933; 2 sizes 130 and 205 L capacity; 
may be had for A.C. or D.C. and may 
easily be changed over. Both sizes 
are the same in detail and use the 
same cooling plant but in the 205 L 
a larger evaporator. The cabinets con- 
sist of two steel compartments be- 
tween which lies a well-proportioned 
heat-resisting layer. The inner cabinet 
is of white enamel and the outside 
is lacquered. The door is self-opening 
by pressure on a lock which has no 
handle—even by knee pressure. The 
large cooling space of size 205 L makes 
it equally suitable for small business 
concerns as well as large households. 


The cooling system works on the 
compression method. All cold-produc- 
ing parts are assembled above the 
food compartment. It is only necessary 
to set the machinery into the cabinet. 
Motor and compressor are mounted 
on springs on the frame and run 
noiselessly and without vibration. The 


evaporator is smooth and may be 
easily reached. Temperature control 
and semi-automatic defrostation as well 
as a thermic motor guard are part 
of the regulating system. 


Bayer © 


3. Bayer Bros., Machine Factory, 
Augsburg. Trade mark: “Bayer.” 
a. Methyl-chloride Machines. 


Stationary, simple working com- 
pressor, oscillation sliding ring piston 
rod, ballbearing. Water and air-cooled 
condensers, dry evaporator with ex- 
panding valve. 


Regulation of temperature’ by 
thermostat or pressurestat. Refrig- 
eration chamber 160-300 liter avail- 
able space, milk cooling, night current 
arrangement. 


b. Ammonia Machines. 


Stationary, simple working com- 
pressor, oscillating pistons, belt im- 
pulse, sliding ring piston rod. Water 
cooled condenser. Dry and overflow 
evaporator, expansion valve, floater 
regulator, overflow. 


ce. “Polaris” Refrigerator. 


Periodically working absorption re- 
frigeration apparatus with semi-auto- 
matic manner of operation, insertion 
of circuit by hand, cutting off of heat- 
ing and regulation of cool water 
spontaneous. 


Night current appropriation. Fuel: 
electricity or gas. Refrigerant: Am- 
monia. Absorbent: water. Heating 
period: 1%—2 hrs., refrigeration lasts 
about 1 day. Water-cooled condenser. 


Refrigerators with ice production 
for household and business. Finished 
article: without or outside sheet steel, 
lacquered white; with zinced metal 
or outside sheet steel, enameled white. 
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Bergedorfer Einswerk 


4. Bergedorfer Eisenwerk A.G. Ak- 
tiengesellschaft (Joint Stock Co.). 
Astra-works,. Bergedorf, Hamburg. 
Trademark: Astra 


1. Type MT Methyl-chloride. 


Block arrangement, standing, 
simple-working two cylinder compres- 
sors, oscillating pistons, wedge belt 
impulse, sliding ring piston rod. Air- 
cooled lamina condenser, lamina- 
evaporator with thermostat. Regula- 
tor, temperature regulation by thermo- 
stat. 


2. Type ARE (Ammonia). 


Block and divided arrangement, 
stationary, simple-working one and 
two-cylinder compressor, oscillating 
pistons, ball bearing, wedge belt im- 
pulse, water cooled bundle pipe con- 
denser, ribbed pipe evaporator with 
thermostat. 


Regulator valve and dry evaporator, 
bundle pipe evaporator for brine with 


floating regulator and _ inundation, 
temperature regulation by a thermo- 
stat. 


3. Commercial box (MT-aggregate). 


Net contents from 0.71—3.30 -cu. 
meters. 

4. Type ET (Ethyl-chloride) for 
cooling of milk. 


Block arrangement with milk cooler, 
rotary-piston compressor, flat or 
wedged belt impulse (drive), water- 
cooled bundle pipe condenser for 
greater performance, built-in irriga- 
tion condenser for smaller perfor- 
mances. 


Bitter-Polar 


5. Bitter-Polar-GMBH Limited Li- 
ability Co.-Kassel. 


Trademark: Bitter-Polar. 


sealed compressor- 
oscillating pistons, 


Hermetically 
motor-aggregate, 


compressor and rotary current motor 
directly connected, air-cooled con- 
denser, overflow evaporator (damper) 
with floating regulator, direct evapo- 
ration, refrigerant: sulphur dioxide; 
with continuous current a transformer 
is necessary. 


Size of cabinet (netto): 


60 100 150 300 = Liter 


Expenditure of current 


0.75, 1.00, 1.50, 3.0-3.5 kwh. per day. 


All cabinets are equipped with sec- 
tional cooling, so that several varied 
temperatures may be maintained at 
one time and all foods may be cooled 
according to particular use at the 
same time. This sectional cooling is 
arrived at by special building of the 
layers of shelves. As a specialty this 
company features the Bitter-Polar- 
Coolstove, an appliance that combines 
cooking and refrigeration. Besides 
the three or four plate burner and 
the refrigerator, this appliance also 
contains an oven for baking. Refrig- 
erator and stove are separated by 
special insulation and air flow. 


Borsig 


6. A. Borsig, Machine Making. Joint 
Stock Co. Berlin-Tegel. 


Trademark: “Borsig.” 


Stationary, simple working capsuled 
two-cylinder _ compressor, oscillating 
pistons, roller bearing, sliding ring 
piston rod, condenser water-cooled or 
air-cooled, lying and standing bundle 
pipe damper, steep-pipe evaporator, 
direct evaporation, smooth or ribbed 
pipes with fluid refiner. 


Hand regulation or automatic by 
floating regulator in the evaporator or 
condenser, or by an expansion valve, 
regulated by. compression-pipe tem- 
perature. Refrigerant: ammonia, sul- 
phur dioxide, or methyl chloride. 


+ * * 


Bosch 


7. Robert Bosch, Joint Stock Co., 
Stuttgart. Trademark: Bosch. 


Refrigerator, 60 liter capacity, cylin- 


drical construction with compression- 
cool aggregate, rotation compressor, 
directly joined with short circuit 
motor of i49-hp. and 1450 n/min. Cojq 
production 75 kilogram calories an 
hour, hermetically sealed. 


Refrigerant: sulphur dioxide. Ribbed 
pipe condenser for air cooling is 
situated on the back side of the box. 
The cylindrical refrigerating chamber 
door is formed as a brine evaporator. 
Refrigerant regulation by a capillary 
pipe. 


The entire system is stored in 
the upper section and may be readily 
mounted or demounted. This construc- 
tion makes it possible to exchange 
the condensing unit at very low cost 
should the need arise. 


The automatic temperature control 
is equipped with a defroster which 
may be conveniently turned on for 
this purpose. The relative quiet of 
the Bosch machines must be men- 
tioned. The vibrations are retarded 
through a complete mounting on 
rubber. The cabinet top is covered 
with linoleum and may be used as a 
may be had with locks. 


Progress of Berlin's Modernization Program Removes Linden Trees from “Unter der Linden’ 


(1) Fat-cheeked Freda, the Santo (G-E refrigerator) girl, is the best-known figure in German appliance advertising. 


fare, necessitated the removal of its famous trees. (4) Gasoline being expensive, the Germans use plenty of bicycles and motorbikes, as well as motorcycle-trucks, like the one above. 


OS 


(2 & 3) Widening of “Unter der Linden,” Berlin’s most famous thorough- 
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AROUND THE WORLD WITH A CANDID CAMERA 


table top. The outside is lacquered 
in colors, the inside white enamel, 
and the shelves are of bakelite to 
withstand corrosion. The cabinets 


German Refrigerating & 
Power Machine (DKW) 


8. German Refrigerating and Power 
Machine, Limited Liability Co. 


Scharfenstein, Zschopautal. Trade- 
mark: DKW. 


Rotary piston compressor, direct or 


wedge belt drive, sliding-ring piston. 


rod; one or two compressors with 
condenser, motor, and sliding shutter 
on one frame. 


Water and air-cooled condenser, 
damper with floating regulator and 
damper with pressurestatic or thermo- 
and pressure-statically regulated ex- 
pansion valve, temperature regulation 
by pressurestat or thermostat, direct 
evaporation and brine cooling. 


Refrigerant: sulphur dioxide; house- 
hold and business refrigerators of 0.12 
—4.0-cu. meters, milk cooler from 100 
—200 liter an hour. 


D.K.W.-Sharfenstein has brought out 
two new household boxes of 90 and 
120 content. They differ from those 
built until now, because they are of 
all-metal construction. The lining is 
seamless steel, with rounded corners. 
The shelves rest on indentations in 
the lining. Ice cube compartments may 
also be used for making frozen 
desserts, etc. The 120 L size is equipped 
with foot-lock so that both hands may 
be used for carrying. The 180 and 360 
L sizes have odor-proof walls so that 
various foods are not contaminated 
and may be stored separately. Worthy 
of mention is the special model which 
includes a small special ice cream 
maker of % pint capacity in addition 
to ice cube compartments. 


Electrolux 


9. Electrolux, Joint Stock Co., Berlin- 
Tempelhof. Trademark: Electrolux. 


Continuously working, hermetically 
sealed absorption refrigerator, with- 
out pump and regulating valve. Re- 
frigerant: ammonia; absorbent: 
water. Auxiliary gas: hydrogen. Cold 
production: 21 kilogram calories an 
hour; sphere of effect up to +35° C. 
external temperature. Air-cooled con- 
denser. 


Temperature regulation by continual 
heating with electric current, gas, or 
petroleum, heating intensity capable 
of regulation in dependence upon 
external temperature. Daily fuel ex- 
penditure at -+20/+25° C. external 
temperature: 2.3 kwh. current; 0.8-cu. 
meters of gas; 0.5 liters of petroleum. 


With gas heating the refrigerator 
is equipped with safety device against 
gas deficiency and an instantaneous 
pilot light with pressure button. 


From the spring of 1936: new type 
of cabinet for household, sheet steel, 
outside Durolacquer, within, porcelain 
enamel; 43.5 liters capacity; ice pro- 
duction 0.35 kilograms per day. 


Eisfink 


10. The First Asperg Ice - Factory. 
Trademark: “Eisfink.” 


Stationary, simple-working piston 
compressor, one and two cylinder, 
sliding piston ring rod, wedge belt 
drive, water-cooled cylinder head in 
water-cooled machines, air and water- 
cooled condenser. 


Direct evaporation with automatic 
or thermostatic expansion valve, inun- 
dated damper with floating regula- 
tor. Refrigerant: methyl chloride. 
Refrigerators and commercial cooling 
systems, 


Eisenfink refrigerators are slow 
runners. All pipes and refrigerating 
parts are made of copper. The house- 
hold models run from 90 to 400 L 
content, above these any desired sizes 
and styles are built for commercial 
purposes. 


Case and lining are made of Armco 
steel. The outside is lacquered with 
nitro-white enamel and the seamless 
lining is porcelain lined. The insulation 
is composed of impregnated and ex- 
panded cork plates. The fittings are 
chrome plated. 


The 265 and 415 L cabinets may be 
equipped with special inner lining 
upon an additional payment of 20 
marks. 


Autofrost 


11. A. Freundlich, Machine Factory, 
Dusseldorf. Trademark: Autofrost. 


Stationary, simple working com- 
pressor, one and two cylinder, oscil- 
lating pistons with short-circuit motor 
on the cylinder; the motor driven by 
transformer with low tension. 


Gas density covering of compressor 
and impulse motor. Compressor with 
motor, water-cooled condenser, col- 
lector of humidity and throttle are 
mounted on one ground plate. Evapo- 
rator for direct air or for brine cool- 
ing. Refrigerant: ammonia. 


Fehrenbach 


12. Fehrenbach Machine Factory, 
Limited Liability Co., Vilsburg bei 
Landshut, Bayern. Trademark: Feh- 
renbach. 


Stationary, simple working com- 
pressor, oscillating pistons, one cylin- 
der, only one type with 1000 kilogram 
calories an hour to=-10° C.; wedge 


belt impulse, refrigerant: sulphur 
dioxide. 


Air and water-cooled condensers, 
dry evaporator with expansion valve, 
temperature regulation by thermostat. 
By limitation of the product to a 
machine of one size the lowest cost 
of production is possible in the pro- 
duction of the series. 


Trademark: “R” 


Stationary, simple working com- 
pressor, one and two cylinder, oscil- 
lating pistons, belt impulse, direct or 
driving coupling, sliding piston ring 
rod, roller bearing, bundle pipe con- 
denser. 


Dry or inundated damper with float- 
ing regulation or expansion valve, 
direct evaporation or brine cooling; 
refrigerant: ammonia. Ice boxes for 
industry or commercial purposes. 


Frigidaire 


13. Frigidaire, Limited Liability, 
Berlin, NW 87. Trademark: Frigid- 
aire. 


Block arrangement, stationary, 
simple working compressors, two and 
four cylinder, oscillating pistons, roller 
bearing, wedge belt impulse, sliding 
piston ring rod. 


Air and water-cooled condensers, 
damper inundated and dry with ex- 
pansion valve, automatically or 
thermostatically regulated, direct 
evaporation and brine cooling. Refrig- 
erant: sulphur dioxide and dichlorodi- 
fluoromethane (Freon-12). 


Commercial refrigerators of 0.78— 
2.70-cu. meters capacity, household re- 
frigerators of 0.122—0.455-cu. meters 
capacity. Refrigeration for all business; 
milk cooling systems of 100—1,000 
liter an hour with direct evapo- 
ration and brine cooling. Air-condi- 
tioning systems, transport cooling 
systems for train and truck. 


Amberger Kuhlanlage 


14, Gerhardt and Schubert, Machine 
Factory, Amberg (Oberpfalz). 


Trademark: Amberger Kuhlanlage 
(Amberg Cooling System). 


Stationary, simple working capsule 
compressor, oscillating pistons, belt 
drive, sliding piston ring rod. 


Condenser air and water-cooled; dry 
evaporation with expansion valve, 
direct evaporation or brine cooling; 
refrigerant: methyl chloride. Refrig- 
erators for the household from 0.14-cu. 
meters—0.3l-cu. meters; for business 
1.5; 2.5 and 3.25-cu. meters; milk cool- 
ing systems 50—300 liter an hour; 
beer cooling. 


Gerlach 


15. Eisenwerk Gerlach, Limited Li- 
ability Co., Nordhause a. Harz. 


Trademark: Gerlach. 


Stationary one to four-cylinder com- 
pressor, capsuled, simple working, 
with oscillating pistons, wedge belt 
drive with belt span mechanism, slid- 
ing piston ring rod. 


Water and air-cooled condenser. 
damper with expansion valve, direct 
evaporation or brine cooling; refrig- 
erant: sulphur dioxide. Refrigerators 
from 0.30—3.0-cu. meters, beer bars, 
and display cases. 

.- *s « 


Germania 


16. Germania Machine Factory; for- 
merly J. S. Schwalbe and Son, Chem- 
nitz. 


Trademark: Germania. 


Stationary, simple working com- 
pressor, oscillating pistons, one to 
three cylinder, wedge belt drive, sliding 
piston ring rod, sulphuric acid cooling 
automaton with water and air cooling. 
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Ammonia-cooling automatic machine 
with bundle pipe condensers, overflow 
damper with float, dry damper with 
expansion valve, direct evaporation or 
brine cooling; milk-cooling aggregate. 


Eiskuli and Stolzenberg 


17. Getriebebau, Limited Liability 
Co., Berlin-Reinickendorf-Westphalen. 


7 . 1. Trademark: Hiskuli. 


Stationary, simple working compres- 
sor, one to three cylinder, oscillating 
pistons, motor gas-tight sealed or cap- 
suled and directly joined; crank case 
and motor case separated. Aggregate 
gas-tight against atmosphere. Refrig- 
erant: sulphur dioxide. 


Pe ok, 


Condenser with water cooling and 
air cooling. Automatic oiling. Reg- 
ulation of temperature by thermostat. 
Aggregate E 600 with water cooling 
for direct room cooling. All other 
aggregates for brine cooling improved. 
Milk cooling aggregate for 100—600 
liters an hour. 


2. Trademark: Stolzenberg 


Stationary, simple working capsule 
compressor, oscillating pistons, wedge 
belt drive, sliding piston ring rod. 
Water-cooled condenser; direct evapo- 
ration and brine cooling. Refrigerant: 
ammonia. 

a * * 


Gutmann 


18. Alfred Gutmann, Joint Stock Co., 
Altona-Hamburg. 

Stationary, simple working capsule 
compressor, oscillating pistons, sliding 
piston ring rod, wedge drive. Refrig- 
erant: methyl-chloride. Water and air- 
dry damper with 


cooled condenser, 


expansion valve, overflow damper with 


float regulation. 
*. * # 


Karl Hagen 


19. Karl Hagen, Kuhlautomaten- 


fabrik, Berlin. 


One to four-cylinder compressors, 
stationary simple working, capsuled, 
oscillating pistons, wedge belt drive, 
sliding piston ring rod, water and air- 
cooled condenser. 


Inundated or dry damper with float 
regulator or expansion valve, direct 
evaporation or brine cooling; refrig- 
erant: methyl-chloride. Room, cabinet, 
and milk cooling. 

*. *+ * 


Haubold 


20. C. G. Haubold, Joint Stock Co., 
Chemnitz. Trademark: Haubold. 


Construction hermetically sealed, 
without piston rod, high and low 
pressure sides are provided for in 
one globe; compressor with V-shaped 
arranged cylinders placed in the con- 
denser globe; oscillating pistons. 


Impulse from wedge or flat belts. 
Water or air-cooled condensers. Inun- 
dated evaporator with float regulator 
for direct evaporation or brine-cooling. 
constructions for milk-cooling. 


Refrigerant: Sulphur dioxide. Spe- 
cial and deep-freezing systems. 


Stationary, simple-working one and 
more cylinder capsule compressors, 
oscillating pistons, wedge belt drive, 
sliding piston ring rod. Water or air- 
cooled condenser. Lamina evaporator 
for room cooling. Pipe evaporator for 
brine cooling. 


Dry evaporator with thermostatic 
expansion valve, overflow evaporator 
with floating valve, direct evaporation 
or brine cooling. Refrigerant: sul- 
phur dioxide. Refrigerators from 110— 
230 liters capacity, commercial refrig- 
erators, and milk spray coolers. 


Ammonia compressors: 


Stationary, simple working one- 
cylinder compressors, oscillating pis- 
tons, impulse with wedge, or flat belt 
or coupling; sliding piston ring rod 
or graphite packing. Water or air- 
cooled condenser. Dry and inundated 
evaporator, regulation in depend- 
ence upon condenser and evaporator 
pressure. Direct evaporation or brine 
cooling. Common bed plate for com- 
pressor, motor, and condenser up to 
horse powers of 6000 kilogram calor- 
ies an hour. 


Alfred Teeves 


Established in 1906, the Alfred 
Teves Maschinen-und-Armaturenfab- 
rik G.m.b.H. manufacturing firm 
began its career with the production 
of fittings for various industrial pur- 
poses. 


Automobile parts were next manu- 
factured by this firm. In a few years 
it became one of the leading piston 
ring factories in Europe. 


Broadening its industrial scope, the 
company started to manufacture elec- 
tric refrigeration units for domestic, 
commercial, and industrial use in 1927, 


and introduced the “ATE” units. 


Air-conditioning equipment, later 
added to the company’s line, found 
a good market—especially in the 


chemical industry, according to Dr. 
Alfred Teves, owner of the firm. 


Dr. Teves, who heads and directs 
the firm, has assisting him his son 
Heinz Teves, manager of the Berlin 
plant, which was established in 1935. 
Another son, Ernest Teves, a recent 
graduate of Harvard College, is now 
affiliated with the company. 


Personnel of the Frankfort and 
Berlin Teves plants, comprising work- 
men, technical, and commercial engi- 
neers, numbers approximately 2,000. 
Specialized engineers work under the 
management of a technical director. 
The plants are said to be among the 
most modern and best equipped in 
Germany. 


Dr. Teves comes to America each 
year to view new developments in 
the refrigeration manufacturing field, 
and to confer with business associates 
in the industry. 


In addition to manufacturing all 
types of refrigeration equipment, the 
Teves concern is licensor of Lockheed 
hydraulic brakes in Germany. 


In addition to its five models of 
100 to 550 L refrigerators, the Alfred 
Teves Co., Frankfort, has _ recently 
added a new cabinet of 140 L capacity. 
The machinery built in the bottom 
of the cabinet is suspended by springs, 
so that is driven without vibration 
and is practically noiseless. 


Even in extreme temperatures the 
cold control insures complete refrig- 
eration of all foods contained. The 
ATE units are built so that the ma- 
chinery as well as the cooling system 
will give complete satisfaction even 
in sub-tropical temperatures. 


In addition, special tropic cabinets 
have been developed that will remain 
at 6° C. inside, even at an outside 
temperature of 35° C. Great weight 
is also laid on the ice cube production 
of the refrigerators. With properly 
regulated cabinet temperatures their # 
speedy formation will not be difficult. 


Brown Boveri 


Brown Boveri and Co. builds cabi- 
nets in nine sizes from 90 to 560 1 
storage content and equipped with : 


gas-tight inclosed BBC automatic 
coolers. For the year 1936 three new ’ 
models in the 90-120-150 sizes were ] 


developed in which the automatic 
coolers were completely inclosed in 
the top and thereby could be used 


as “built-in” units for kitchens. il 

* * Ea a 

s A 

Siemens-Schuckert . 
The cabinets of the Siemens- 


Schuckert Co. have been lowered at 
the top this year to hold the com- 
pressor. The color, to correspond with Wi 
present demands for kitchen furni- 
ture, is cream enamel. The inner 
shelves are in contrast black enamel. 


In the smaller models the evapora- 


‘tor is rounded off and inclosed with 


enameled steel, thereby giving storage 
space for bottles next to it. A novelty 
is the offering of a built-in meter if 
wanted. There has also been an im- 
provement in the temperature regu- 
lation for extremely hot days. 


The number of models has also been 
increased by a double-door 300 L con- 
tent cabinet for country use. Now 
models of 60, 80, 120 and 300 L con- 
tent are available. 
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AROUND THE WORLD WITH A CANDID CAMERA 


.. AUSTRIA 


Refrigeration & Air Conditioning 


Unlike so many European nations, Austria did not prohibit or 
limit the importation of refrigeration equipment from the United 
States. But heavy duties were slapped on, which made retail prices 
high. A 4-cu. ft. box sold for more than $200. 


Now that Austria is a part of the German Reich (it was 
independent at the time of the author’s visit) German makes such 
as Bosch, AEG, and Protos have the field almost to themselves. 
A few local manufacturers are in the field, notably Gellert. 


Presenting Mine Hosts 


When I stepped off the train in 
Vienna, two prominent and hospitable 


members of the city’s refrigeration 
fraternity, A. VIKTOR WARCHA- 
LOWSKI and HANS FINSTERLE, 
former business partners and now 
friendly competitors (they sell Frigid- 


aire and Crosley, respectively) were 
on the station platform to meet me. 


Under their friendly guidance, I 
went on a tour of Vienna’s many 
historical and beautiful spots. They 
spent much valuable time in seeing 
that I had a glimpse of everything 
in the city that was worthwhile. 


Later we were met by ALFRED 
REICHSFELD of the Frigomat or- 
ganization in Vienna, and the four 
of us had a most enjoyable luncheon 
together. 


My stay in Vienna was all too short, 
and the regret I felt on having to 
leave the city so soon is largely 
attributable to the courtesy and kind- 
ness shown me by these three men. 


Warchalowski Claims 
Majority of Sales 


Warchalowski, Reckzugel & Co. is 
Frigidaire distributor in Vienna—has 
been, since 1926—and is credited with 
selling fully 50% of the Austrian total 
annually. Sales by the company up 


to this summer were about 4,000 units, 
more than the rest of the companies 
in the country combined. 


The company is also distributor for 
Toledo Scales, and at the time I was 
there was the only firm in the country 
handling Freon. 


Severe import restrictions held the 
company’s business up considerably 
from August, 1931, throughout 1932, 
according to VIKTOR WARCHALOW- 
SKI, head of the firm handling sales, 
but things began to pick up along in 
1934 and have been going right along 
ever since. 


Distribution is handled by the com- 
pany through its own branch offices, 
including service organizations, in 
four cities. There are only two inde- 
pendent dealers on its list. 


Preponderant part of Warchalow- 
ski’s business is done in the commer- 
cial field—the average in this end 
running well toward 60% of the total 
volume. Most of the business, both 
domestic and commercial, is' on a 
time payment basis. About 80% of 
domestic sales are handled in this 


fashion; about 65% of the company’s 
commercial business is done on time. 


Most of the commercial business 
done by the company is in the butcher 
business and among _ food-serving 
establishments. Display case business 
is just now getting started in Austria, 
Mr. Warchalowski said, and from 
current indications the field will be 
a profitable one. All cases are made 
locally in the many Viennese carpenter 
shops. 


There is little call for a great deal 
of mechanical equipment for use in 
air conditioning. Tap water with a 
temperature of 50° F. is obtainable, 
and most of the air conditioning being 
done in the city uses water as the 
cooling medium. 


The Warchalowski company buys 
from Frigidaire complete any equip- 
ment under % hp. In larger sizes, 
the company buys from Frigidaire 
the compressor block, switches, water 
valves, and some condensers. At one 
time, Mr. Warchalowski told us, the 
company manufactured all its under- 
structures, but now it makes only the 
heavier frames, buying the lighter 
ones from Frigidaire. 


: : 
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Showrooms for American Refrigeration Products in Vienna 


SLEY im 


(1) Modernistic showroom of Hans Finsterle, Crosley distributor in Vienna. 
look at the Shelvador display. (4) His Master’s Voice showroom in Vienna. 


(2) Mr. Finsterle himself, with A. Warchalowski, Austrian Frigidaire distributor. 
Norge refrigerators are sold under that inappropriate trade name in Austria 


(3) A Viennese woman stops to 
by the HMV branch in Vienna. 
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AROUND 


THE WORLD WITH A CANDID CAMERA 


Duties on refrigeration equipment 
brought into Austria up the selling 
costs so that retail prices are pretty 
stiff, Mr. Warchalowski said. 


The duty on compressors is 45 gold 
krone (1.8 shillings) for each 200 lbs.; 
on coils, from 80 to 125 gold krone for 
every 200 Ibs.; on household cabinets, 
75 gold krone per 200 Ibs. 


Special rates apply to motors, in- 
sulation, rubber gaskets, and _ ice 
cube trays. 


Average duty is about 25% on the 
value of the equipment. In addition, 
an import tax of from 11 to 14% 
is levied on the value of the invoice 
upon receipt of shipment. 


A 4cu. ft. refrigerator, the most 
popular size in the country today, will 
have to retail for about 1,360 shillings, 
or approximately $210, Mr. Warcha- 
lowski told us. 


Most of his competition in the 
Vienna market, Mr. Warchalowski 
said, comes from Electrolux, with 
Crosley a close second. On commercial 
sales, however, Frigidaire has the 
upper hand. 


Municipal Utilities 
Promote Sales 


Sales of electric refrigerators are 
financed in Vienna by the city-owned 
Vienna Power Co., which will put the 
refrigerator on the customer’s monthly 
power bill, besides permitting special 
rates for power used in running 
electric refrigerators. 


- On a 3-cu. ft. box, for example, the 
customer pays only 7 shillings a 
month during the six warm months 
of the year; on a 4cu. ft. unit, the 
rate is about 9 shillings a month. In 
the six winter months, however, the 
rate is sliced to about half ofthe 
summer terms. 


About 80% of the Electrolux units 
sold are merchandised for the gas 
they will consume, in Mr. Warchalow- 
ski’s opinion. Sales are handled 
through the Vienna Gas Co., another 
city-owned organization. Rates on a 
unit of i1-cu. ft. capacity are about 
9 shillings a month. 


Most of the sales of electric refrig- 
erators in Vienna are made right in 


the showroom—and by the manager, 
if possible. Vienna people like to come 
to the head office, Mr. Warchalowski 
said. They feel they can buy there 
cheaper. 


The company has a number of 
salesmen working in the field, ferret- 
ing out prospects, but seldom bringing 
them in. Salesmen are paid a small 
salary (about 150 shillings) and com- 
mission. According to law, if you 
want a man to do something for you, 
you have to engage him. So the com- 
mission alone plan won’t work in 
Austria, Mr. Warchalowski claims. 
Unless you pay the man a salary, you 
have absolutely no control over his 
actions. He can report for work 
when he wishes, and leave any time. 


Refrigeration saturation is low in 
the country, and ice companies, of 
which there are several large ones in 
the country, are well organized and 
quite active. Both wet and dry ice 
is used extensively—the former sell- 
ing for 70 groschen per 50 Ibs., ‘and 
the latter at the same price for 2 lbs. 


Mr. Warchalowski has made a real 
study of the possibilities of direct 


mail advertising as a business aid; 
and he can’t see that it’s very effec- 
tive, in his case. He sends out mail- 
ings of 5,000 cards, with a return card 
for prospects to use in answering. 
Returns average about 25 cards per 
mailing, and Mr. Warchalowski hasn’t 
been able to trace a single sale to 
any of the campaigns. 


Most of his business is done with 
the aid of “spotter” dealers. Two 
scales of commissions are used: 25%, 
if the dealer makes the sale himself, 
and 10%, if the dealer turns in the 
name of a prospect who buys later. 


Everybody wants a discount, the 
Frigidaire distributor complains. 


Often these discounts will run as 
high as 30%—which makes the com- 
pany rather hard put to show a profit, 
unless the price of the equipment is 
jacked up to meet anticipated cuts. 


Finsterle Started the Show 


Crosley distributor in Vienna is 
HANS FINSTERLE, generally credit- 


ed with being the man who really 


got refrigeration going in Austria. 


Mr. Finsterle’s start in the refrig- 
eration field was made with Frigidaire 
in 1926. He switched to the Crosley 
line in 1933, and has been handling jt 
ever since. He was also once Buick 
distributor in this area. 


The company operates a neat show- 
room in the center of Vienna. Under 
his direction are three dealerships 
and a single salesman. Mr. Finsterle 
himself is a crack salesman, and 
closes much of the company’s business 
at first hand. 


About 180 units had been sold in 
the four months preceding the time 
I called, Mr. Finsterle said—and most 
of the sales had been for cash. This, 
of course, includes transactions made 
by the company through Vienna 
Power Co., which sells the units on a 
20-month time payment basis. 


Unit price of American-made refrig- 
erators is high, because of the stiff 
import duties and taxes. Price of a 
3%-cu. ft. unit sold by the company 
is about 1,100 shillings, or $225 in 
American money. 


Modernistic Skyscraper Marks Change from Gay Vienna of Pre-War Days 


(1) Viennese street scene. (2) Balcony of modernistic restaurant on the top floor of Vienna’s tallest skyscraper. 


emi ed . ea eee 


The author was taken here for lunch by Messrs. Warchalowski, Finsterle, 


and Alfred Reichsfeld (Frigomat dealer). (3) Mr. Warchalowski (right) checks a set of coils made in his own plant. (4) Typical headquarters for Austrian distributor of American specialties. 


Elec 
refrige 
The fi 
as a ] 
owned 
agers ¢ 
and Gi 


From 
pany h 
Klagen: 


See Seg eM Eee SINGS EIN 6 oe ator wwe geen Ss ae pee Fee De aes icra -tiy ghny te ess CiAge Bee : Pat Liane UL ie hey 02a a pet py ES See ’ Le. mea hae sty! ‘ : Ri = i rene ni: ag ats > ‘ 
a, le + / oe . er : ‘ moe - LI hae : i : al : pe cs per Deas tee a rein tay mats tad : : / RON ae eg eo ge oe a eS 
: ies , ae 
+n ea / - 
ares PA AE 
ih es 
ae eo 
ae pee” fic ree eee rea eee eee ee er EE EEE eee as. ‘ 
(My Aare 
ek % a 
mice, 4 
5 Clee é 
sgl: 
Pernt? a 
She 
a 4 
Pp 
= 
re 
en 
he 
tol 
ah 
—nr 
ha 2: lool 
Sa mai 
St eee 
ite » 
Se * 8 *# stri 
a a 
Po equi 
; unit. 
buys 
at bles 
a oS ' 
apa ee a es NEE PES 2 I ROAD ER DEES ES RN BEE ea ete ot ee de ie in 2 Ot othe 
‘she Co 
nie eS orga: 
eee 
ey: try i 
eee 
oe Ea a " - . puemerenmee iia Park 
BS ie % Z Bow: Sp we es . ve . : - 3 a ae oo - e = - = 
ie to ¥ es Moge : 5 . ’ ve 4 ‘ i fs : co. ll oi” a : : Arms 
pe ies vo , Re ct ir i 8 sel 
pe se leat § Z % ee SRR wie a7 Se et ee er a Ca . ge ae eC eames Pa a § ies i gle as | Ce : pe ae on n 
Fim” bs tue . Spee Cee  eaae Bon) Se een om ae 4 3 PIE a & A A = is F aie oe CO Bee Il ¥ 
a a A N Bae §F* He |. all Side Mee er Sey we 
: : ; j ‘ nam Bt a Pair Sea ptt “ Bh re Si = : a ee eee | Sas Sorbet ae — 
* 
; : 3 2 ' ri ‘—_— : “g a as + cn ae ee ae ip’ y 7 gee oon se geht See ae Se oe Sie a 4 
uf }, a it ~ : ; 4 ey ; - pee “ae is on wR é ae bs * ers See e peo co eer me ES Ser ee 2 
ie decthntte el et | i . : t : S33 ee 6 rg > nat = *. e a ae Eee % 4 ow . * eo dl ’ a a 3 wea ‘ le a ees ae i ae : Be ree .. ee = pea oe ane a 
— ries Sek Me ¢ “oy ' ’ & te i is | « -. te a Sees ee ys. eee ie Ul oo Se eee ee = oe oa oS ae 
e Prissee re 4 as. a : : , hk ot 5 ae a site uaa. ae 3 - —  . ae. ae 3 ot AE ce ISS temas ‘e.. , ee 
pes ee a. eee Nr : : eae oe ee Pe) gma See A ee ee ae aos S| . fy 2 
i fpee ie a, Ne gt ESS ig ee eed ap co. ih SS SG oleae ana Es ieee Ta! “eye ee eS fe 5 eae ee oT , ee SS tie. ~~ oe 
oe Oe aT ieee Ee) gimme WR A oie ys a3 x ee Pe aig 8 ee eee cet ae Cp — = pen 4 Sa FS enn 
ES st ee free ee ee |, 7 lithe. eae ee ati e  , NY it pane = ae ae Nes as ie ae i ie ae —e ‘opt ns), 2 = = : eas . re - 
vee Were Cee gee Teme | ER : as: - i i Ce mame tl aa py ws ate tee - ane ie ee eG Ee Se Rae i — 7) Ci ae es 
oe Cf eee ee ee ee ae oe eee ee ee pe Sle ieee Bee We tee “y bed Ser ee —— 
cee Raat 8S Sa e , api: Pie ee me he Bee : a, nee ag |S aa net pe oe . A ST: Te 4 oy me ai Pe <1 oa eS oe ns east a 
pag alae th # A eee carver rr ; i “ee “4 cet EE 2s eee gen aaa . ee) te Niet - th oe is: : ee il Fe cies , 
) . . oo ’ ie. eset Bie — i mare | eh ‘iit See alae Age sai ee, eee fC ae 1 a a Ets ive : ee a 
; eer where os: EL ' ‘ Ra ee ee ll 
E é as : % és : . ; 
: 
o og . 
4 ‘ 
‘ . u - 4 
: SSR om 1g 5 Ee ES kee ae - aa ee oa oe Tpit Ky pee : VO Me OR RR ye A NT Rie ieee = 3 oa FR ar a Me ee ee | eae. a 7 i > ee ee eee, r 
nies “aon ee seats ee UNA se . . mi ee ee | le 
da eer “Sig eat Saha ee ie e.g, <a “! 
sad a a 7 
ae neg 
Bega!  % Rie t cr coer oe a oe ae eA 
ae Oe «gee ao eae Ba. “eae ee | an | = ae te 
Se ee me ep Ca i cs as ne 3 et Oe eet 
i a . ” ER ce — S -s TR  meae 1, aeal ae i ee re eee riod oe nt, Sasa 


e- wf ww 


rle, 


AROUND THE WORLD WITH A CANDID CAMERA 


55 


Mr. Finsterle’s experience with 
direct mail advertising has been quite 
different from that of his former 
associate, Mr. Warchalowski. So suc- 
cessful has it been for him that now 
he doesn’t use anything else. News- 
paper advertising has been dropped. 


Crosley’s policy regarding foreign 
representatives, at least in Austria, 
Mr. Finsterle finds considerably differ- 
ent from the terms he obtained when 
he was associated with Frigidaire. 


* * * 


Gellert Assembles Units 


OSKAR GELLERT, sales represen- 
tative for Ignatz Gellert & Co., Vienna, 
told me that the company is preparing 
a household unit for the home market 
—more than that, he let me have a 
look at it. The cabinet is Austrian 
made, and was chiefly notable in that 
jit was decorated with Monel metal 
strips. 


The company handles Westinghouse 
equipment, and some German made 
units. For the most part, the firm 
buys American products and assem- 
bles them into complete units on the 
other side of the water. 


Companies with which the Gellert 
organization deals with in this coun- 
try include Uniwersal Cooler, Fedders, 
Parker Mfg. Co., Penn, and Melchior- 
Armstrong-Dessau. 

*. * * 


Swedish Electrolux 


Runs Viennese Branch 


Electrolux AG has a stock of gas 
refrigerators in Hisenplatz 3, Vienna. 
The firm is operated from Stockholm 
as a branch office, and the stock is 
owned by the head company. Man- 
agers of the firm are Messrs. PEREN 
and GOSCHEL. 


From Vienna headquarters, the com- 
pany handles deliveries in Lenz, Graz, 
Klagenfurt, Innsbruck, and Salzburg. 


During the first seven months 
of 1935, 263 American refrigerators 
were imported in Vienna. During that 
time, according to the managers, 
Electrolux sales were 143 units, which 
would indicate that the company gets 
a good share of the total business 
done. 


Recent encouraging development in 
Electrolux sales has been a program 
of cooperation with Vienna Gas Co. 
The utility doesn’t sell refrigerators, 
but does have men out canvassing 
and digging up prospects who are 
turned over to the Electrolux organi- 
zation for follow-up and closing. 


Electrolux has few dealerships oper- 
ating in Austria, my informants said. 
* * * 


Other Companies 
In the Field 


Maschinenbauanstalt Hermann May- 
er, at Laxerburgerstrasse 36, Vienna, 
handles Frigomat refrigerators and 
also does a good deal of assembling 
work on its own equipment. ALFRED 
REICHSFELD is associated with the 
commercial sales department of the 
company. 


Kelvinator distributor in the city is 
L. GUTTMANN, at Schonbrunner- 
strasse 77. White, Child & Beney, at 
X  Troststrasse II, manufactures 
small refrigerating machines and 
some ventilation equipment. 


* * * 


Germany Competes 


Competition from the German house- 
hold refrigerator industry is commenc- 
ing to be felt perceptibly by Vienna 
distributors for American lines, al- 
though U. S. Department of Commerce 
export figures on household units for 
Austria through August of 1936 show 
a greater dollar value than for the 
whole of 1935. 


HANS FINSTERLE, Crosley dis- 
tributor in Vienna, reflects this belief. 
Says Mr. Finsterle: 


“The German competition is now 
very perceptible. The distributors of 
German refrigerators have the goods 
on open credit, which of course means 
greater facilities for selling.” 


Last year the German “Protos” and 
“Bosch” lines were placed on the 
Austrian market, the latter with 
cylindrical space for food storage. 
Quite recently two other German 
makes were introduced in Vienna. 
Presence of these German lines in 
competition with American makes 
causes many distributors of the latter 
to feel a bit uneasy about the future 
of their market. 


“The turnover is not large, but 
corresponds to the economic condition 
in Austria,” Mr. Finsterle goes on. 
Buying power is at low ebb due 
to the severe economic depression of 
the past several years. The market 
for American-built washing machines 
also has been hard hit; very few 
Austrian families have the means to 
afford the costs of operating them 
or other household appliances such as 
electric refrigerators. 


“Notwithstanding,” says Mr. Fin- 
sterle, “I am sure that my turnover 
of Crosley refrigerators in 1937 will 
be at least equal to that in 1936.” 


From the first of the year to Nov. 1, 
Mr. Finsterle’s distributorship on the 
Rathausplatz had sold 58 Crosleys, 
divided as follows: 3 cu. ft.—15; 3.5 
cu. ft.—19; 5 cu. ft—16; 6 cu. ft.—5; 
7 cu. ft.—3. 


Import restrictions seem to have 
created the same problem for Austrian 
distributors that they have in so many 
other foreign countries where govern- 
ment sponsorship of home companies 
has erected large tariff barriers, be- 
sides placing dead weights in the 


ee and ge 
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form of import “permissions” to cause 
costly hold-ups in getting boxes on 
sales floors. 


Mr. Finsterle declared that he had 
an import permission for 100 Crosleys 
in 1936 and expected to be granted 
government approval to bring in the 
same quantity in 1937. 


“Only the dealers who were estab- 
lished in the beginning of electric 
refrigeration in Austria receive any 
import contingent at all,” Mr. Finsterle 
states. 


The Allgemeine Elektricitats-Gesell- 
schaft (there’s a twister), of which 
Mr. FLOHR is director, is a German 
firm operating in Vienna at Wien VI, 
Gumpendorferstrasse 6. The company 
operates a branch factory for motors 
in Vienna, too. 


The company sells Santo (a German 
refrigerator), Hotpoint equipment, and 
a few Monitor Tops. 


News export figures for 1935 show 
that 345 household models with a 
dollar value of $24,849 went from 
this country to Austria. In 1936, 
export statistics from January through 
August set the dollar value of Aus- 
trian imports from the United States 
at $26,791—almost $2,000 above the 
1935 total. 


American-built commercial units 
exported to Austria totaled 120 in 
1935, valued at $11,893. The figure for 
the first eight months of 1936, based 
on this, shows a decrease as only 
$6,551 worth of commercials up to 
1-ton were sent to Austria during that 
period. 


The parts market seems to be tak- 
ing the upgrade course in Austria 
that it shows almost uniformly in 
recent years throughout Europe. In 
all of 1935 only $14,759 worth of 
American refrigeration parts were 
shipped. By Sept. 1 of 1936, the figure 
stood at $25,751. 


As a personal suggestion to Amer- 
ican refrigerator manufacturers seek- 
ing to meet the specific design de- 
mands of the Austrian market, Mr. 
Finsterle says that he would like to 
see cabinet tops flat in the smaller 
model ranges. Those he is selling are 
curved, he writes. The reason for 
this is that most Austrian housewives 
want to use the tops of their refrig- 
erators as a shelf to afford added 
space in their kitchens. 


Other Appliances 


The depression that has prevailed 
in all lines of business during the 
past several years has reduced the 
purchasing power of the Austrian 
population to such an extent that very 
few families can now afford to pay 
the cost of operating an electric wash- 
ing machine, or similar household 
appliances, even if they could pur- 
chase them, declares Consul General 
James Barclay Young. 


The small demand is set off by cut- 
price offers, and local distributors are 
suffering from sharp competition be- 
tween a number of American, Ger- 
man, and domestic makes. 


One difficulty in introducing such 
machines in Austria is the inspection 
which they must undergo by the 
Elektrizitaets Werke der Gemeinde 
Wien (Vienna Municipal Electric 
Plant); only with the approval of the 
electric company can the owner of 
such machines obtain the necessary 
electric power. It is, of course, not 
possible to sell the machines until this 
approval is granted as the owners 
might not be allowed to use them. 


Air-conditioning systems, even elec~ 
tric fans, are not used extensively in 
Austria. This country is about the 
same distance from the North Pole 
as St. Johns, Newfoundland, and such 
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relatively hot periods as occur during 
the summer months never last more 
than a few days. 


Moreover, as most Austrian indus- 
tries are working at low capacity 
there is very little money available 
for the purchase of modern air-condi- 
tioning equipment by industrial or 
commercial prospects. 


Nevertheless air conditioning has 
gained ground also in Austria during 
recent years, the most important pur- 
chasers having been public offices, 


Federal Railways, tobacco and auto- 
mobile factories, and the large moving 
picture theaters. On the other hand, 
the purchase of room coolers by pri- 
vate individuals is practically un- 
known. Most of the air-conditioning 
equipment sold in Austria has been 
of domestic origin and there are 
several factories in this country pro- 
ducing such equipment. 


In the opinion of several leading 
distributors of household appliances, 
there is practically no prospect of 


developing a market in Austria for 
American electric and gas ranges, 
for the reason that the market is 
glutted with cut-price products of the 
domestic industry, which is very well 
developed, and has a number of more 
or less important factories. 
*- * * 


Austrian Currency 


The Austrian monetary unit is the 
schilling, consisting of 100 groschen, 
and having a par exchange value of 


approximately $0.2382. Up to 100 schil- 
lings in silver are legal tender, and 
silver coins of five and two schillings 
are accepted in unlimited amount by 
Federal agencies. Gold coins are un- 
limited as legal tender. 


Control of foreign exchange oper- 
ations, including the movement of 
bullion and currency, is vested in the 


' Austrian National Bank. 


The Bank also has the sole right 
to issue notes, such paper money 


being legal tender for all purposes, 
including customs ‘dues and taxes. 


The use of checks is confined 
largely to drawing on the postal- 
savings banks. 


One gold crown is convertible into 
1.83 paper schillings. 


Visitors leaving Austria are ex- 
amined at the border to see that they 
have less than 200 schillings in their 
possession. 
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TYPICAL JOBS EXPLAINED 


BUSINESS NEWS PUBLISHING CO 
Publishers of AIR CONDITIONING 
and REFRIGERATION NEWS 


— Outline of Manual B-1 


Manual B-1 contains a series of 
25 articles on Air Conditioning, 
written by Mr. T. H. Mabley, chief 
engineer, Mechanical Heat & Cold, 


Inc., Detroit, Mich. These articles 
are “case histories” of installations 
engineered by Mr. Mabley in his 
regular work as chief engineer for a 
large air-conditioning contractor. 


The “cases” start with the simpler 
installations such as a single office 
and continue on through to more 
complicated installations, such as 
process jobs and the air conditioning 
of auditoriums and department stores. 


Simple methods are given for 
calculating heat gain and loss for 
each job, determining design condi- 
tions, selecting equipment, and locat- 
ing and installing equipment. Direct 
and indirect systems are used in 
these typical installations and the 
advantages and disadvantages of 
each method are given. 


While all the known fundamental 
functions of air conditioning are 
desirable, there are certain applica- 
tions and conditions where some of 
the functions are not considered nec- 
essary nor economical to install and 
operate. 


In a process job all of the func- 
tions may be utilized as the condi- 
tioning equipment is required to 
maintain predetermined year-around 
temperature and humidity within 
close limits. 


Conditioning an auditorium where 
large crowds of people will be pres- 
ent for two or three hour periods has 
its particular problem while the 
design limits for a department store 
with its heavy electric light load re- 
quire expert attention. All of these 
and other factors that must be con- 
sidered are discussed for the individ- 
ual application. 


The procedure followed on these 
25 typical jobs may be studied by 
the contractor, dealer, engineer, etc., 
who is figuring a job and much 
valuable information may be gained. 


Simple methods for figuring square 
and round air duct sizes are given 
and dampers, grilles, etc. for in- 
dividual applications are discussed. 
In a beauty parlor, for example, 
where the occupants are seated in 


SELECT AND INSTALL AIR CONDITIONING SYSTEMS 


one place for an extended period, the 
air ducts must be correctly sized, 
and the discharge grilles carefully 
selected and located to avoid drafts. 


Sizing of suction lines to avoid 
excessive pressure drops especially 
where long runs and several elbows 
are required, is discussed and a 
simple method for determining the 
size for any installation is given. 


Night clubs, where smoking is ex- 
cessive and high latent heat loads 
result from dancing and perspiring 
of many people, require special atten- 
tion from the standpoint of proper 
ventilation and reducing the high 
relative humidity, without reducing 
dry-bulb temperature to an uncom- 
fortable degree. One of the “cases” 
deals with this problem and a typical 
chemical dehumidification system for 
controlling high humidity is used. 


Briefly, all the known fundamental 
functions of air conditioning are 
brought into play in these 25 jobs. 


Manual B-1 contains 136 pages 
and costs $1.00 in the U. S. A.* 


*Note The minimum extra charge for each package of books shipped outside of the United States is 50 cents. Up to six $1.00 books may be shipped in one package. 
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THE REFRIGERATION & AIR 
CONDITIONING DIRECTORY 


REFRIGERATION AND 
AIR CONDITIONING 


_ DIRECTORY | 


~ 1938 
OIRECTORY 


BUYER’S GUIDE 


Classified Listings of Manufacturers of 


Section 3 — Household Refrigeration and Equipment 
Section 4 — Parts, Materials, Supplies & Accessories 
Section 5 — Jobbers, Schools, Foreign Migs, Etc. 
Section 6 — Index of Names including Street Addresses 
Section 7 — Alphabetic Index of Classified Products 
i ccna SA SE SA RRR SE RET 
BUSINESS NEWS PUBLISHING CO. 


Publishers of AIR CONDITIONING 
and REFRIGERATION NEWS 


ee 


New edition will be off the press in 
January, 1939. Price $1.00 per copy. 


The Refrigeration and Air Con- 
ditioning Directory is the Buyer’s 
Guide of the refrigeration and 
air-conditioning industry. 


All manufacturers of complete 
refrigeration and air-conditioning 
equipment, parts, materials, and 
supplies are listed in the Directory. 
Companies are classified by the 
types of products manufactured 
and also are listed alphabetically. 


*Note The minimum extra charge for each package of books shipped outside of the 


Complete addresses are given in 
the alphabetic section. 


The Directory is designed to 
help the buyers of the industry 
easily locate sources of supply 
for complete new equipment and 
parts, materials, and supplies re- 
quired for the manufacture of new 
products as well as replacements 
for field service. 


The Refrigeration & Air Condi- 
tioning Directory contains the 
following major sections of classi- 
fied products: 


Manufacturers of air-condition- 


ing systems and equipment. 


Mfrs. of commercial refrigera- 


tion systems and equipment 


Mfrs. of household refrigeration 


systems and equipment. 


Mfrs. of parts, materials, 


supplies, and accessories. 


Jobbers, schools, and foreign 


manufacturers. 


AROUND THE WORLD WITH 


A CANDID CAMERA 
(ENGLAND & PALESTINE) 


WITH A CANDID CAMERA 


Jev0er Songnnaananne sana gang ww 


LORNA na 


No. T-1, heavy paper cover, 80 pages, size 1234 x 9, price $1.00. 


This book by George F. Tau- 
beneck, editor of AIR CONDITIONING 
& REFRIGERATION NEwS, contains 
a study of the export markets in 
England and Palestine as well as 
a lively presentation of the habits, 
customs, manner of living, and 
national character of two nations 
which are very much in the 


world’s news. 


It is authentic, well-rounded, 
and close-to-the-picture, the result 
of intimate contacts with intel- 
ligent and responsible residents of 
each country visited. The text is 
illustrated by more than 140 
candid photographs which picture 
the country, the people, and 
refrigeration and air-conditioning 


leaders in these two countries. 


United States is 50 cents. Up to six $1.00 books may be shipped in one package. 
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MASTER SERVICE MANUALS— HOUSEHOLD REFRIGERATION 
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_ MANUALS _ 


HOUSEHOLD 
REFRIGERATION 


MANUAL NO 1 
K M Newcur 


Theory of Refrigeration — Principles of Refrigeration 
Common Refrigerants — Condensing Units 


BUSINESS NEWS PUBLISHING CO ! 
Publishers of AIR CONDITIONING ‘| 
ond REFRIGERATION NEWS ni 


Outline of Manual No. 1 


Manual No. 1—Household Re- 
frigeration—contains basic infor- 
mation on all of the fundamental 
types of household refrigerators. 


Chapter 1 explains briefly the 
theory of refrigeration. 


Chapter 2 is devoted to the 
principles of refrigeration. 


Chapter 3 covers all of the com- 
mon refrigerants, their boiling 
points, chemical characteristics, 
and other pertinent factors. 


Chapter 4 is a complete study of 
condensing units, both reciprocat- 
ing and rotary, with all of the sev- 
eral parts described, discussed, and 
illustrated. Care, adjustment, re- 


placement, and general service and 
shop procedure on component 
parts are fully explained. 


Chapter 5 covers low side float 
valves, high side float valves, auto- 
matic expansion valves, thermo- 
static expansion valves, capillary 
tubes, and evaporators used with 
these refrigerant control valves. 
Operating principles, adjustment, 
repair, and general service instruc- 
tion and procedure are given. 


Chapter 6 is given to the study 
of automatic controls, both low 
pressure and thermostatic. Funda- 
mental principles are explained as 
well as test, adjustment, replace- 
ment and service. 


Chapter 7 is on electric motors. 
While electric motors may be con- 
sidered a separate study in them- 
selves, information pertinent to 
their use on household refrigera- 
tors is given to enable the service- 
man to diagnose and make minor 
repairs in the field. 


Summarizing these seven chap- 
ters, all of the several major com- 
ponent parts of any household 
system are dealt with so that a 
thorough knowledge of the theory, 
principles, refrigerants, condens- 
ing units, evaporators, controls, 
and motors may be gained. 


Manual No. 1 contains 144 pages 
and costs $1.00 in the U. S. A.* 
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Instructions on 20 Distinct Installation Operations 
Instructions for Servicing 4 Fundamental Types 
of Household Electric Ref: Systems 


BUSINESS NEWS PUBLISHING CO 
Publishers of AIR CONDITJONING | 
and REFRIGERATION NEWS 


Outline of Manual No. 2 


Manual No. 2—Household Re- 
frigeration Installation and Serv- 
ice—gives complete data on instal- 
lation and service on all funda- 
mental types of systems. 


Chapter 8 in Manual No. 2 of 
this Household Series covers the 
installation procedure of both self- 
contained and remote installations 
with many step-by-step installa- 
tion operations such as cutting, 
flaring, bending, jointing, and in- 
stalling copper tubing. It covers 
the proper uses of flare tube fit- 
tings and tools. Instructions for 


installing evaporators, condensing 
units, self-contained and remote 
household equipment are given in 
step-by-step order. 


Chapter 9 of Manual No. 2 takes 
all of the fundamental types of 
household systems and classifies 
them for very convenient use by 
the serviceman when servicing any 
make or model of conventional 
type household refrigerator. 


Every conventional system will 
fall under one of these several 
classified types, such as low side 
float valve system (type 1), high 
side float valve system (type 2), 
automatic expansion valve system 
(type 3A), thermostatic expansion 
valve system (type 3B), and capil- 
lary tube system (type 4). 


These major types are sub-clas- 
sified according to the arrange- 
ment of service valves and the type 
of automatic control used. 


For each type of complete an- 
alysis of service complaints and 
their probable effect is given. Then 
for each cause or condition is given 
a step-by-step set of actual serv- 
ice operations. 


Manual No. 2 contains 128 pages 
and costs $1.00 in the U. S. A.* 


*Note The minimum extra charge for each package of books shipped outside of the United States is 50 cents. Up to six $1.00 books may be shipped in one package. 
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AROUND THE WORLD WITH A CANDID CAMERA 


MASTER SERVICE MANUALS— HOUSEHOLD REFRIGERATION 
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i REFRIGERATION NEWS i) 


Outline of Manual No. 3 


Manual No. 3 of the Household 
Series is devoted to detailed infor- 
mation on several special types 
and “orphan” makes of household 
refrigerators. 


On account of their very special 
design, etc., the information about 
these makes does not differ mate- 
rially from the way it appeared in 
the original service manuals issued 
by the manufacturing companies. 


Much of this service information 
is no longer available from any 
other source as many of the 


companies have been out of busi- 
ness for several years or have 
discontinued manufacturing refrig- 
erators. 


The several special types and 
“orphan” makes covered herein 
are as follows: 


Allison 

ElectrICE 

Holmes 

Iroquois 

Majestic Conventional 
Majestic Hermetic 
Socold 


U. S. Hermetic 


- FP f PF? Ff PF HP SP 


Welsbach 


After reviewing the character- 
istics of these special types it will 
be obvious that they do not lend 
themselves to being classified 
under “Types of Systems” as 
given in Manual No. 2, hence 


‘much of the terminology originally 


used has not been changed. 


Manual No. 3 contains 144 pages 
and costs $1.00 in the U. S. A.* 
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Outline of Manual No. 4 


Manual No. 4 of the Household 
Series gives detailed information 
on 12 makes of household refrig- 
erators which fall into four general 
classifications of systems given in 
Manual No. 2. 


Most of the makes discussed are 
being manufactured and sold at 
the present time while others are 
no longer being manufactured or 
sold but are in use in thousands 
of homes. 


The manual contains many 
illustrations which are helpful to 
the service man in servicing the 
unit discussed. 


Manual No. 4 discusses the 
specific characteristics of each 
different make and classifies the 
system so that service complaints 
and operations can be easily 
referred to in Manual No. 2. 


The different characteristics of 
each series of yearly models of 
the make discussed are given in 
detail so as to simplify the work 
of the service man. 


The makes discussed in Manual 
No. 4 are: 
Absopure 
Apex (also Wayne) 
Atwater Kent 
Coldspot (Sears—Sunbeam) 
Copeland 
Dayton (also Niagara) 
Fairbanks-Morse 


Graybar Ilg-Kold 


rer sFr FFP HP 


Iceberg 
Liberty 


ht 
i 


Rice 


Servel Conventional 


_ 
ad 


13. Servel Hermetic 


Manual No. 4 contains 136 pages 
and costs $1.00 in the U. S. A.* 


*Note The minimum extra charge for each package of books shipped outside of the United States is 50 cents. Up to six $1.00 books may be shipped in one package. 
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AROUND THE WORLD WITH A CANDID CAMERA 


MASTER SERVICE MANUALS— COMMERCIAL REFRIGERATION 
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REFRIGERATION 


MANUAL NO 
By K M New C-1 


Theory and Principles of Commercial Refrigeration 
Refrigerants—Cylinders, Valves and Safety Devices 
Transferring and Dehydrating Refr 


BUSINESS NEWS PUBLISHING CO 
_ Publishers of AIR CONDITIONING 
and REFRIGERATION NEWS 


Outline of Manual C-] 


Presented in the first two chap- 
ters of Manual C-1, the first of the 
commercial refrigeration series, are 
the theory and principles of 
commercial refrigeration. These 
fundamentals, which form the 
ground work for the subsequent 
chapters of the series, are pre- 
sented in simple terms so that 
they may be easily understood by 
even the non-technical man. 


Chapter 3, Properties of Refrig- 
erants, includes such useful infor- 
mation as boiling points, effect on 
lubricating oils, inflammability and 
explosive properties, effect on 


health, how to locate leaks, and 
approximate operating head pres- 
sures of sulphur dioxide, methyl 
chloride, and Freon-12. 


Chapter 4, Refrigerant Cylin- 
ders, Valves, and Safety Devices, 
contains much valuable informa- 
tion on handling, cleaning, I.C.C. 
regulations, safety devices, and 
testing and inspection of refrig- 
erant cylinders. Refrigerant cylin- 
ders and valve equipment of all 
the leading refrigerant producers 
are illustrated and described and 
the refrigerant capacity specifica- 
tions of the cylinders are given. 


Chapter 5, Transferring Refrig- 
erants, gives the recommended 
procedure for the transferring of 
refrigerants from larger to smaller 
(service) cylinders with a mini- 
mum of loss and danger. 


Chapter 6, Dehydrating Com- 
mercial Refrigerants, deals with 
the problems involved in the 
removal of moisture from com- 
mercial refrigeration systems. 
Characteristics of such drying 
agents as calcium chloride, cal- 
cium oxide, activated alumina, 
and silica gel are given and typical 
dryers are illustrated. 


Manual C-1 contains 96 pages 
and costs $1.00 in the U. S. A.* 
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Condensing Units—Water Regulating Valves 
Flooded Evaporators and Float Valves 
‘Two-Temperature Flooded Systems 
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Outline of Manual C-2 


Manual No. C-2, the second of 
the series, is an advancement in 
the study of commercial refrig- 
eration service and _ installation 
methods, and deals with problems 
of a more specific nature concern- 
ing the repair and servicing of the 
intricate mechanisms of commer- 
cial refrigeration equipment. 


Chapter 7, Commercial Condens- 
ing Units, acquaints the student 
with the service procedure of the 
many parts of which a commercial 
condensing unit is composed, such 
as: compressor body assemblies, 


’ crankshaft and connecting rod 


assemblies, piston and piston valve 
assemblies, discharge valve assem- 
blies, stuffing box seals, service 
valves, air and water-cooled con- 
densers, liquid receivers, and 
safety devices. 


Chapter 8, Water Regulating 
Valves, is devoted to a thorough 
study of the pertinent service 
features of all makes and types 
of water regulating valves which 
are used with modern commer- 
cial refrigeration equipment. 


Chapter 9, Flooded Evaporators 
and Float Valves, deals extensively 
with such service information as: 
cut-in point, cut-out point, effect 
of shortage of refrigerant, effect 
of leaky float valve, effect of oil 
on SO,, correcting  oil-logged 
evaporators, adjusting flooded sys- 
tem, approximate control settings, 
installation methods, and sources 
of leaks. 

Chapter 10, Two-Temperature 
Flooded Systems, explains the 
problems involved in duplexing 
flooded coils, balancing of evapo- 
rators, undersold installations, 
two-temperature control methods, 
constant pressure valves, snap- 
action two-temperature valves, and 
check valves. 

Manual C-2 contains 112 pages 
and costs $1.00 in the U. S. A.* 


*Note The minimum extra charge for each package of books shipped outside of the United States is 50 cents. Up to six $1.00 books may be shipped in one package. 
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Outline of Manual C-3 


Continuing the -advanced study 
of the equipment and parts which 
compose commercial refrigeration 
systems, Manual No. C-3, the third 
of the series, deals specifically with 
modern low sides (evaporators), 
thermostatic expansion valves 
which control the refrigerant flow 
to the evaporators, temperature 
controls, refrigerant control valves, 
and electric motor equipment used 
with refrigeration systems. 


Chapter 11, Expansion Evapo- 
rators, is a study of the more 
modern types of finned evapora- 
tors, including cycle of operation 
in an expansion system, methods 
of selecting coils, dry vs. wet 


*Note The minimum extra charge for each package of books shipped outside of the United States is 50 cents. Up to six $1.00 books may be shipped in one package. 


expansion, use of headers, bottom 


-vs. top expansion, blower units, 


heat exchangers, and duplexing 
various types of evaporators. 


Chapter 12, Thermostatic Ex- 
pansion Valves, is a broad, yet 
simplified, study of bellows and 
diaphragm-type thermostatic ex- 
pansion valves. How they are used, 
what they are intended to do, and 
how they do it. 


Chapter 13, Pressure and Tem- 
perature Controls, deals exten- 
sively with low-pressure and ther- 
mostatic controls, their attendant 
problems when used with commer- 
cial refrigeration, and the adjust- 
ment procedure for many types. 


Chapter 14, Refrigerant Control 
Valves, contains a complete ex- 
planation of the uses and service 
factors concerning such controls 
as, snap-action valves, automatic 
regulating valves, thermostatic 
regulating valves, maximum crank- 
case pressure valves, pressure 
regulating valves, solenoid (mag- 
netic) valves, check valves, pres- 
sure relief valves, oil separators. 


Chapter 15, Motors, Starters, 
and Overload Relays, provides a 
guide for the servicing of electric 
motors, starters, overload devices. 


Manual C-3 contains 144 pages 
and costs $1.00 in the U. S. A.* 


THE REFRIGERATION LIBRARY—VOL. 5 


REFRIGERATION 
ENGINEER'S 
MANUAL 


A Guide for the Licensed Operator 


of Industrial Refri Syst 


By S. L. POTTS 


BUSINESS NEWS PUBLISHING CO. 
Publishers of 
AIR CONDITIONING AND 


REFRIGERATION NEWS 


Outline of Manual E-1 


The Refrigeration Engineer’s 
Manual is written especially for 
the licensed operator of industrial 
refrigerating equipment. It is 
divided into 14 chapters, the con- 
tents of which are given below. 


Chapter 1. Principles and Meth- 
ods of Refrigeration — Principles 
of refrigeration together with 
methods of accomplishing cooling. 
Definitions of basic terms. 


Chapter 2. Liquid Vapor Process 
—Effects of pressure on boiling 
and condensing points of a refrig- 
erant. Need of compressor. Func- 
tions of other parts of unit. 


Chapter 3. Refrigerants—Char- 
acteristics, requisites, and detailed 
discussion of refrigerants. 


Chapter 4. Compressor Classifi- 
cations and Functions—Classifica- 
tion according to cylinder position, 
gas discharge, construction, driv- 
ing mechanism and machine. 


Chapter 5. Compressor Parts— 
Explanation of pistons, valves, cyl- 
inders, bearings, rings, manifolds. 


Chapter 6. Effect of Temperature 
and Pressure on Gases. 


Chapter 7. Compressor Size Re- 
quired for Given Capacity—Con- 
siderations affecting selection of 
compressor to produce required 
amount of refrigeration. 


Chapter 8. Condenser Operation 
and Selection—Functions. Condi- 
tions affecting selection. 


Chapter 9. Evaporator Coils— 
Functions of the evaporator. Types 
of refrigerant controls. Direct and 
indirect expansion systems. 


Chapter 10. Standard Refrigera- 
tion Plant Operations — Service 
operations on compression plant. 


Chapter 11. Absorption System 
of Refrigeration—Principles. 


Chapter 12. Indirect Expansion 
Systems—Principles. Use of brines. 


Chapter 13. Manufacture of 
Artificial Ice—Figuring refrigera- 
tion requirements, equipment. 


Chapter 14. Spray Ponds and 
Cooling Towers. 


Manual E-1 contains 224 pages and 
costs $2.00 when ordered separately. 
You may pay only $1.00 for this book 
provided your order and remittance 
amounts to a total of $10 or more. 
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AROUND THE WORLD ‘WITH A CANDID CAMERA 


AIR CONDITIONING 


Outline of Manual A-l - 


Manual No. A-1 is devoted to the 
Principles of Summer Air Conditioning. 


Chapter 1. What is Air Conditioning ?— 
The author asks the question ‘what 
is air conditioning?’, discusses many 
theories and answers the question by 
defining air conditioning. 


Chapter 2. Typical Air Conditioning 
Systems—Direct expansion and _ indirect 
air-conditioning systems, combination in- 
stallations, washers, and precoolers. 


Chapter 3. Refrigeration Cycles—Inter- 
relationship of refrigeration and air 
conditioning. Direct and indirect expan- 
sion mechanical refrigeration cycles, closed 
absorption, steam vacuum, and open 
adsorption systems. 


Chapter 4. Performance of Heat Transfer 
Surfaces—Air-conditioning coils of the 
direct expansion type and indirect water- 
cooler systems. Laws governing coil 
performance. 


Chapter 5. Condensing Unit Performance 
—Purpose, importance, and performance 
of air and water-cooled condensing units 
as related to summer air-conditioning 
systems. Performance of compressors. 


Chapter 6. Summer Air Conditioning 
Systems—Component parts are brought 
together to form complete summer air- 
conditioning systems. 


Manual A-1 contains 112 pages and 
costs $1.00 in the U. S. A.* 


Appendix A. Terms of Definitions. 
Appendix B. Properties of Refrigerants. 


Outline of Manual A-2 


Manual No. A-2, the second of the 
series, covers the Principles of Winter 
Air Conditioning. 


Chapter 7. Typical Heating Systems—A 
general description of various types of 
heating systems. 


Chapter 8. Miscellaneous Typical Con- 
nections—Types of connections for al 
types of heating systems. 


Chapter 9. Steam and Hot Water Heat- 
ing Systems—Principles and operation of 
steam gravity, vapor, vacuum, gravity 
hot water, forced hot water, and central 
heating systems. 


Chapter 10. Hot Air Heating Systems— 
Gravity, forced, trunk and split systems, 
plenum chamber, air mixture regulation. 


Chapter 11. Heat Generators and Con- 
trols—Four major points of good boiler 
design are discussed for selection of 
equipment. 


Chapter 12. Heating Specialties—Traps, 

air valves, pressure-regulating valves, 
strainers, relief valves, water feeders, 
radiators, unit heaters. 


Chapter 13. Specifications of Heating 
Systems—Specification outline covering 
materials used and procedure. 


Chapter 14. Trouble Shooting—Causes 
of trouble and correction. 


Appendix C. Properties of Materials. 


Manual A-2 contains 104 pages and 
costs $1.00 in the U. S. A.* 


Outline of Manual A-3 


Manual No. A-3, Principles of Design 
Engineering, covers: 


Chapter 15. Conditions for Human Com- 
fort—Metabolic processes of the human 
body. Temperature and humidity condi- 
tions to allow normal functioning of 
these processes. and also provide comfort. 


Chapter 16. Methods of Comfort Control 
—Air bypass, refrigerant bypass, back- 
heat, inherent, and spot inherent methods 
of control. Comparative cost of control 
methods. 


Chapter 17. Mechanics of Controls— 
Single and multiple station control sys- 
tems. Thermostats, humidistats, low- 
pressure controls, head-pressure controls, 
high-pressure safety cutouts, expansion 
valves, and high side floats. 


Chapter 18. Principles of Design— 
Fundamental factors for successful air- 
conditioning equipment design. 


Chapter 19. Condensing Unit Design— 
Compressor sizes, construction materials, 
valve designs, shaft seals, air and water- 
cooled condensers, motors, drives, and 
starters. 


Chapter 20. Air Conditioning Unit De- 

—Range of capacities to cover entire 

field. Humidifiers, filters, fans, fan motors 
and drives. 


Appendix D. Instruments. 
Appendix E. Mathematics. 


Manual A-3 contains 112 pages and 
costs $1.00 in the U. S. A.* 


MANUALS—A COMPLETE COURSE OF STUDY 


THE REFRIGERATION LIBRARY 


Outline of Manual A-4 


Manual No. A-4, Equipment Develop- 
ment, discusses: 


Chapter 21. Equipment Development 
Methods—Condensing unit performance 
data, water cooler data, air-conditioning 
unit performance data, correlating coil 
data, test of complete air-conditioning 
unit, heating coil performance data, air 
and water flow measurement, field ca- 
pacity tests. 


Chapter 22. Miscellaneous Refrigeration 
Machines—Operating characteristics, ad- 
vantages and disadvantages, application, 
and details are given on four large type 
refrigerating machines: steam jet refrig- 
eration, centrifugal water vapor compres- 
sors, non-aqueous refrigerant centrifugal 
compressors, closed absorption cycle. 


Appendix F. Electricity. 


Manual A-4 contains 112 pages and 
costs $1.00 in the U. S. A.* 


This series of eight books (see 
opposite page) was written by 
FP. O. Jordan who has had a wide 
experience in air conditioning engi- 
neering. Mr. Jordan is technical 
director of Refrigeration & Air 
Conditioning Institute, Chicago. 


This series of manuals provides 
a complete course of study cover- 
ing all phases of air conditioning 
for contractors, architects, engi- 
neers, service men, and students. 


*Note The minimum extra charge for each package of books shipped outside of the United States is 50 cents. Up to six $1.00 books may be shipped in one package. 
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AROUND THE WORLD ‘WITH A CANDID CAMERA 


AIR CONDITIONING MADE EASY 


Outline of Manual A-5 


Manual No. A-5, Principles of Equip- 
ment Selection, the fifth of the series, 
covers three main subjects. 


Chapter 23. Performance Tables and 
Specifications—Requirements and arrange- 
ments of tables. Samples. given in 
Chapter 24. Purpose of specifications; 
sample specifications on residential-type 
air-conditioning units and condensing 
unit. 


Chapter 24. Sample Performance Tables 
—Estimation methods. Specimen per- 
formance tables—samples of methods 
presenting equipment performance tables 
on direct expansion conditioners, year- 
around residential conditioner, air de- 
livery, heating coil capacity, chilled water 
conditioner, chilled water room cooler, 
and condensing unit. 


Chapter 25. Auxiliary Air-Conditioning 
Equipment—Data on electric motors, 
transformers, switches, starters, compres- 
sor motors, drives, starters, air-condition- 
ing fans, liquid pumps, cooling towers 
and ponds, evaporative condensers, air 
washers, air drying, independent drying 
and cooling, adsorption, open absorption. 


Chapter 26. Noise in Air-Conditioning 
Systems. Acceptable Levels and Sources— 
Facts on iuoise, acceptable noise, source 
of noise, natural noise levels, character- 
istics of sound insulating materials, noise 
through building structure, open-air-borne 
sound, duct insulation, grille noises. 


Appendix G. Temperature and Heat. 


Manual A-5 contains 104 pages and 
costs $1.00 in the U. S. A.* 


AIR CONDITIONING 


FIELD ENGINEERING 


Outline of Manual A-6 


Manual A-6 is the first of two manuals 
covering the Principles of Field Engi- 
neering. The manual gives a detailed 
explanation of the methods of estimating 
the load for all types of air-conditioning 
installations and presents the necessary 
tables for this work. Data is also pre- 
sented on the methods of selecting the 
air conditioners and component equipment 
for the job. 


Chapter 27. Estimating the Load—Gen- 
eral discussion of loads and estimates. 
The following factors are considered in 
summer cooling load: transmission and 
sun load, sensible heat of outside air, 
sensible heat given off by occupants, 
miscellaneous sensible heat, latent heat 
of outside air, latent heat of occupants, 
and miscellaneous latent heat. Sensible 
and latent winter heating load. Many 
tables are included to assist in proper 
equipment selection. 


Chapter 28. Selecting the Equipment— 
Mechanics of __ selection. Methods of 
selecting direct expansion summer air- 
conditioning equipment, condensing unit, 
indirect system, heating and humidifying 
equipment, humidity controls. 


Appendix H. Sample Questionnaire and 
Load Estimate—This section shows a 
sample questionnaire for a restaurant and 
the methods of estimating the load on 
the basis of the information secured in 
the questionnaire. 


Manual A-6 contains 96 pages and costs 
$1.00 in the U. S. A.* 
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AIR CONDITIONING 


FIELD ENGINEERING 
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22 Denge of the Ormibenen Syme 


Outline of Manual A-7 


Manual A-7 is the second book devoted 
to the Principles of Field Engineering. 


Chapter 29. Load Estimate and Equip- 
ment Selection for the Residence and 
Office—Problems of load estimating and 
equipment selection are analyzed for the 
installation of air conditioners in the 
home and small office where the load is 
light. 


Chapter 30. Load Estimate and Equip- 
ment Selection for Commercial Installa- 
tion—Analysis of load estimate and 
equipment selection problem for installa- 
tions in commercial establishments which 
have heavier load conditions. 


Chapter 31. Air Movement—Ventilation 
Requirements—Quantity of outside air. 
Total air. Distribution of air. 


Chapter 32. Design of the Distribution 
—Methods of designing refrigerant, 
steam, chilled water, forced hot water, 
gravity hot water, gravity hot air, condi- 
tioned air, and residential and industrial 
forced air distributing systems. 


Manual A-7 contains 96 pages and costs 
$1.00 in the U. S. A.* 


Complete Data Book 


MANUAL A-8 will contain all of 
the necessary tables used by the 
air-conditioning engineer and will 
be arranged for easy reference. 
This book will be ready early in 
1939. Price $1.00. 


*Note Extra charge for each package of books shipped outside of U. S. is 50 cents. Up to six $1.00 books may be shipped in one package. 
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Extra Charges on Books Shipped 
Outside the United States 


A minimum extra charge of 50 cents is 
made on each package of books shipped 
outside of the United States. Parcel post 
regulations limit a package of books to 
4 Ibs. 6 oz. and it is possible to include 
six of the $1.00 books in one package. 


Subscription Rates for 
Air Conditioning & Refrigeration News 


Air Conditioning & Refrigeration News, 
the weekly newspaper of the Industry, 
costs $4.00 per year (52 issues) in the 
United States and possessions, Canada, 
and Pan-American Postal Union countries. 
The two-year rate for these countries 
is $7.00. 


For all other countries, the one-year 
rate is $6.00 and two-year rate, $11.00. 


Copies of the News Bound 
For Reference Use 


Copies of Air Conditioning & Refrig- 
eration News (formerly Electric Refrig- 
eration News) for the past five years are 
available in bound books. These volumes, 
each covering a four-month period, are 
bound in a stiff paper board cover ($3.00 
each) or in black imitation leather ($5.00 
each). Prices f.o.b. Detroit. 


Handy Binder for Current 
Issues of the News 


We offer a binder designed and made 
especially for keeping your current file 
copies. of Air Conditioning & Refrigera- 
tion News neat and always available for 
ready reference. 


The price is $3.75 shipped to you post- 
paid in the United States and Possessions 
and Pan-American Postal Union countries. 
For all other countries, postage based on 
a shipping weight of six pounds must be 
added to the price. Send your remittance 
with order. 


Business News Publishing Co. 
5229 Cass Avenue, Detroit, Michigan 
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